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BEAVER MODEL-C 
Portable Power Units 







MODEL C-2 


WITH OR WITHOUT VISE 


MODEL C-1 


You Get More For Your Money With 
These 4 EXCLUSIVE BEAVER FEATURES 


Beaver Model-C Portable Power Units—field-tested by thousands of 
leading piping contractors during the past ten years—offer you the 
greatest ruggedness and trouble-free performance because of these 4 
exclusive advantages: 

] The gears run in oil—in a fully-enclosed gear case—just as in your automobile. 


) Full size heavy-duty 1/8 to 2-inch chuck—far superior to chucks used on 
competitive machines. 


3 100% safety with the new Beaver Automatic Safety Switch Lock and Chuck 
Wrench Holder (patent pending). 


4 Safety Latch prevents rotation of pipe tool handle—a frequent cause of 
accidents. (Protected by U. S. Patent No. 2,191,191, February 20, 1940.) 





Note rugged interior construction 
—with gears running in oil, 


Write for New Complete Catalog. Address Beaver Pipe Tools, 
Inc., 216-300 Dana Avenue, Warren, Ohio, U.S. A. 
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The Cover 
The 


bulletin board in any firm 
usually is a place where important 
notices—notices that affect most of 


We 


couldn’t help but feel that the ar- 


the personnel —are placed. 
ticles in this issue are of great im- 
port to all personnel in a distribut- 
for that 


ing organization. It was 


reason that we decided on a “con- 
tents page” cover for the August 
issue. You'll want to read every one 
of the articles and departments. 
And don’t forget that in the news 
columns you can get the latest re- 


ports on your industry friends. 











.. the screw that’s set for life! 


Holo-Krome Socket Set Screws, or safety set screws, 
are accepted and promoted by industry as the qual- 
ity screws that can be set for life and counted on to 
do the job. They are set up in the most difficult 
places and forgotten. This confidence in HK set 
screws was earned the hard way — through superla- 
tive performance in countless applications. It’s 
no surprise because Holo-Krome’s only busi- 
ness is to make the finest screws . . . better. 


y/ 
Ve pent 


RANT 
» &e 


© mrverons O 
FIBRO FORGED 


Holo-Krome Authorized Distributors, too, are set 
for life because they sell the screw that’s Com- 
pletely Cold Forged — the Holo-Krome patented 
process that improves on the natural strength of 
steel. Moreover, Holo-Krome backs its Stock Carry- 
ing Distributors with an ironclad 100% Distributor 
Distribution Sales Policy, the policy that has proved 
its soundness by the ever increasing volume of 
orders and repeat orders. SATISFACTION? 
... ask the men who sell Holo-Krome. 


i 


HOLO-KROME 


Completely Cold Forged Sockel Screw Froducd 


THE HOLO-KROME SCREW CORP., HARTFORD 10, CONN. 
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The bucket with ALL 
the DESIRABLE features 


vr wT YW 


The design combines exceptional strength 
with light weight, minimizing the elevator 
line load on long centers. 


These buckets are field-proven to be the 
most efficient for handling grain and other 
light-weight, fluffy, granular, or powdered 
fine free-flowing materials into and out of 
storage, and for handling in conditioning 
and processing operations. 


Capacities of existing elevators can be increased substantially by replacing old style buckets with 
these ‘‘HS"’ High-Speed Buckets. For capacity and installation data, send for book 2299. 


Buckets may be spaced continuous, or at intervals, to provide required capacities. 


























Crimped hody sheet 
and overlapping ends 
add strength and pro- 
vide flush back for 
belt mounting. 


Manufacturer's standard punching in 
single horizontal line so located to as- 
sure correct balance of bucket on belt 
for high-speed discharge. 









PRR RNRE ST 
NI High ends increase 
‘ carrying capacity./ 










* 


Tapered ends permit nesting of buckets for! 
storage and shipping, reducing space require-) 
ments, resulting in lower transportation andj 
handling costs. 






















Special contour 
of bucket body 
and tapered 
ends assure 
free-filling and 
discharge for 
maximum han-§ 
dling capacities. 

















Formed overlapped ends 
eliminate butt welding. 


Spot-welding of ends to 
body sheet provides 
overall smooth surface. 


























LINK-BELT ‘‘HS’’ High-Speed ELEVATOR BUCKETS 


LINK-BELT COMPANY 


Chicago 9, Indianapolis 6, Philadelphia 40, Atlanta, Dallas 1, Minneapolis 5, San Francisco 24, 
Los Angeles 33, Seattle 4, Toronto 8. Offices, Factory Branch Stores and Distributors in Principal Cities. 11,386 
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Over 50 years of experience in the man- 
ufacture of industrial clutches have gone 
into the development of the famous 
Dodge Diamond D Friction Clutch — 
noted for its ruggedness and simple, 

one-point adjustment. 


~- 











SHOCK" TROUBLE 7 


-Here’s one way fo lick it! 


HERE A Dodge 
Diamond D Clutch 


_takes the tremendous shock loads of a veneer 
peeler lathe. Huge logs are revolved and 
“peeled” by knives, with 150 to 200 engage- 
ments per hour! Precision-built clutches, ca- 


pable of performing dependably where profits 
depend upon uninterrupted operation, are an- 


other Dodge“ first’’— one of many Dodge“irsts” 


in the field of power transmission machinery. 

For information on how Dodge products can 
improve machine performance, save power 
and keep production steady, call the Trans- 
missioneer, your local Dodge Distributor. He 


has information on new and better develop- 


ments for the mechanical transmission of power. 





DODGE MANUFACTURING CORPORATION «© MISHAWAKA, INDIANA 
a Senes- ROLLING GRIP TAPER-LOCK 
CLUTCH 
BEARINGS No toggles! Com- couPLina 


Simplest, surest 
mechanism ever \ 
devised forholding 
wheels to shafts, 








save power on 

millions of in- 

dustry’s tough- 
est jobs. 





pact. Extreme 
flexibility with 
positive drive. 


Available from stock 
ready to install 
without reboring! 








RANSMISSION 
CHINERY! 








of Mishawaka, Ind. 





CALL THE TRANSMISSIONEER ( ; 


-graduate of a Dodge <—"—g 
factory course, quali- a 
fied to help on your y 
power transmission 

problems. Look for his / 
name under ‘Power Y, 
Transmission Equip- 
ment” in your classi- 
fied telephone book 





IN LEADING BUSINESS PUBLICATIONS DODGE ADVERTISING WORKS FOR DODGE DISTRIBUTORS 
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PERMATEX PIPE JOINT COMPOUND No. 51 


is applied with a brush. It spreads evenly over threaded 
surfaces . . . and stays put! 








Does not harden or crack. Remains flexible and resistant to 
continual vibration. Assemblies can be adjusted easily... 
without breaking seal. 


PERMATEX PIPE JOINT COMPOUND No. 51 
produces unions that are leak-proof to hot or cold water, 
salt water, steam, illuminating gas, lubricating oils and 
greases, fuel oils, gasoline, kerosene, ethylene glycol and 
many other liquids and gases. 


PERMATEX COMPANY, INC. 
BROOKLYN 29, N. Y., U. S. A. 


Leaders in Chemical Research and Production since 1909 
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PROTO TOOLS 


—formelly 


PLOMB TOOLS 


NGARENCH y PUNCHAROO 
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Here is a line of quality cutters that offers a steady 
source of income because .. . 





1. it is broad enough to mect requirements for 
efficient milling on a wide variety of work 


and materials; ‘ 


2. it has modern design and construction fea- 
tures to make every cutter give fast cutting 
rates, close accuracy in the duplication of 
parts and long service between sharpenings. 

Tell your customers why these two features mean 
lowest real cutter cost. It’s helping Brown & Sharpe 
Distributors everywhere to make new sales and cash 
in on repeat orders. Brown & Sharpe Mfg. Co., Provi- 


dence 1, R. I., U.S. A. 


We urge buying through te Mitbitades 


BROWN & SHARPE CUTTERS (55 


oo 





SUPERINTENDENT 





THE TIGER BRAND SPECIALIST 


VISITS THE PENN-LINCOLN PARKWAY 


and learns a trick or two about wire rope care 


"I stopped to see Charlie Dinardo the other day. He's in charge 
of Dinardo, Inc.'s job of building the 980-foot concrete arch 
bridge over Nine Mile Run in the Penn-Lincoln Parkway project 
at Pittsburgh. It's one of the biggest concrete arch jobs in 


the country in recent years. 


"About 15,000 yards of ready-mixed concrete go into this bridge, 
and 98% of it is being poured by cranes-—-all equipped with 

Tiger Brand Wire Rope. They were pouring about 250 yards a day, 
using a one-yard bucket on a crane equipped with a 105-foot boom 
and 18-foot jib. In addition to the pouring, the four cranes have 


handled all steel erection and form setting on the bridge. A job 
like this really puts rope to a test! 


"Charlie says he is getting plenty of 
service from his Tiger Brand Rope. 
It holds up for three months' steady 
work on the hoist, and he hasn't re=- 
placed a boom rope in over a year. 


"Charlie passed on a couple of tips 
on how he gets this kind of service 
on such a rugged job. First, he uses 
nothing but Tiger Brand. Second, he 
observes extra precautions during in= 
stallation, being especially careful 
not to introduce any twist into the 


rope. 





 Staando tells the "That's this veteran contractor's 
ly oa method of obtaining exceptionally long 








iali btains maxi- 
Ti Brand Specialist how he obt : 
a life from his Tiger Brand Wire Rope on rope life. I'm ie rs ieee = + Mw 
this rugged job. ne ee - 


eee Seine: a sep gs heel 


ae ae est THE MOST FROM YOouR WIRE ROPE? 
RAND S$ iali i 
at of veteran conserection s men like Chane’ — open 4 rae dea . 
Whe vege ern ee ee arlie Dinardo to help you get the best petformeat ts vo pa 
, fom your 


He'll be glad to talk 
klet “Valuabl Over your problems with you and , 
¢ Facts About the Use and Care of Wire Rope: eaten, pp or et ig write for our 

elpful. 


INDUSTRIAI, DISTRIBUTION « AUGUST, 1949 








AMERICAN 


TIGER BRAND 
WIRE ROPE 


ay 
STate® y”.. 


980 FEET LONG . 100 feet high at the lowest point in 
the valley . . . this three span concrete arch bridge carries 
the new Penn-Lincoln Parkway west toward the Squirrel 
Hill Tunnels in Pittsburgh, Pa. Dinardo, Inc., Pittsburgh, is 
the contractor. 


98% OF THE CONCRETE in this job is being poured 
by cranes—equipped with Tiger Brand Wire Rope. 


a he 


SEND FOR THIS BOOKLET 


— ee eRe ee eee eee eee eee eee ee 
American Steel & Wire Company 
Rockefeller Bidg., Dept. D-8 
Cleveland 13, Ohio 
Gentlemen: 


Please send me a copy of your booklet, , 
“Valuable Facts about the Use and Care of Wire Sean: ‘ad 


AMERICAN STEEL & WIRE COMPANY, GENERAL OFFICES: CLEVELAND, OHIO 
COLUMBIA STEEL COMPANY, SAN FRANCISCO 
TENNESSEE COAL, IRON & RAILROAD COMPANY, BIRMINGHAM, SOUTHERN DISTRIBUTORS 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


Company 


Position 


AMERICAN TIGER BRAND WIRE ROPE 
NEY EDS Ta T © o.. 2 eee 
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You Create MEW Markets 


when you sell 


Standardized Lubrication Practices 







STANDARDIZED 


Help your customers achieve greater mainte- 







nance economy. .. Show them how to convert 






obsolete lubrication methods to standardized 
lubrication systems—the LINCOLN Way! 










You can create new markets by selling 





Lincoln Lubrication Systems as an investment 







in lower operating costs and increased pro- 






duction. You can establish yourself as the 


Distributor who can supply industry's grow- 






CENTRALIZED 






ing demand for lubricating equipment that 
will Apply the Right Lubricant ...In the Right 
Quantity... At the Right Time. You can offer 









a complete line of lubricating equipment to 






help Industry increase production, raise 


efficiency levels, and prevent losses caused an weoneeaseanaaaaaus 







by haphazard lubrication. Write for com- 







plete information. 





@ APPLY THE RIGHT LUBRICANT MASS 


LUBRICATION 













@ IN THE RIGHT QUANTITY 






@ AT THE RIGHT TIME 






e @ PIONEER BUILDERS 
coe CT ere Poa. oor al 
& 






Bullneck Surface Check Grease 
Fitting ... the modern fitting with 





Wee YW Sul 
the ball in the top. LUBRICATING EQUIPMENT @ « 


LINCOLN ENGINEERING COMPANY e 5739 NATURAL BRIDGE AVE., ST. LOUIS 20, MO. 
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13 SKIL Dise Sender 
‘ombinetion Sandar-Grinder 


. Model 2 SKIL Disc Sander 
7-9 in. 2 Speed Heavy Duty 


Model 11 SKIL Disc Sander 
7 in. Heavy Duty 


Model 12 SKIL Disc Sander 
7 in. Spécial Duty 


Model 325 SKIL Belt Sander 
2% in. Belt | 


“a ~ 
Ky ry 


=~! 
3 i 


‘ 'o 
Model 324 SKIL Belt Sander ™ \ 


4% in, with Dust Collector Model 9 SKIL Belt Sander 
3 in. Belt Model 323 SKIL Belt Sander 
7 4% in. Belt 





THE SKIL LINE BLANKETS THE FIELD. os 
GIVES YOU VOLUME AND PROFIT IN EVERY FIELD! 


tay pS 


f. ee “eee: 


Sle aa Sew 6 -< 


If it’s surfacing of any kind, there’s a SKIL Sander to do it! 

That's your assurance of more sales, for more jobs, in more fields 
when you push the big SKIL Tool line. 

SKIL Sander design gives you features that make selling 

easy. SKIL Sander construction gives you quality that builds repeat 


volume. And there’s added business . . . added profits . . . in the 


complete assortment of SKIL supplies, accessories and attachments. 
Write us today about this big SKIL Sander line, about all of 
the fast-selling SKIL Tools. We'll tell you promptly if there's a SKIL 


Tools Distributor Franchise open in your territory. 








Top Quality K&M insulating products 
that assure steady sales at good profits 


) Holes Mette Me (Lolo (-) ab belt eth ed (of +-fan o) coh ale stele me deletes slat abel me) apEet-TI or 


tion against wasteful heat losses. Many strong sales features. 


K&M SIMPLEX “SUPER-SHRUNK” WHITE GLAZED PIPE INSULATION 


Finished with a smooth white glazed outer casing of 
asbestos felt gives an improved appearance, particularly 
when exposed. Made of alternate layers of corrugated and 
plain asbestos felts. Quickly and easily applied. Recom- 
mended for low pressure steam and hot water services 
where temperatures do not exceed 300 degrees F. 3-ply 
(34" thick), 4-ply (1” thick), each with black japanned 
bands and fasteners. For all standard pipe sizes 14” to 10”. 


K&M AMBLEREX NO. 2 ASBESTOS INSULATING CEMENT 


A popular priced insulating cement for irregular surfaces over block insula- 
tion. Has excellent covering capacity with high insulating and long lasting 
qualities. Withstands temperatures up to 1000° F. Covering capacity, 20 to 
22 sq. ft., 1’ thick, per 100 lbs. Packed in 50-lb. multi-wall paper bag. 


K&M RANGE BOILER JACKETS 


Reduces fuel costs by saving up to 63% of the heat which 
would be lost without proper insulation. Made of alternate 
layers of corrugated and flat asbestos felts with washable 
jackets. 3-ply construction, approximately 14” thick. In 
individual cartons containing 2 sections of jacket, 5 black 

-" enameled bands, sufficient asbestos-cement to cover top 
of boiler, 10 staples for fastening seam. Sizes for boilers 
of 30, 40, 52, 66, 82, and 100-gallon capacities. 


Write for further information regarding these and other K&M 
insulating products. Your inquiry will receive prompt attention. 


K E A S 3 E Y & MZ | A T T I Ss hb N Nature all thins. 


COMPANY+ AMBLER - PENNSYLVANIA ie iiedh i Miata wens 


mankind since 1873 
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HSTENING HEADQUARTERS 





w 
x 


Te 
freereegit 


Billions of special type fastenings are 
purchased annually by American Industry! 


The “nut and bolt’ business has definitely acquired a new look. And, those wide-awake 

distributors who are merchandising Fastenings by Shakeproof are discovering extra sales 
opportunities. This fast expanding line is the result of over 25 years of leadership in the field of 
fastening engineering. Every item is designed specifically to reduce costs and improve 

performance! Shakeproof fastenings with their powerful exclusive selling features appeal to every 
manufacturer who assembles a product. They're nationally advertised, too, in Saturday 

Evening Post, Business Week and many leading trade magazines. Get your share of this worth- 


while business— push ‘Fastenings by Shakeproof” on every call! 


2a raael re Ge Ge ey 
DIVISION OF ILLINOIS TOOL WORKS 
2501 NORTH KEELER AVENUE, CHICAGO 39, ILLINOIS 








less mai 
v-belts last m 
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they're mo" 
ar ea “Cordura” High 


Tenacity Reye™ 





Help your customers PROFIT with “Cordura” 


Inherently stronger than natural fibers commonly used 
... and usually more economical! “Cordura” is a yarn 
your customers can’t afford to overlook. Remind them 
about the advantages of products made with “Cordura.” 
And perhaps you can help customers find still another 
use for “Cordura.” Du Pont will be glad to furnish a 
detailed analysis of any applications they have in mind, 
along with other helpful information. Rayon Division, 
E. I.du Pontde Nemours & Co.(Inc.), Wilmington 98, Del. 


*pec U.S.PAT.OFF, 


for RAYON... for NYLON... for FIBERS to come... look to DU PONT 


RES. U.S Pat OFF. 
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VERY customer you call on uses 

ways lamp bulbs. And General Electric 
‘ % \amps are tops in preference with lamp 

¥ users everywhere. So to pick up extra 

a Sa es C4 sales, just remind customers on every 
call that you carry G-E lamps and 

—_ be sure to ask for the order. Whatever 

- lamps they need— popular types like 


these, or lamps for specialized uses — 
General Electric makes ’em all! 








+) G-E FLUORESCENT 
G-E FILAMENT Now available in five 
All types and wattages shades of white, plus 


for many lighting needs. standard colors. 


G-E SLIMLINE 


The newest thing in 
fluorescent. Extra long, 
slim, and efficient. 


G-E MERCURY 


Gives the most light 
for the money. A con- 
centrated light source. 


EVERYBODY USES LAMPS... 


G-E LAM PS THE EASIEST TO SELL ARE 
GENERAL @@ ELECTRIC 
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PERFORMANCE 
of a single 
“JET-EDGE” Blade 


| MONDAY | 


40 pieces 3'4” Nitroloy 


50 pieces.1” x 5” 
Cold Rolled Steel 


40 pieces 4'2” 50 Carbon 
Chrome Moly Steel 


THURSDAY 
10 pieces 4'2” 50 Carbon 
Chrome Moly Steel 














12 pieces 6” Standard Steel Pipe 
30 pieces *4” x 5” SAE 1020 


FRIDAY . 


4 pieces 6°4" Rytense 


THINK what “Jet-Edge” can do for you! 


In metal cutting, records like this mean savings 
for your customers, more blade sales for you. It’s 
natural for your customers to want to standardize 
on the best, when “the best” means savings of 
from 20% to 50% on their power hacksawing 
costs. That’s what you can offer with this rugged, 
unbreakable new blade. A super high speed edge 
welded to an extra strong back is helping it out- 
perform the best blade you’ve ever sold. 


WRITE for details. 


Find out how you can profit from sales of this 
remarkable new blade. And don’t forget that it’s 
one of a wide range of Millers Falls blades that are 
proving profitable to alert industrial distributors. 


Mitxers Fatits Company, Dept. J 
Greenfield, Massachusetts 















It’s new! 
It’s “Jet-Edge”! 
It’s Millers Falls! 
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a Where WeldOlet is attached to 

run pipe, it tapers at proper 

angles, providing for a single Qo 
bevel groove joint at the crotch 

section, blending into a V-butt Sn 
joint at the ear portion. ll 









if io Va y 
/ (yo eeNee Nr 
J y) 0) 103) 


we OH 


WeldOlets*, with outlet sizes from Ye'’ to 24'', both straight and re 
ducing, need no additional reinfor¢ement to establish and fully maintain \c 
original strength on ASTM A-106 Seamless Steel Grade A Pipe, as set bd 
forth in Code for Pressure Piping, American Standards Association, \% 
B31.1-1942, and Supp. No. 2, B31.1b-1947. WeldOlet welding fittings 5 
ff / provide the quickest, most economical, most satisfactory method of ¥ 
| obtaining full pipe strength at branch connections. For detailed engi- 
f ; neering reference data, write for Catalog W-2. 


f f BONNEY FORGE & TOOL WORKS 

f ff FORGED FITTINGS DIVISION « 645 N. MEADOW STREET « ALLENTOWN, PENNA. 
yi Authorized Canadian Factory Rep ftatives: Sterling Steel Co., Ltd., 

/ 20 Temperance St., Toronto 1, Canada—- 1040 Sherbrook St., W., Montreal, Canada 

f MANUFACTURERS OF FAMOUS BONNEY TOOLS 






























Fig. 1—Cut-away view of reduc- 
ing size WeldOlet with welding 
outlet in place. The external rib 
and wide bases or footings of 
WeldOlets* eliminate the need 
for extra supports to take care 


Fig. 2—Note blending of ear 
portion of welding fitting to 
run pipe. Extension of weld 
metal below inside scarfed 
portion of pipe insures all 


—, 














| of bending or vibrational stresses sections of joint greater than 
1 | ' at crotch section, the point of pipe wall thickness. 
; i greatest stress. 
j _ ——— —_——-—- ES 
id 
| 
i ; 
1 
} ; 
’ *Trade Mark Reg. U.S. Pat. Off. Pat. in U.S. & Foreign Countries 


FOR WELDED BRANCH PIPE OUTLETS 


When you want Bonney Welding Outlets, ask for WeldOlets* 
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LIFT A 25-TON LOAD FROM A LOW HEIGHT 
OF ONLY 2% INCHES! That’s only one of the 
many work-saving jobs performed by Blackhawk’s 
largest Porto-Power. The basic unit includes a 50- 


slip over the ram — as above. The toe-lift setup 
is widely used for moving transformers and heavy 
machinery. This attractively-priced Porto-Power 
(Model S-80) can also be adapted to gear pull- 


2 


ton all-directional ram. And a toe-lift sleeve can 


ing and service in shop-built presses. 


A LOW-COST, VERSATILE POWER UNIT, for exerting tons 
of pressure in shop work, is a Blackhawk Hydraulic 
Hand Jack. Exclusive design permits use at full power 
in horizontal positions. 1¥2 to 100-ton capacities. 


3 
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A FLASH OF LIGHT from Blackhawk’s “Torkflash” Tension 
Wrench tells when a nut is pulled down to proper ten- 
sion. Quickly pays for itself on assembly jobs by pre- 
venting bolt damage and improving performance. 




































“FREE WHEELING” RATCHETS — an exclusive Blackhawk 


4 design — assures complete utility with every swing. No 


INEXPENSIVE HOME-MADE PRESSES, using Porto-Power 
5 hydraulic units, answer many special problems. Remotely- 


teeth — it reverses instantly — does not skip. Blackhawk controlled, all-directional Blackhawk power units are 
makes industry's finest wrenches. Yet, they are generally easily mounted. Ram sizes are available for 2, 4, 7, 10, 
priced lower than ordinary quality wrenches. 20, or 50 tons of power. 





MOTORIZE HAND-OPERATED HYDRAULIC DEVICES — The TEST INTERNAL PRESSURE CAPACITIES—up to 10,000 p.s.i. 


Porto-Power unit on’ this rail bender is an electrically- A standard Porto-Power hand pump can inject oil under 
driven hydraulic pump. Motor, valves, reservoir and high pressure into vessels, valves, etc. The gauge mea- 
pump are all in one unit. Develops up to 10,000 p.s.i. sures pressures exerted in test objects. 


..- Sell These SHORT CUTS Throughout Production, 
Maintenance, Engineering 


No matter who your customer is, chances are 
strong that your Blackhawk line holds a good idea 
for him. And these good ideas get around 
especially fast these days . . . because leading 
magazines carry picture pages (as shown here) 

on Blackhawk “Short Cuts”. Blackhawk 
specializes in building low-cost, wide-utility, 
portable equipment. It’s “good sales policy” 

to show your Blackhawk catalogs and their 
money-saving ideas to every customer on your list. 


BLACKHAWK MEG. CO., Dept. m-1789, Milwaukee 1, Wis. 


“% 1 — vs 





PIPE TO BEND — A Blackhawk pipe bender is the 
“sensible buy” because its Porto-Power unit can be used 
separately as a versatile, all-directional hydraulic jack. 


£ THIS PIPE BENDER ALSO WORKS WHEN THERE'S NO 








jie 


CATORS — 
woes 000 ft. ibs. 
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The product of 104 years’ experience 


_in fastener manufacturing, 
sold through the finest distributors 
in the world. 


Show your customers how they can 
get True Fastener Economy by selling them 
RB&W Machine Screws, Stove Bolts and 
Tapping Screws ... the product of more 
than a century of continuous research and 
progressive development in fastener 
manufacturing . . . backed by the skill of 
four generations of RB&W men and women. 


Pa., Rock Falls, ll, Los Angeles, Calif. 
Additional sales offices at: Philadelphia, 
Detroit, Chicago, Chattanooga, Oakland, 


104 YEARS MAKING STRONG THE DISTRIBUTORS THAT MAKE AMERICA- STRONG Z /, 





RUSSELL, BURDSALL & WARD ce © 
BOLT AND NUT COMPANY ~ 
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@ Thousands of satisfied users will 
support our claim that Bayflex discs are 
| unequaled for fast, safe, clean and eco- 
nomical grinding and finishing of steel 
welds, stainless welds, bronze, copper, 
aluminum or iron alloy surfaces. It will 
pay you to investigate this new labor- 


1. The excess metal- 
deposit on this job 
was removed by a 

) saving, money-making abrasive product. 7’x 3A 6+24 grit disc. 


| Write us today for a demonstration —= 2. A broken tooth priet 
hone to welding and 
no obligation on your part. smoothing. 
BAY STATE ABRASIVE PRODUCTS CO. 

Westboro Massachusetts, U. S. A. Bayflex discs are unex- 
celled for smoothing 
| Branch Offices and Warehouses welds . . . they out- 
Chicago — Cleveland — Detroit — Pittsburgh perform the ordinary 
Distributors — Principal Cities coated abrasive disc 40 


to 1 or better. 





Preparation of cracks 
before welding ...a 
typical application. 
Discs will fit all standard 
right angle head grind- 
ers and sanders, air or 
electric. 






MEMBER OF 
THE GRINDING 
WHEEL INSTITUTE 


Tite Performance Binctetenilly — 
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CHECK THESE 


EXCLUSIVE 
FEATURES... 


SAFETY-LOCK SWITCH=Ppositive protection 
against accidental starting. 


UNIQUE SHOCK-ABSORBER GEARING har- 
nesses the added power of these great new 


saws, gives extra life to motor, gears, spindle 


and blade. 


EXTRA WIDE REENFORCED STEEL SAFETY 
BASE for better balance—easier to handle, 


far safer to use. 


PROTECTED DEPTH AND BEVEL SCALES. 
In plain sight when you use them—out of 


the way when you don’t. Always accurate. 


f 
f 


ANNOUNCING THE NEW 


LONG-SHAFT TRANSVERSE MOTOR- 
MOUNTING transmits as much as 25% extra 


"power, supports blade on oversize ball bearings 


from one side of the tool clear to the other. 


want 7 Ve 1 Live 0 
Max. Depth of Cut 
45° Depth of Cut 


Max. Depth of Cut 
45° Depth of Cut 
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with exclusive Long-Shaft Transverse Motor Mounting 


for EXTRA POWER and LONGER TOOL LIFE 


Ready now—alter two years 
of laboratory and field tests. 
See the great new Silver Line 
Saws at your nearby Thor 
distributor. 





Max. Depth of Cut... .2'«” 
45° Depth of Cut....... a" 


— fo 
amr) shoe 
el th C7 i4ia 


Max. Depth of Cut..... Wr” 
45° Depth of Cut.......2%” 





INDEPENDENT PNEUMATIC TOOL COMPANY 


Avrora, Illinois 
Export Division. 330 West 42nd Street, New York IB, N.Y. 


Birmingham Boston Buffalo Chicago Cincinnati Cleveland Denver Detroit Houston 
los Angeles Milwaukee New York Philadelphia Pittsburgh St. Louis St. Paul 
Salt Lake City Seattle San Francisco Toronto, Canada Sao Paulo, Brazil London, England 





PORTABLE POWER 


— Pe) reac 
Sthuor Ley “12 
Max. Depth of Cut..... 4%" 
45° Depth of Cut....... 3%" 
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Cleveland builds security in every link: 


Factory headquarters and general offices of The Cleveland Chain & Mfg. Co., and its associate, David 
Round & Son, Cleveland, Ohio. Similar plants are operated by associate eompanees in Bridgeport, 
Conn.; Seattle, Wash.; So. San Francisco, Cal., and Trenton, N. J. 


Since “Ty 1869 


avi SOvno 
« > 


* = 
tiny 5 wo" 


COIL 
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IX plants of The Cleveland Chain 

& Mfg. Co. and its associate con- 

cerns produce chain of every type... 

to meet every home, farm, automotive 
and industrial chain need. 

History of the Cleveland organiza- 
tion, now in its 80th year, is typical 
of American industry under our free 
enterprise system. 

David Round, company founder, 
learned his trade as an apprentice in 
his father’s hand-forge chain shop in 


Staffordshire, England. His first chain 
works, established in 1869 at New- 
burgh (near Cleveland), was little more 
than an enlarged blacksmith shop. 

But, Mr. Round’s insistence upon 
master craftsmanship . . . his refusal 
to compromise with quality resulted 
in constant business growth. 

Today, Cleveland Chain is sold 
throughout the world ... preferred by 
users who demand utmost security 
in every link. 





CLE VELAND [HAIN 





The Cleveland Chain & Mfy Go. 


Cleveland 5, Ohio 


Associate Companies: David Round & Son, Cleveland 
5, Ohio. ¢ The Bridgeport Chain & Mfg. Co., Bridge- 
port 1, Conn. e Seattle Chain & Mfg. Co., Seattle 8, 
Wash. e Round California Chain Co., So. San Francisco 
and Los Angeles 54, California e Woodhouse Chain 
Works, Trenton 7, N. J. 
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SLING CHAIN 
(length as required) 
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Bonney Distributors 


STEADY PROFITS ON 


Evergday 
TOOLS 


When it comes to standard tools for ‘round- 
the-plant use, Bonney is the best bet for easy 
sales and steady profits. You'll find Bonney’s 
widely-known reputation for making the 
“world’s finest tools’ will bring steady 
repeat sales. Your customers have hundreds 
and hundreds of handsome, extra-tough 
tools to pick from in the new Bonney Cata- 
log—easy-handling tools to service prac- 
tically all plant requirements. If you don't 
have a copy... 


MAIL COUPON BELOW FOR 
THE NEW BONNEY CATALOG 


Get 2-WAY PROFITS ! 


EXTRA PROFITS ON 
’ 2D e 
TOOLS , 


Being a Bonney distributor means you don’t 
have toskip themany plants whosemachines 
and equipment call for “special’’ tools. 
We may have them in stock because we've 
designed so many unusual tools to reach 
“out-of-the-way” adjustments. If we don’t, 
a blueprint or a description of the hard-to- 
get-to spot is all our tool engineers need to 
make the tool for the job—and you get all of 
this plus business. You needn't pass up a 
single sale when you handle Bonney Tools. 


IF IT’S NOT IN OUR CATALOG 
» +» WE'LL DESIGN IT! 


BONNEY FORGE & TOOL WORKS, ALLENTOWN, PA. 
BONNEY FORGE & TOOL WORKS 


possibilities of Bonney Tools. 1D-8-49 





NAME___.___ 





{ 
{ 
Please send me full information on the sales and profit | 
! 
{ 
I 
| 
| 


ADDRESS 
ALLENTOWN, PA. fai 





ZONE——_STATE 






































It’s an established fact that there’s more loss in time 
and money through misapplication of valves than 
from any other known cause. 


Fortunately this can be avoided. All your customers 
need to do is standardize on the Powell Line of 
Valves*—because this is what it provides— 


I More varieties and patterns than are made by any 
other manufacturer of valves. 


II The most complete line of Standard Designs, 
made of standard materials, for use wherever 
they fill the requirements of the service. 


III Many Special Designs for Special Services. 


IV Valves made in the greatest variety of materials 
ever used in making flow control equipment. 


With such facilities to offer, and Powell Engineers 
always ready to help you solve any flow control 
problems your customers may have, the advantages! 
of representing the POWELL LINE are obvious. 


Fig. 1969 — 150-pound 
Stainless Steel Gate Valve. 
Outside screw rising stem, 
bolted flanged yoke-bonnet 
and tapered solid wedge. 








Fig. 102— 200-pound 
Bronze Globe Valve. 
Union bonnet and re- 
grindable, renewable 
“Powellium” nickel- 
bronze seat and disc. 





Fig. 500— 125-pound Bronze Gate 
Valve with screwed ends, screwed- 
in bonnet, inside screw rising stem Fig. 1793 — Large 125-pound Iron 
and tapered wedge, solid or double. Fig. 578—125-pound Bronze Swing Body Bronze Mounted Gate Valve. 
Check Valve with screwed ends, Made in sizes 2” to 30 A incl. Has 
screwed-in cap, and regrindable, outside screw rising stem, bolted 
renewable disc. flanged yoke, tapered solid wedge. 






Fig. 301—Large 125-pound Iron Body 
Bronze Mounted Globe Valve. Bolted 
fianged yoke, outside screw stem, re- 
newable bronze seat and disc holder, 
with renewable composition disc. 





* Powell Valves are made in Bronze, tron, Steel and 
a wide selection of Corrosion-Resistant metals and 


alloys. Valves of every type—Globe, Angle, Gate, meh 1 H 
Check, Non-return and Flush Bottom Tank Valves— The Wm. Powell Co., Cincinnati 22, Ohio 
are included in the Complete Powell Line. DISTRIBUTORS AND STOCKS IN ALL PRINCIPAL CITIES 
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FALL 


SPRING WASHERS 
STEADY DEMAND ~ and continuous REPEAT business. 


Almost every one of your customers who uses Nuts, Bolts and Screws, 
now uses or can be sold BEALL KANT-LINK SPRING WASHERS — the 
nationally accepted type. 













BEALL Helical Spring Washers have Long range “live” action and 
adequate PRESSURE POWER to combat ALL causes of looseness. 


NATIONALLY ADVERTISED — and nationally accepted. IN 
STOCK in all standard sizes; made of Carbon Steel, Stainless Steel, 
Everdur, Duronze and other metals. 





130 Shamrock St. 


BEALL TOOL DIVISION, Hubbard & Co., cast ALTON, ILL. 







TIGHT 


when assembled 





BEALL Spring Washers T | G H T 


— prompt shipment — in. service 
in cartons and bulk. 


eeeeoeee#eeeeeeeeneeneeeee#e#e 


TIGHT 


after long service 
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“so you think 
ACCOUNTING COSTS 








Here’s How We 
SIMPLIFIED 


Accounts Receivable— 
and Chopped Costs in Half! 





“MOUNTING OFFICE COSTS were 
particularly evident in our Accounts Re- 
ceivable Department. We were adding 
clerks out of proportion to our increase 
in accounts. End-of-month peak loads 
meant constant payment of costly over- 
time. It was time for action! 


“SOUR CREDIT MANAGER IS FREED 
of detail, can devote himself to closer 
follow-up on delinquencies . . . which are 
signaled visibly for prompt attention. 
Remington Rand installed the new sys- 
tem without getting in our way — then 
even trained our clerks to use it.” 





28 
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““PROCESS-FLOW CHART submitted 
by Remington Rand Systems Specialists 
proved conclusively that needless steps 
could be eliminated by SUIAP — the 
revolutionary Simplified Unit Invoice 
Accounting Plan. Our auditors approved 
it wholeheartedly. 









“NO POSTED LEDGER ...NO 
ACCOUNTING MACHINES. We enter 
charges by filing invoices in individual 
visible account pockets — remove and 
stamp them “paid” as checks come in. 
Clerks handle twice as many accounts, 
even do routine credit authorizing safely! 


SEND FOR THIS FREE BROCHURE 


“Kolect-A-Matic Simplified Unit Invoice Accounting Plan‘ 


Here’s a detailed description of the famous SUIAP 
operating features and its big money-saving advantages. 
Also available on request at your Remington Rand 
office: authoritative studies of Simplified Installment 
Accounting Systems. Call there today, or write ‘on 
your business letterhead to Systems Division, Room 
1154, 315 Fourth Avenue, New York 10, N. Y. 


THE FIRST NAME IN BUSINESS SYSTEMS 


Copyrig! 
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THE ATKINS 


Y 
POWER HACKSAW BLADE 


Twenty-five years ago Atkins introduced the first high speed steel 
hacksaws made in the United States, and today in their field Atkins 
“Silver Steel” Hacksaws still are the very best blades made... 
excellent for sawing any of the high-carbon tough jobs or any 
other steels that can be cut with hacksaws. 

In the field of sawing lower alloy steels, where high production 
cutting is essential, the ATKINS SILVER FLASH rounds out the Atkins 
line of blades that covers every type of hacksaw requirements. 

ATKINS SILVER FLASH is the product of years of metallurgical 
research, resulting in the development of new methods of manu- 
facturing and heat treating. 

ATKINS SILVER FLASH is a tough, yet exceptionally flexible blade. 
It reduces blade breakage to a minimum. Its teeth stay sharp longer 
with little chipping. Resistance to abrasive action is excellent. 

ATKINS SILVER FLASH cuts fast and clean to extremely close tol- 
erances. ATKINS SILVER FLASH reduces costs due to longer blade life. 


For the Distributor ATKINS SILVER FLASH opens sales fields 
that are industry-wide. Show how SILVER FLASH means new metal- 
cutting economy and you pave the way to steady profitable orders. 


ATKINS SILVER FLASH Power Hacksaw Blades 
are packaged 10 to a box. Available in all DISTRIBUTORS: 


standard lengths and tooth sizes. . ‘ . 
This advertisement is appearing in 
leading industrial magazines. 














 & ATKINS AND COMPANY « Home Office and 
Factory: 402 South Illinois Street, Indianapolis 9, Indi 


Branch Factory: Portland, Oregon @ Branch Offices: Atlantas 
Chicago * Los Angeles * New Orleans « New York * San Francisco “GERERS BERETS SEEEe” 





MAKERS OF BETTER SAWS FOR EVERY CUTTING JOB 
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Burned up by high temperatures? Pushed around 
by high pressures? Worried about equipment 
handling acids, chemicals, gasoline, petroleum 
derivatives, foods, or other products? Whatever the 


problem, there’s an R/M packing built for the need. 





RAYBESTOS-MANHATTAN, INC. 


PACKING DIVISION, MANHEIM, PA. _ [Factorics: 
Bridgeport, Conn.; Manheim, Pa.; 
No. Charleston, S.C.; Passaic, N.J. 


RAYBESTOS-MANHATTAN, INC., Manufacturers of Packings + Asbestos Textiles » Mechanical Rubber Products 
Abrasive and Diamond Wheels + Rubber Covered Equipment + Brake Linings + Brake Blocks + Clutch Facings 
Fan Belts + Radiator Hose » Powdered Metal Products + Bowling Balls 


2 
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In the manufacture of anti- 


biotics, fine chemicals and inter- 







Mo alloy used 








eS er ene ot Heyden’ mediates for pharmaceuticals by 
jo san of ontid! 

in the production . 

Sasi Plant. the Heyden Chemical Corpora- 









tion, purity is the first consid- 





Aloyco Gate Valves of 18-8SMo 
alloy used in the seporation of 


synthetic organic chemicols of eration. The slightest oniann. 
Heyden's Garfield Plont. 

















ination in pipe lines could cause 





serious loss or reduction of quality. Also, some of 





the chemicals processed by Heyden are hard to 





hold because of their 











extremely corrosive 


properties. 















As an important safe- 








Globe Valve No. 423 

ofl G 

Oper v-Pott poo \ pore! pold. H 150 Ib., 4” te 4” in- 

Roe? in this conten difficult 1° guard for product purity, clusive. Available in 
\we . 

wigenyee™ Heyden relies on Aloyco Aleyco 20, 18-8SMe 


Corrosion-Resistant resistant alleys. 


Valves in its three plants in Garfield, Fords and Princeton—all 
in New Jersey. The photographs here show three of the many 


Aloyco Valve installations in these plants. 


Take a tip from the leading manufacturers and processors 
of plastics, pharmaceuticals, foods, petroleum products, 
dyes, textiles, paper and chemicals—specify Aloyco 


Contamination-Free and Corrosion-Resistant Valves. 


ALLOY STEEL PRODUCTS CO., Inc. 


SALES OFFICES: . ATLANTA; 
1306 W. ELIZABETH AVE., LINDEN, NEW JERSEY — “#CAGO: HousTON: tos ances, 


WILMINGTON, DEL 
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Aloyco Flanged V-Pert 


and other corresion- 


The wide selection of chain available to you is the secret of 
more sales for McKay “Engineered” Chain. This selection enables 
you to fill every customer request for chain used in farm, home, 
shop and factory. 


When you handle McKay “Engineered” Chain, you can sell 
your customers with the confidence that you are giving them good 
chain—m.ade in the most modern chain manufacturing plant in 
the country with equipment that is specially designed by McKay 
Engineers. 


Tell your McKay jobber or representative the types of chain 
that are best sellers in your area and let him show you how you can 
sell more chain, more profitably, and with less effort when you 
handle the McKay “Engineered” Chain line. 


441 McKAY BUILDING - PITTSBURGH 22, P 


ca - LTS: 


WELDING ELECTRODES ... 


A. 


COMMERCIAL CHAINS... 
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here’s a McKay Chain 


for Every Use 
for Farm... if 


+ Cow Ties - Trace Chains - Well 
Chains - Stage Trace Chains - 
Stretcher Chains - Halter Chains 
+ Wagon Chains - Breast Chains 
* Tie-out Chains - and many 
others. 


° for Home... 


@ese?6 


* Twist Link 

Victor Pattern Coil Chain - 
Sash Chain - Repair Links - Tow 
Chains - Tire Chains - Jack 
Chains - and many others. 


° for Shop... 


Chain - Sling Chain - Proof Coil 
Chain - Iron Dredge Chain - 
Steel Shovel Hoisting Chain - 
and many others. 
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TIRE CHAINS 
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Norton Know-How’ 
Can Cut Your Grinding Costs 


| 
| 


1. Research ‘“‘Know-How'’—A staff 


of over 135 trained scientists 
and technicians constantly de- | 
veloping new abrasives and new 
bonds for lower grinding costs. | 


. Manufacturing ‘“Know-How’’— 
The largest and most modern 
grinding wheel plant in the 
world with its thousands of 
skilled workers—approximately 
10% of whom have been mak- 
ing grinding wheels for 25 years 
or longer—more than 50% for 
over 10 years. 


. Engineering ‘‘Know-How’'’— 
Abrasive engineers the country 
over—real experts who can come 

right into your plant and spec- 
ify the most economical wheels 
for each of your grinding jobs 
—wheels that incorporate 
the cost-cutting advantages 
made possible by Norton 
research and Norton im- 
proved manufacturing 
techniques. 
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WNORTON 


ABRASIVES. 





NORTON DISTRIBUTORS — This unique insert 


is reaching your customers in seven important publications 
and by mail for a total circulation well over 200,000. 


























AVAILABLE FROM NORTON... ; 


Real Abrasive Know-How” plus 7 
le ore sive Service. ins : 

























sives* and sharpening stones* to meet all demands of 
industry. 


| Wide Variety : 
| , race Abrasives for polishing, tumbling and lapping, grinding 
cele ae wheels, segments, discs, bricks and sticks, coated abra- : 

Polishing 


Widespread Distribution 





Grinding wheel distributor stocks in over 300 cities 
throughout the world, warehouse stocks in five industrial 
centers of the United States, factory stocks at the main 
Worcester plant and at six foreign plants. 


Expert Engineering 
A Norton field staff of abrasive engineers and Norton 


factory specialists cooperating with over 2500 distributor 
representatives the world over. 










*Products of Behr-Manning Division Abrasive Paper 
and Cloth... 


Sharpening Stones 











NORTON 











bt ‘ 
homes! 
Sry 


PITTSBURGH 









PHILADELPHIA CHICAGO 


NORTON COMPANY e © WORCESTER 6, MASS. 
Behr-Manning, Troy, N. Y., is a division of Norton Company 
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OPEN END, BOX, ADJUSTABLE & RATCHET WRENCHES; DETACHABLE SOCKETS 
& SETS; IMPACT SOCKETS; TOOL HOLDERS; LATHE DOGS; “CC” CLAMPS; 
CHAIN PIPE TONGS & VISES# FLANGE JACKS; PLIERS; SCREWDRIVERS; PUNCHES 
& CHISELS; SOFT FACED “‘NUPLAFLEX” TIPPED HAMMERS; HOIST HOOKS; 
EYE BOLTS; ROD ENDS; CRANK & BALANCE HANDLES; THUMB SCREWS & NUTS. 


J. H. WILLIAMS & CO., BUFFALO 7, N. Y. Distibultel Gomyuton 
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Headquarters for the 


MOST COMPLETE LINE 


of DROP FORGED STEEL 
1 a FITTINGS & FLANGES 















Voer provides one convenient, economical 
source of supply with the most comprehensive 
line of drop forged steel piping materials any- 
where available to industry. Here will be found 
everything needed for the safe and efficient 
control of oil, steam, water, air, gas, and am- 
monia at high or low pressures and temperatures. 

More drop forged steel Valves, Fittings 
and Flanges are made by Vogt, and deservedly 
so, because Vogt makes them better! 


HENRY VOGT MACHINE CO. 


INCORPORATED 


Louisville 10, Ky. 


Branch Offices: NEW YORK e PHILADELPHIA 
CLEVELAND @e CHICAGO e@ DALLAS 





DROP FORGED STEEL VALVES, 


FITTINGS ano FLANGES 
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CORNING AND PYREX BRA GEASSES... 
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Thousands of gauge glasses are used every week in such THIS MILL SUPPLY GLASSWARE 
major industries as petroleum, marine, power, building — IS USED IN EVERY INDUSTRY 
to mention a few. The largest selling brands are Corning, 
Pyrex, and Macbeth. They are the products of Corning ” ola rete aaaiadene nae 
pence nr asa They last longer. They are p.s.i., depending upon type and size. 

To support your selling efforts, Corning keeps telling 2. ecco brand fiat ——. 
its story to America through the leading trad2 publica- ee ne ee 


tions in the field. This makes it easier for you to sell and 3. PYREX brand sight glasses for ovens, 

profit by handling Corning products. absorption columns, reaction kettles, fur- 
Corning Mill Supply Glassware is sold exclusively naces, pressure vessels, stills, tanks, ete. 

through stock carrying distributors who are able to give —up to 300 p.s.i. 

quick service to supply distributors in every field. If you 4. PYREX and CORNING brand oil cup and 

are not handling the Corning line now, ask Corning for lubricator glasses for rugged service con- 

the name of your nearest stocking distributor today! ditions on machine operations. 


It’s best by test! It’s packaged for easy stocking and selling! 
It’s advertised to your Customers! 


aeaunmmE Hee aa aE ate ee eee ae eS eS See 


of PYREX CORNING GLASS WORKS « CORNING, NEW YORK 


\( 
\ 2 SALES OFFICES: NEW YORK e CHICAGO e SAN FRANCISCO 
NS. par. 


Stocked by leading Industrial Suppliers everywhere INDUSTRIAL SUP PLY GLA SSWARE 




















TECHNICAL PRODUCTS DIVISION: GAUGE GLASSES - 
LABORATORY 


GLASS PIPE + LIGHTINGWARE - 


SIGNALWARE = = ~*~ 
GLASSWARE + OPTICAL GLASS +» GLASS COMPONENTS ~ : ital 





INDUSTRIAL DISTRIBUTION ® AUGUST, 1949 35 














First Cost or Final Gost 2? 


There are bearing bronzes which are cheaper than Bunting’s, 
if you are interested only in first cost or purchase price. But 
if, as we believe, your interest is in ultimate cost—then you 
will buy Bunting. 
Bunting Bearing Bronze is made to standards of quality 
maintained and improved through the years. Cast in a foundry 
where the temperature and analysis of each ladle is checked 
and controlled, machined on most modern equipment, in- 
spected: for conformity to dimensions; structure and finish, 
Bunting Bronze Bearings and Bars cost less ultimately because 
your scrap loss is virtually zero. The Bunting Brass & Bronze 


Co., Toledo 9, Ohio—Branches in Principal Cities. 


BUSHINGS 


"J PRECISION BRONZE BARS 


BRONZE BEARINGS 
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DESIGN PUMPS 


For the 
Tateltriagatel| 
Market 








INDUSTRI-JET Combination centrifugal and jet 
pump in one compact unit gives unique advantages in 
high pressure—low capacity applications. 9 sizes, 
capacities to 35 GPM, pressures to 190 lbs. Write for 
Bulletin 630. 


CLOSE-CUPLD Pump and motor 


are combined in a compact, single 
unit of relatively light weight. It is 
easy to install and maintain and 
gives excellent performance. Capac- 
ities to 60 G.P.M. with heads to 
110 ft. Write for Bulletin 624-A-2, 
Other Close Cupld models available 
for capacities to 2000 G.P.M. and 
heads to 400 ft. 


SELF-PRIMING SUMP 
PUMP Unusual design 


keeps pump and motor 
out of pit away from 
fumes and dirt-—-makes 
pit and strainer easy to clean. Write for 
Bulletin 635-A-1 for complete details. 














NEW CENTRIFUGAL 


Advance design gives com- 
pact, simple construction 
with high operating efli- 
ciency—and many other sell- 
ing features. 14 sizes for both 
motor and belt drives. Ca- 
pacities from 10 to 1800 
G.P.M., heads to 120 ft. Write 
for Bulletin 622-A-2. 


CONDENSATE UNIT Compact units equipped with 


standard Goulds Pumps. Tanks are specially constructed of 
copper bearing steel. These easily installed units are fur- 
nished with automatic controls and can be provided with 
automatic feed water make up. Sizes up to 40,000 feet of 
radiation, pressures up to 120 Ibs. Write for Bulletin 661-A-1. 





meee ee ee ee eee 






7 GOULDS PUMPS INC. 
' 7 Dept. ID, Seneca Falls, N. Y. 


| Please send your FREE Bulletins... . to: 


pes Falls | cones. 


aS Ni York — , STREET 


; CITY STATE —_— 





a x 
i j 
i 
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| STRATEGY ff 





SALES 





THAT WINS 


Today, more than ever, plant operating men 
are looking for ways to cut costs. And Alemite 
“barrel-to-bearing” lubrication helps them do 
just that. It slashes the cost of handling and 
applying lubricants, saves time, work, and 
materials. Increases production of machines 
and profits, too. 


So, at every factory, mill, and mine you 
call on, tell the Alemite “barrel-to-bearing” 
story. Don’t merely sell a grease gun or a few 
fittings, sell the complete Alemite method con- 
sisting of all equipment necessary (1) for 
transferring lubricants from original drums 
quickly, without mess or waste, (2) for load- 
ing lubricants into guns with a saving of 334 
man hours for every 100 Ibs., and (3) for 
applying lubricants to machines with a saving 
of 23.9 man hours for each 100 lbs. 


It pays off not only in more sales for you, 
but also in a bigger dollar volume per sale. 


In better satisfied customers, too! Alemite, 


1886 Diversey Pkwy., Chicago 14, IIl. 


ALEMITE 


MODERN LUBRICATION METHODS 
THAT CUT PRODUCTION COSTS 





HIGH COSTS 


CUT COSTS 


Why the Alemite Line Is Easier to Sell 
;, Every plant in every industry is a prospect. 
2, Alemite has the right unit and methods for-every need. 
3, Alemite is the best known name in lubrication. 


4, Alemite backs you up with strong, consistent advertising. 
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1. HIGH QUALITY GEARING 


Alloy steel gears and pinions 
with gear teeth generated to 
greater accuracy. Improved 
methods of heat-treating. give 
increased strength—longer life. 


2. HIGH EFFICIENCY 


Antifriction bearings —im- 
proved accuracy of gears — 
maintained accurate alignment 
—effective lubrication assures 
operating efficiencies. 


3. DEPENDABLE PERFORMANCE 


Improved design, rugged con- 
struction, highest quality mate- 
rials, accurate manufacture to 
close tolerances, all assure ex- 


treme ruggedness necessary for M re Powe r $ n Less S. Gd C e 
heavy-duty service over long o pe 





_— WITH THE NEW MAXI-POWER DRIVES 
4. SMOOTH OPERATION 
The overlapping tooth action of High quality, rugged dependability characterize this new line of 


the extremely accurate gears, 
plus close back lash toler- 


ances, provides smooth, quiet These drives are available in single, double, and triple reduc- 
operation. 


enclosed helical gear drives—Maxi-Power by Foote Bros. 


tions in a wide range of sizes and ratios. 


J. MORE POWER—LESS SPACE Mail the coupon for Bulletin or call Foote Bros’. representative 
The careful engineering, qual- 


ity manufacture and the use of ap your any: 


finest materials permit the selec- FOOTE BROS. GEAR AND MACHINE CORPORATION 
tion of a smaller size unit than bite Wl 
was previously necessary. 4545 Si Western Blvd. . i icago 9, e 


6. POSITIVE LUBRICATION 


All gears and bearings are 
lubricated from a large oil ~~? 
reservoir by a simple, efficient 
system. Oil seals at all shaft ex- 


tensions provide oil-tight con- 


struction—clean operation. Peller Dower Findon Thrwugh Bellz Foam 


1. APPLICATION ADAPTABILITY 








Many combinations of shaft as- | |_———— — — — — — — — — — —— — — — — —- - -------eeee — 
semblies permit a wide variety | Foote Bros. Gear and Machine Corporation | 
of arrangements of er drives | Dept. I.D., 4545 South Western Boulevard, Chicago 9, Illinois | 
between primemoveranddriven l l 
equipment. Any prime mover Gentlemen: 
may be used. Please send me Bulletin on MPA Foote Bros. MAXI-POWER DRIVES 
8. wide RANGE OF SIZES "bae-muapaacmmed alate caiminniesteaaacala ime eae cane ea ace inimaaccncmaias l 

AND RATIOS ener sien ieeire sane mnn nn aeenammep aR cniatanet ani yuneemnne torent nan ameneD nanan en ae® | 
Single, double, and triple units | Company._-.....---------------~------------------00>- - | 
I ic ra dln niall cgsailanabnn cocaine eceobbhsunoesanninees — 
ratios from 2.08 to 1 up to 360 _ ae fini | 
to 1 h.p. up to 1350. Oa a RR RE ARE ROTI OR ce NEE TERT = 
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DISTRIBUTORS’ OPPORTUNITY 


There are still a few territories available for live- 
wire distributors. Profit by handling the fast selling 
products of the World's largest Gauge Maker. 
Write today for complete information. 








_::-Because USG A 


Original Equipment 














’ 
Manufacture; 





et mngelt the story is the same 
: é ar. Original equip 
manufacturers (OEM’s) demand chilli 
$i Apne "++ Aecuracy, durability, and 
fy coca vals prices... and 6 out of 10 





. more ss 1 
manufacturers speci original equipment 
other make. "® Specify US Gauges than any 


US GAUGEs— 


- OUTSIDE, .. BETTER ory OE: BETTER 


BETTER ON Your PRODUCT 


UNTIED Stale 44h, 
Bs E 
| rene td 




















SUPERGAUGE FIG. 1600 
For heavy-duty service where a gauge 
of quality and high accuracy is required. 
steel t with deep 
bushed bearings. Phosphor bronze, be- 
ryllium copper or welded stainless steel 
bourdon tube in iron or phenolic cases. 
Lower or back connections. Ranges: 0 to 
30" vacuum, 15 to 20,000 Ibs. p.s.i. 

















HIGH PRESSURE SOLID 
FRONT GAUGES 


Designed for testing high pressure gases 
and liquids these gauges are built to 
the highest possible standard. Solid 
wall, cast integral with case, separates 
the tube and movement section from 
observer. Bourdon tubes of specially 
selected beryllium copper or stainless 
steel are threaded at both ends. Has 
deep bushed stainless steel movement 
of high ratio. Cast brass cose and ring. 
Ranges: 100 to 100,000 Ibs. pressure. 











ABSOLUTE PRESSURE GAUGE 


A highly accurate, dependable instru- 
ment for measuring absolute pressures. 
Gauge is seal case type designed to indi- 
cate pressure or vacuum admitted to in- 
terior actuating the d beryllium 
copper diaphragm.Black molded phenolic 
case is corrosion resistant, suitable for use 
inhighly contaminated atmospheres. Dial 
is 2%" in diameter. Ranges: 20 milli- 
meters to 100 inches of mercury. 

















PRODUCTS oF y 











NITED STATES GAUGE.. 










Volume Controls . Altity 
Thermometers » Flow M 
and Air-Brake 


de Gauges « ae Pressure Gauges 

eters + Ins emical Gauges . pj . 

Gov ¢ Dial Ther 
ges © Recorders « Controls and Alarm G er Stondard Test 


Guges © Voltmeters « ities 
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Aircraft Instruments « Air 
mometers » Glass Tube 
Gauges « Marine, Ship 
Welding Gauges 





















Lig Season for 


FLUE BRUSH SALES 
IS RIGHT AHEAD... 


Stock and Sell 
MILWAUKEE 
QUALITY 


for that 
larger profit... 























ee | 


BRUSH TOOLS FOR 
TODAY’S PRODUCTION 
Power Driven Wire Fibre Wheel Brushes 


Wheel Brushes Wire Scratch Brushes 
“Mono-Bilt” Boiler & Furnace 


“Steel-Clad” Brushes 
“Dura-Bilt” Foundry Brushes 
“Di-Bilt”’ Platers Brushes 
“Peerless” Bench Brushes 


Floor Sweeping 


“Twis-Tuft” 

Fine Wire Polishing e -Al 
Wheel Brushes and fibre 

“Sturdi-Bilt” Wire Cup Miscellaneous Main- 
Brushes tenance Brushes 


TVLWAUKEE Flue Brushes offer 

an excellent assortment of types 
and styles for all standard makes of 
boilers and furnaces. Each is a top 
notch value built for better and 
longer service. 






* BULLETIN 45-91—a valuable sales aid 


Send for this 4-page bulletin on Steel Wire Flue Brushes 
aenten the Ay assortment of types and styles. Radiator 
and sanitary brushes in a number of different types are 


Rigidly constructed .. . specially tem- also shown. 
pered carbon steel wire . . . more 
wire per brush .. . these are but a few of the Heating plant engineers appreciate the econ- 


many reasons why Milwaukee Brushes easily omy in using quality brushes. Be prepared to 
whip the toughest flue cleaning jobs—-why they get your share of their business by placing your 
outlast ordinary brushes several times over. stock order today! 








THE MILWAUKEE BRUSH MANUFACTURING CO. 
MILWAUKEE 8, WISCONSIN 


UALITY 
MILWAUKEE WIRE WHEEL BRUSHES - WIRE CUP BRUSHES * WIRE SCRATCH BRUSHES 







The Key to Industrial Brush Problems 


FLUE BRUSHES - FLOOR BRUSHES » PUSH BROOMS - BENCH BRUSHES - FOUNDRY BRUSHES 






42 INDUSTRIAL DISTRIBUTION © AUGUST, 1949 











--Use 


Type RS 


Single Phase Brush Lifting Motors 


peters. Type RS, repulsion start, induction, 
single phase brush lifting motors are ideal for 
installation on reciprocoting pumps, compres- 
sors and other hard-to-start equipment. 


They provide the power to start under load 
— even in very cold weather — without over- 
motoring the driven machine. 


Repulsion start motors provide greater start- 
ing torque per ampere of current than any 
other type of single phase motor —conse- 
quently the least disturbance to line voltage 
—an advantage on long or small capacity 
transmission lines. 








They are widely used in the rural areas 
which usually have only single phase energy. 


Many power companies are recommending 
the use of single phase motors up to 7'/2 HP, in 
residential districts of the larger cities, because 
polyphase energy is not always availiable. 

Century Type RS brush lifting motors are 
built in sizes from '/) to 20 HP. 

Century builds a wide range of types of 
motors from 1/6 to 400 horsepower for all the 
popular electric power applications. 

Specify Century motors for all your electric 
power requirements. 


Popular types and standard ratings are available from factory and branch office stocks 


ee 
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OTION ... friction...and wear... The 
laws of nature can’t be fooled. And the 
fool-proof test of a lubricant—and its cost—is its 
performance in the bearing. Consumers who 
select lubricants on such a basis—save money. 


Since two lubricating products can have similar 
specifications but far different on-the-job traits— 
just what is in back of Keystone’s performance 
record?... The secret lies in technique. The 
methods, themselves, used in refining and manu- 
facture, have an important effect on lubricant 
performance. These methods, and other factors, 
cannot and do not appear on specification sheets. 
But, methods and knowledge, plus years of 
practical experience, laboratory research and 
close contact with the consumer are the reasons 





“-SPECHEALIZED LUBRICANTS 2 


why Keystone performance is high—and lubrica- 
tion costs are low for users of Keystone products. 


For the consumer, Keystone lubricants mean 
longer machinery life, less down time, power 
savings, and reduced application expense. While 
savings up to 40 or 50 per cent are not unusual, 
Keystone a/ways guarantees a saving of 10 per 
cent on present cost of lubrication, including labor. 


Keystone products are sold on a basis of better 
service, lower final costs—results that are exempli- 
fied in a continuing succession of field reports. 
To Distributors, the Keystone line has come to 
mean serviceability ... dependability... sala- 
bility...and attractive profits. KEYSTONE 
LUBRICATING COMPANY, 21st, Clearfield 
and Lippincott Sts., Philadelphia 32, Pa. 


s Pet. OFF. 
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Customers go for them... and come 
back for more and more of them... be- 
cause Simonds “Red End” Blades cut 
faster and smoother, yet takes less 
“elbow-grease.” 


Back of this performance are two special reasons: Simonds’ 
own electric furnace steel, poured in Simonds’ own mills, 
then “cross-rolled” for extra toughness. And specially de- 
signed teeth which roll up long, evenly curled chips like 

a cutting tool on a lathe. 


That’s why it pays off to sell “Red End”... because 
you'll find that your repeat business will never end. 
Get in touch with the nearest Simonds office. 


BRANCH OFFICES: 1350 Columbia Road, Boston 27, 
a -; 127 S. Green St., Chicago 7, IL; 416 W. Eighth 
Los en 14, Calif; 228 First Sts ” San Francisco 5. 
Gait First Avenue Por and 4, Ore.; 31 
, tH po, Spokane 8, Washington. Canadian 
} 595 St. Remi St., Montreal 30, Que. STANDARD STEEL MOLYBDENUM STEEL HIGH-SPEED STEEL 


3 TYPES... 4 TOOTH-SIZES...FOR EVERY JOB 
SIMONDS | 
SAW AND STEEL CO. occa sors 3 


FITCHBURG, MASS. 
Other Divisions of SIMONDS SAW AND STEEL CO. 


SIMONDS 


SIMONDS eeasive 
enon $08 


LOCKPORT, & ¥ 


Furnace Steels 











"Red Tang” Files e “Crescent Ground” and General Purpose Crosscut Saws 


SIMONDS ALSO MAKES: nea center” Circular Saws © Nerrow Bend Saws 
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Some Ropes Foot you 


4 \ 


—_—— --- 
————_ ------- 


U-W 6X19 LANG LAY FILLER W/RE-— ————_ 
CONSTRUCTION (WITH I.W.R.C.) > ; 
1S GOOD FORTRENCH HOES OR _ ee | , 

















BACK DIGGERS BECAUSE LANG Auda 
LAY CONSTRUCTION OFFERS ee 
GREATER RESISTANCE TO ABRASION \ cP / ? 
ANO BENDING FATIGUE a LE 
dl tes 
si 














SH Zz 





j \h a 
} dl cree 


= ae 
N 


Aly 
hi 





FOR CLAM SHELL CRANES, U-W 6/9 
REGULAR LAY FILLER WIRE 
CONSTRUCTION (WITH L.W.R.C.) 1S 











2, TO CRUSHING AND DISTORTION 
. CAUSED BY HIGH RADIAL PRESSURE 
| ANO MULTIPLE SHEAVE REEVING 


S ~ 
~~ 
= ae 





For longest and best service, always specify 
UW LAYRITE (Preformed) IMPROVED PLOW STEEL 


UPSON-WALTON IS THE ONLY MANUFACTURER OF ALL 4eee 
Wire Rope, Tackle Blocks, Wire Rope Fittings, Brattice Cloth. 
We invite you to let us engineer your problem jobs. 













Copyright 1948—The Upson-Walton Company 


THE UPSON-WALTON COMPANY 


Manufacturers of Wire Rope, Wire Rope Fittings, Tackle Blocks, Brattice Cloth 
Wain Offices and Factory: Hlevelaud 13, Ohéo 


114 Broad Street 3525 West Grand Ave. 241 Oliver Building 
New York 4 Chicago 51 Pittsburgh 22 
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FOR 
TOUGH THROTTLING 
CONDITIONS 


500 BRINELL DISC AND SEAT 





> STEM high tensile rolled bronze. Large diameter 
and long thread contact. 

PACKING NUT and gland follower of heavy 
bronze transmit even pressure onto packing. 
STUFFING BOX large and deep. Packed with 
formed rings of braided asbestos, lubricated and 
graphited. Can be repacked under pressure. 
UNION NUT heavy, rugged. Facilitates removal 
and replacement without danger of distorting 
body or threads. 

» BEVELED JOINT permits tighter union between 
body and bonnet. 


DISC LOCK-NUT holds disc securely to end of 








BODY P & C High Test Bronze. Reinforcing 
ribs give added strength. Heavy end hexes with 
standard, full length threads. 














Fig. 531-P | FOR THIS FOLDER “7, 
350 Ibs. Steam * 1000 Ibs. OWG which containsa / 


detailed description of 
this valve. Ask for DH-116 





‘on pe 
“ iY 
am") 













A . co Reading, Pa. * Atlanta + Baltimore + Boston * Chicago * Denver + Detroit * Houston 
New York © Philadelphia © Pittsburgh * San Francisco * Bridgeport, Conn. 


R-P & C VALVE DIVISION 
AMERICAN CHAIN & CABLE 


INDUSTRIAL DISTRIBUTION ® AUGUST, 1949 






", 
) 



















olish contours with belts? 


ea mi, 


aE ee 


| Typical contours finished by Bebr-Manning belts 
ADVANTAGES of this new 


abrasive belt method: BEHR-MANNING APPLICATION 


ON POLISHING— 
Fewer polishing operations — ENGINEERS have developed a method using 
No wheel marks — , s , 
Longer equipment life — coated abrasive belts which on the most difficult of con- 
No rework from poor finishes— 


L ‘ tours produces uniformly superior finishes—free of wheel 
ess operator fatigue— 


ON BUFFING— marks—free of blending marks—and does it quicker and 


No wild grain troubles — 


Sekt felshes bull wp easier — easier. The “know-how” on this new profitable method is 


Fast duction all d. 
ain aiennaceimeiaiaaaes yours for the asking, with no obligation. Simply fill out the 


All this and CONTOURS too! coupon below and mail it to us. 








I want to know more about contour polishing 


B EHR # MAN N I N G with abrasive belts. 


TROY, N, AE PUN reno ceptor rt cles eet oot Dein al ys renee 
Se aa Susie asevicsu oka’ ev ncpan vague acauneiituens 
(NORTON diel 


abrasions I hiss: tetanic Senses snes ieaebleedacabediaiataala 


OPE eIOOT ICC T Ter errerrr ire Terr r Terr ee rr err reer. -. |) | -ererrrererrrrrerrrrerry ar rrr TTT 
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ormance 


REDESIGNED © 





STRONGER! CUT FASTER! CLEAR CHIPS BETTER! 
Much Greater Durability and Accuracy! 


The new Cceland End Mills are far superior 

to any you have ever used! They have been com- 
pletely redesigned to give you strength, speed and accu- 
racy that were never before obtainable! oa Many months 
ago we set Out to design a different and better end mill. 
Neither time nor effort was spared in patient develop- 
ment work. We even worked out a new technique for 
testing the cutting qualities and the stamina of end mills. 
Users are enthusiastic about the results: Less breakage, 
many more cuts per grind, consistent accuracy . . . with 
up to 50% increase in feed. <> For high speed, low cost 
operation, use the new C@veland End Mills on your 
next job. Contact our Stockroom nearest you, or. .. 








STRONGER 


No sharp corners or points wher« 
focalization of stresses migh 
occur. Minimum amount of meta | 
has been cut away. 










MORE DURABLE 
9g New-style clearance supports the 
cutting edge; assures agains? 
"flaking" or “chipping out.” 
















Telephone your Industrial Supply Distributor : ye “i 


CLEAR CHIPS BETTER Ey 
Redesigned flutes are machine 


polished. There aré no pockets. 
Chips are free to move. 











LONGER LIFE 


Radically new flute shape and 
chip clearing ability reduce wear 
on the cutting edge, thus main- 
taining consistent accuracy. 





GREATER ACCURACY 


New clearance and accurate ma- 
chine polish of flutes result in 
closer control of size. 


THE CLEVELAND TWIST DRILL CO. 
1242 East 49th Street Cleveland 14, Ohio 


Stockrooms: New York 7 + Detroit 2 ¢ Chicago 6 * Dallas 1 © San Francisco S © Los Angeles 1) 
E. P. Barrus, Ltd., London W. 3, England 


CUT FASTER 
New flute shape gives maximum 
cutting qualities at increased } 
rates of feed. 1 | 





ASK YOUR INDUSTRIAL SUPPLY DISTRIBUTOR FOR THESE AND OTHER Cleveland TOOLS 








(= Er BME 
Let LULA 
DISTRIBUTORS EVERYWHERE 

are ready to serve you! 





now with [mane 


selling required... 


these extra sales 
advantages are 
valuable to 
Parker-Kalon 
Distributors 


MORE EXACTING QUALITY CONTROL— MORE PRODUCTION—Parker-Kalon i MORE EFFECTIVE SALES PROMOTION— 
Parker-Kalon's investment in laboratory test and world's leading manufacturer of Self-tapping P-K's continuous industry-wide advertising reaches 
Screws, offering a steady supply to fill any over 300,000 readers, is followed up with 


inspection equipment is unsurpassed in the in- 
effective service literature and sales promotion. 


dustry, assures uncompromising quality. size orders, 




















KNOW-HOW 


nea #< *PARKER- KALON" 


TYPES AND SIZES 
PROTECTION FOR DISTRIBUTOR 1) tT ' 


The Parker-Kalon Distributor not only carries the No. 1 line 


® 
of Self-tapping Screws, but has all these extra sales ad- REM EMBER cee IF IT’S P-K. ee IT’S OK! 


ce 
menyne ating Sortie: tee teyent een Bey eas ape PARKER-KALON CORPORATION, 200 VARICK ST.,NEW YORK 14,N. Y, 


the difference between “break even" and mounting profits. 
Makers of Self-tapping Screws * Cold-forged Socket Screws, Wing Nuts, Thumb 


Screws * Hardened Screwnails and Masonry Nails ¢ Shur-Grip File and Solder 
Iron Handles * Metal Punches * Damper Regulators and Accessories. 
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@ fs 3 | 24 Va 


the FIRST name in 


Shelving 

Kitchen Cabinets 

Shop Equipment 

Chairs, Stools andCabinets 
Lockers 


METAL PRODUCTS, INCORPORATED 


General Offices: 853 Monroe Avenue, Aurora, Illinois * Branches and Dealers in All Principal Cities 


fo] —— = we 





















































PARTIAL LIST OF LYON PRODUCTS 
e Filing binet torage Cabinets © Conveyors ¢ Tool Stands Flat Drawer Files 
drawers e Shop Boxes e Service Carts Tool Trays @ Tool Boxes 
e Bor Racks © Hopper Bins Desks e Sorting Files 


eo Sin Vaits e Parts Cases Ni ferelk; elroning Tables 
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FOR PRODUCTION OR MAINTENANCE... 





TERRITORY AVAILABLE FOR DISTRIBUTORS 
Who Are Equipped to Handle This Quality-Quantity 
Line—Nationally Advertised—Internationally Famous 


Join Up Now With America’s PROFIT BY THE 6-POINT 


Greatest And Most Complete 
Line of Electrical Tools 


DISTRIBUTION PLAN 


1. Most complete ond 4. Protection 
best line in America ; 

2. Super quality 5. Good profits 

3. Economical prices 6. Sales aids 





52" HEAVY DUTY DRILL 


Model 58HD Rugged design; tremendous power; 
exceptional tool for major construction operation. 
MODEL 58 HD +. No. 2 Morse Taper Socket in place of geared chuck 
at no extra cost. Also available in 34” and 7%” 
heavy duty drills. 








14," HEAVY DUTY DRILL 


Model 14HD Unusually powerful. Built for most 
severe production service. Super-powered universal 
motor. 100% anti-friction bearings. 











MODEL 14 HD 


WRITE TODAY FOR FULL DETAILS 


CINCINNAF1,. OO, U.S.A. 
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There Are Half-a-Hundred Reasons Why 
You Can Make More Hand Truck Sales! 


THERE ARE FIFTY MODELS and SIZES 
in the AMER'CAN HAND TRUCK LINE 


When it comes to making more hand truck sales you have 
plenty in your favor with husky pressed-steel Americans. 
The complete line of fifty models and sizes puts American 
in the lead to handle every type of hauling job. 


Each and every one is constructed of pressed-steel. 
Americans are built to stay on the job and keep main- 
tenance costs low. 


Fast rolling American “Steelite’’, Ball Bearing, Rubber 
Tread Wheels hustle more material faster... move more mate- 
rials per man-hour through smooth-rolling performance. 


American Hand Trucks are perfectly balanced... Make 
it easier for truckers to handle heavy loads... Increase 
trucker efficiency. 


Americans are the profit line for you—more 
trucks for more jobs result in increased sales. 
Write today for further information. 


4220 WISSAHICKON AVE., PHILADELPHIA 29, PA. 


AMERICAN 


PRESSED-STEEL 


HAND TRUCKS 
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¥ DOPEY'S ROUGHING 
DOWN A CASTING WITH 
AN 8-INCH BRASS FILE / 























BETCHA HE’D USE 
A TACK HAMMER To 
DRIVE A SPIKE / 





POP’S GIVIN’ DOPEY 

HIS LAST CHANCE-- 

OR BACK HE GOES 
TO KINDERGARTEN ! 
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Topay The right file 

for the job is “Must” Num- 

ber One in machine-shop and 
production-line filing. It in- 
creases output, not only by saving 
workers’ time, but by reducing costly 


rejects and reworks. 


For snagging foundry castings, for instance, 
Nicholson designed a special Foundry file (illus- 
trated) with sturdier and somewhat stubbier 


_ GMOke 
sas 


teeth. Result: less breaking out — more teeth kept 
on the job—more metal removal, faster —than 
with an ordinary Flat Bastard... or with any type 
of file not intended for rough usage! Plenty of 
selling arguments here! 





¢ Your salesmen can make themselves solid with indus- 
trial managements by helping their production heads 
conduct a “School of Filing.” See that every one of 
your salesmen has a copy of “File Filosophy” for his 
individual use. 


NICHOLSON FILE CO. ¢ 42 ACORN STREET ¢ PROVIDENCE 1, RHODE ISLAND 


—— (In Canada, Port Hope, Ont.) 


ss 


ee. 
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Jacking Up Sales 





YOU, TOO, CAN BE A MAGICIAN—And no rabbits needed 
either. When a customer steps up with a puzzled wrinkle in his 
brow and says he wants a Jack that will do just about every- 
thing, hand him a Util-A-Tool set. Without even waving a wand 
you can show him how it pulls, pushes, lifts, clamps, bends or 
holds and pulls wheels and gears. It’s a must for nearly every 
prospect on your list—shops, factories, construction and mainte- 
nance and repair of all kinds. Why not let prospects see all and 
read all in Bulletin P&P 48? 





“/ WORK 
DOWN HERE” 





AN UNDERGROUND WORKER YOU’LL APPRECIATE— 
Is this rugged and dependable Simplex Trench Brace. Not 
glamorous, it does a mighty important job in helping to prevent 
costly cave-ins and injuries in trench work. Your best prospects 
are in the construction field (see the T-K ad in Construction 
Methods for July) but it can serve for other types of bracing as 
well. We should add that the Simplex is the only Trench Brace 
made entirely of drop forged steel. 





SHUCKS —, 
THAT AINT 
NOTHIN | 


THIS CAN’T BE YOUR CUSTOMER, CAN IT?—Because if 
it is you certainly ought to tell him that there’s an easier, faster 
and safer way to lift or lower heavy loads. Let him try a Simplex 
Hydraulic Jack and get the full benefit of hydraulic power plus 
easy, efficient-operation. There’s a complete line of eight models 
with capacities from 3 to 100 tons —all safety tested to 50% 
overload. Put them on your shelves for virtually every type of 
customer; they are just as easy (and as profitable) to sell as 
they are to use. 


(ADVERTISEMENT ) 


T-K GOES TO THE RAILROAD FAIR — With the pretty 
girl you see above and the new Simplex A5 Track Jack. We 
think you’ll find the picture of interest even if railroads aren’t 
on your list. This Jack is made with a brand new type aluminum 
alloy housing which cuts weight to 28% pounds without any 
sacrifice of strength. Capacity of the Jack is 15 tons. Its develop- 
ment by T-K is typical, we believe, of the constant search for 
the new and better being made by Simplex engineers. It’s one 
of many reasons why you can count on Simplex for top quality 
in every type of Jack, for service and performance that means 
lasting customer satisfaction! 


MARK SIMPSON NAMED DIVISION SALES MANAGER— 
Distributors in Eastern Ohio and Western Pennsylvania won’t 
have to learn a new name when they are called on by Mark 
Simpson, now handling that territory for T-K, because he is 
working with his brother, William Simpson, vice-president. Mark 
is well known to the mining industry, having spent over 25 years 
selling mine machinery and equipment in Pennsylvania, West 
Virginia and Ohio. 


DISTRIBUTOR VISITORS TO T-K—Doorbell ringers at the 
T-K plant in recent weeks have included Mr. & Mrs. C. E. 
Munden of Standard Supply and Hardware Company, New 
Orleans; Cliff Medland and his son John, of Mumford, Medland, 
Ltd., Winnipeg, Man., and Mr. M. E. Miller, of Geo. Worthington 
Company, Cleveland. 


Even if the thermometer is hitting the high spots 
and your shirt is sticking to your back it’s stilla 
good month to start getting set for fall sales and 
profits. When you plan, make sure you are getting 
all the sales help T-K can give you—call on your 
T-K representative for full details. 


TEMPLETON, KENLY & CO. 


1036 S. Central Ave., Chicago 44, III. 
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Another reason why so many : 
distributors know DELTA’-MILWAUKEE is a | 


PROFITABLE inventory investment...and a SAFE one! 





BRR RRR REK Nee . A full-margin line is a reality when you C Delta sells only through established 
' nt eteta taba deal with Delta-Milwaukee. You get that trade channels and accepts no direct 
assurance — in black-and-white — in business. 


the Delta Sales Policy. 8 ; 
qd Delta's freight policy helps assure a 


Recently, this policy has been slightly uniform margin of gross profit for 
revised to bring at uP co date. And, of all distributors regardless of where 
course, it still embodies the principles of they are located. 
fair dealing which have governed our 
relationship for years. It pays to deal with a source that pro- 
tects your interests through a written 
statement, with a record of fair dealing 
behind it. Concentrate on the full-margin 
line — Delta-Milwaukee Machine Tools. 





By sticking to these principles in the 
daily conduct of business, Delta-Milwau- 
kee has proved that it is on your side 
in basic matters of policy: 








@ Delta offers a one-price proposition— POWER TOOL DIVISION 
the same to all industrial distributors. 
Rockwell manuracturinc company 
Delta distribution is selective — pro- MILWAUKEE 1, WISCONSIN 
portioned to local market ‘potentials. 





Every sale of a Delta-Milwaukee tool is a ‘self-starter’ of continuous orders for accessories and perishable supplies 
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This is one of a series of Spang ads which are appearing reg- 
ularly in: DOMESTIC ENGINEERING; MILL AND FACTORY; 
HEATING, PIPING, AND AIR CONDITIONING; FACTORY 
MANAGEMENT AND MAINTENANCE; and PURCHASING. 


This Alt says $ 
“SEE YOUR SPANG DISTRIBUTOR FIRST” 


® Spang ads, appearing in leading trade papers read by your 
customers, sell distributors’ services. They emphasize the fair 
treatment and good service offered by Spang CW Pipe dis- 
tributors. This ad and others appearing throughout 1949 will 
invite buyers of pipe and related products . . . to see their 
Spang Distributor first. 





This is just one way in which we are trying to help our distributors. 
We are also maintaining the same high quality that has marked 
Spang products for more than 100 years. 


SPANG-CHALFANT 


Division of The National Supply Company 
GENERAL SALES OFFICES: PITTSBURGH, PA. 


District Sales Offices: Atlanta; Boston; Chicago; Denver; 
Detroit; Houston; Los Angeles; New York; Philadelphia; 
Pittsburgh; St. Louis; San Francisco 
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...these Big Sales Points 


There are a lot of good selling points that 
can help you sell Baldwin-Rex Tru-Flex 
Couplings. But the big 3 put you way 
ahead of competition. 


1. True Flexibility 
Demonstrate the design superiority of the exclusive con- 
vex rollers on one chain strand. That’s what delivers 
true flexibility without backlash. The convex rollers 
maintain only line contact with sprocket teeth and be- — (ah 
cause of this contact, pins are designed to flex or bend. | >| om 











This flexure, plus the inherent flexibility of roller chains, 1 eeu lil ite ll 


accommodates misalignment, allows end play, and 
absorbs shock loads. 





2. Easy Installation 3. Durable Construction 


Point out how easy it is There are no short-lived 
to install or disconnect a , materials in Tru-Flex. It’s 
Tru-Flex Coupling with | a ay all-steel . . . quality steel 
its single connecting pin. “f') {a for real service. The chain 
No need here to shift -_ “f is snugly wrapped around 
machinery. y =, the sprockets. Contrast this 
; with the “sloppy” fits of 

ordinary chain couplings. 


Add the other outstanding fea- 
tures to the big 3 and it’s easy 
to see why it’s easy to sell Tru- 
Flex. Should you want more 
sales help, we'll be glad to 
assist. 


~ 
BALDWIN-REX *And don’t forget—sell covers 
when tel sell couplings. It’s 

: ROLLER CHAIN COUPLINGS iy cncne inn par onene: 


ers. Write Baldwin-Duckworth 
Division of Chain Belt Com- 


BALDWIN-DUCKWORTH DIVISION OF CHAIN BELT COMPANY pany, 378 Plainfield Street, 
Springfield 2, Mass. 
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The weight and number of screw fastenings in a product can 
be reduced a fourth or more by using Chicago “Safety Plus” Socket 
Head Screws rather than standard hexagon or fillister cap screws. The 
greater strength of “Chicago” Socket Screws means that your 
customers can fasten their products more securely with fewer 
screws . . . effecting a neater, sturdier construction at lower cost. 


They save money, too, due to the consistent uniformity of 
Chicago Screw products. The most modern manufacturing equip- 
ment and rigid inspection assure a perfect fit with every “Chicago” Screw. 


When you sell your customers “Chicago” products, in quan- 
tities of thousands or millions, you can be sure they will be 
consistently true to their products. You will be selling them the 
best and most economical screw products made. 


Chicago “Safety-Plus” Products Include: 


Socket Head Cap Screws °* Socket Set Screws 
Stripper Bolts © Square Head Dog Point Set Screws 
Socket Pipe Plugs °* Keys for “SAFETY PLUS” 
Products * Hexagon Head Cap Screws °* Square 
Head Cup Point Set Screws * Headless Set Screws 
Fillister Head Cap Screws * Taper Pins * Milled 
Studs * Semi-Finished Hexagon Nuts °* Semi- 
Finished Hexagon Castellated Nuts. 
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Sioux City, Iowa, U.S.A. 1949 


Now Available 
To You 


SIOUX 


VALVE CLEANER 


Provides a fast, easy method for 
cleaning dirty valves—removes 
carbon and scale quickly and 
thoroughly. For valves up to 214” 
diameter and 14” stem. Cabinet of 
sheet steel, 33” high, 12” square, 
finished in dark gray. 


View showing interior of 


SIOUX Valve Cleaner. 


No. 584 Comes complete 


with air gauge and cabi- 
net and S Ibs. of aluminum 
oxide abrasive. Operates 


on 120 Ibs. constant air No. 583 Same specificati 
f 
Pressure. less cabinet, et “ 00x 
\ Uni-Valve Shop or your own work aa” 
old Only Through Authorized SIOUX D 


istributors 
STAND ARD 


« 
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Talk of the Trade 


HELP WANTED: An old lily pond in his back yard 
worried W. W. Warrington, (T. S. McShane Co., 
Omaha) so he decided to fill it in. . . . He had seven 
yards of top soil dumped in his driveway and employed a 
laborer to shovel it in. . .. Came the time for the job and 
the laborer failed to show up. . .. Mr. Warrington tackled 
the project himself and—well, the following week he spent 
most of his time at his desk, “just too damn sore to 
move.” 


THE HOLLYWOOD TOUCH: After a couple of 
months in California, Ray Clark (Jacobs Mfg.) returned 
to Chicago sporting a new thin-line mustache. 


BEES & WEDDING BELLS: F. A. Reinhardt (Reich- 
man-Crosby, Memphis) solved a critical problem recently 
with the aid of bees. . . . Mr. Reinhardt was scheduled 
to give his daughter away in marriage but feared that a 
leg ailment would make it impossible for him to walk 
down the aisle. . . . A friend suggested letting bees sting 
him. . . . He did and managed the walk without a limp. 
..» The Press-Scimitar, Memphis newspaper, reported on 
the event and even checked with a specialist to see if bee 
serum contained some curative powers. . . . The specialist 
reported bee stings were thought, at one time, to be 
helpful in the treatment of rheumatic troubles but that 
the theory had been discarded. . . . He said Mr. Reinhardt 
may have gotten temporary help by the stings serving as a 
counter irritant and then added “but he probably could 
have gotten the same results by hitting himself with a 
baseball bat.” 


CIVIC AFFAIRS: ‘Two executives of Weed & Co., Buf- 
falo, recently were elected to outside jobs. . . . Walter C. 
Weed, president, is now on the board of directars of the 
Buffalo Chapter of the American Red Cross. , , . P. O. 
Rial, executive vice-president, is now on the board of the 
Buftalo Chamber of Commerce. 


PICTURE MINDED: Ross R. Browne (W. L. Smith 
Co., Newburgh, N. Y.) believes in putting his hobby to 
work . . . Ross is an amateur photographer and when a 
customer has a party or gets married, he’s right on hand 
to record the event on film. . . . He likes industrial shots 
and frequently gets permission from customers to roam 
around plants looking for dramatic pictures—Quite a good- 
will builder. . . Miles M. Hapgood (Berkshire Mill Sup- 
ply, Pittsfield, Mass.) also is a camera bug. . . . Get him 
to show you the color shot he took of his colleague, W. 5. 
Foss. . . . Miles also has some beautiful Alaska shots he 
obtained while serving there during the war. 


CONGRATULATIONS: Ed Neal (Nicholson File) is 
the new Eastern Hardware Golf Association champ. 





A MESSAGE: We like the message contained on a pro- 
motion card distributed by Standard Equipment & Sup- 
ply, Hammond, Ind.: “A man’s worth is measured by 
the degree of supervision he requires. ‘The more a man 
has to be told what to do, checked up and guided, the 
less he is worth. The employee who burdens his super- 
visor the most is worth the least.” 


R. W. B. 
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| A fair Offer 


| , 
jfyou will put a Jenkins Valve, recom- 
ry mended for your particular service, 
7. on the worst place you can find..- 
where you cannot keep other valves 









7 ie Seamwonanet tre 
A | 


| oom nena 
tight — and if it is not perfectly tight 


™ . | E 
| ? “os does not hold steam, oil, acids, 
ey water or other fluids longer than 
- other valve, you may return it 
and your money will be refunded. 
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LOOK FOR THE 


RES, METALS FOR EVERY NEED 


TYPES, SIZES, PRESSU 


DIAMOND MARK 


and proved a million times over... 


this famous Fair Offer builds sales for 


Since 1869...seventy-nine years ago...this 
unusual offer has been continually published 
by Jenkins Bros. Because it has been proved 
as often as it has been published, it serves as 
an invaluable sales aid to Jenkins Distributors. 


It makes a straight-from-the-shoulder offer 
to the customer. And, because Jenkins Bros. 
stands solidly behind the offer, it provides an 
invaluable asset to the Jenkins Distributor . . . 
helping him build business . .. a warranty for 
every valve he sells. 


The entire Jenkins organization has ac- 
cepted the responsibility imposed by this 
warranty. To meet the challenge of proof, 


they must continue to design and manufacture 
the finest valves that money can buy ... extra 
value valves that last longer, serve better. 

And to make a good franchise even better 
. . . Jenkins Bros. support their distributors 
with continuous, national advertising, sales 
promotion, sales assistance, prize-winning 
trade show exhibits, and expert engineering 
service. So it’s easy to see why Jenkins con- 
tinues to be the preferred valve franchise . . . 
why year in and year out, it pays, and pays 
well, to sell Jenkins Valves. 

Jenkins Bros.. 80 White Street, New York 13; 


Bridgeport, Conn.; Atlanta; Boston; Philadelphia; 
Chicago; San Francisco. Jenkins Bros., Ltd., Montreal. 
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Jenkins’ “Fair Offer” appears in the Jenkins Catalog, in sales 
literature, and again and again in industry-wide advertising. 


VALVES 


SOLD THROUGH LEADING INDUSTRIAL DISTRIBUTORS EVERYWHERE 


2% yandsodad «ee, 























TOWER PNEUMATIC HOSE 


For standard working pressures 
—in sizes from 3/8” to 1-1/2” 


inside diameter. 


MECHANICAL RUBBER GOODS BY 


REPUBLIC RUBBER 
DIVISION 


REPUBLIC RUBBER DIVISION 
LEE RUBBER & TIRE CORPORATION - YOUNGSTOWN, OHIO 
Lee Deluxe Tires & Tubes . . Conshohocken, Pa, 


Mr. Richard Alcott, Vice Pres. and Gen. Mgr. 
The Riechman-Crosby Co. ox 
223 South Front St. Memphis, Tenn, ~ 


Who makes your 
Pneumatic Hose Sales? 


Does your manufacturer of mechanical rubbe: 
goods work with your sales force? Do factory men 
go out on the road with your representatives to dig 
up sales of pneumatic hose? Are you bothered by 
direct selling on the part of your supplier of pneumatic 
hose? Mr. Alcott, pictured above, will tell you that 
Republic distributors don't have this worry and Re 
public men help Republic distributors! They never 
compete. If you want to know more about Republic 
and its policy, write or mail the coupon. 


REPUBLIC’S 5)-POINT POLICY 


@ A LINE of rubber items suffi« @ A PRICE basis inducing and 
ciently complete to permit ef- making possible aggressive 
fectively supplying the require- competition with reasonable 
ments of the trade solicited. profit return, 


@ A QUALITY of product uni- @ FREEDOM from competition 
formly good and capable of from his source of supply 
delivering service results that either direct or indirect, among 
should reasonably be expect- the trade covered by his day 
ed. to day solicitations. 


@ SELLING helps of reasonable amounts so that his sales force may 
be given the advantage of specialized training and a knowledge 
of the product sold. 
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Industrial Distribution 





A Bigger Pie 


§ pers is a tendency in these days of receding 
volume to lose perspective. We know sales 
of many distributors have dropped from the 
swollen levels of 1947 and 1948. But on the 
average certainly, dollar volume is 3 times that 
of 1939. Is that a bad state to be in? 

Industry generally and distributor sales along 
with it have slipped off around 15 percent since 
the bulge of last fall. No one expected those 
levels to be held. Indeed, industrial output ran 
higher during the whole post-war period than 
a current replacement volume would warrant as 
war depleted inventories were accumulated. And 
once the pendulum swings, of course, it goes too 
far. But the new balance when it is achieved will 
be far, far above 1939. For distributors and their 
salesmen, there is a bigger pie to be cut. 


Basic Facts 


Comprehensive figures are just now becoming 
available which reflect the growth in this country 
since 1939—a growth in which distributors par- 
ticipated and contributed. After a gap of 8 years, 
the Census Bureau is giving us official statistics 
which reflect the changes in manufacturing activ- 
ity from 1939 to 1947. The results of the so-called 
Census of Manufacturers covering the year 1947 
are being published currently. This huge task 
gives us a point of comparison. 

In 1939 there were 174,000 manufacturing 
establishments in the United States. This num- 
ber had grown to 241,000 by 1947, a gain of 40 
percent. These establishments in 1947 turned 
out 3 times the dollar volume reported in 1939 
and the number of workers on their payrolls was 
up more than 50 percent. 

The ten most important states, ranked in terms 
of value added by manufacture in 1947 (value 
added is value of shipments less cost of materials 
and supplies), were New York, Pennsylvania, 
Illinois, Ohio, Michigan, New Jersey, California, 
Massachusetts, Indiana and Wisconsin. The 


ranking is the same as shown for 1939 except 
during that period California advanced over 
Massachusetts, rising from 8th to 7th place among 
the states, and Wisconsin displaced Connecticut 
from 10th place. 

While all states reported higher volume in 1947 
than in 1939 there were substantial variations 
among the states. California, for example, showed 
the widest gain among the top ten states. Between 
1939 and 1947, employment of production -work- 
ers in California increased by 95 percent, from 
272,000 to 530,000. Value added by manufacture 
increased by 256 percent, from $1,123 million to 
$3,996 million and the number of manufacturing 
establishments rose from 11,558 to 17,654, a gain 
of 53 percent. 

New York, however, retained its lead as the 
nation’s chief manufacturing state. Over the 
8-year period, production workers increased 50 
percent from 949,000 to 1,426,000. Value added 
by manufacture advanced almost 3 fold from 
$3,314 million to $9,636 million. The number 
of manufacturing establishments rose from 32,672 
to 47,701 an increase of 45 percent. And so one 
could go on pointing out gains among the other 
states. 


The Longer Look 


Yes, this country has grown substantially be- 
tween these two Census years. More factories are 
in operation, more people are working and more 
goods are being turned out than we would have 
thought possible in the pre-war days. A long term 
look that is not thrown out of focus by temporary 
dips will reveal lots of opportunities in this bigger 
country of ours. But in taking this longer look 
let’s not take it sitting down. Let’s keep in there 
on our feet and swinging. 


Hell. A Crcwcler 
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1. ACTUAL CALLS to Barrctt-Christic Co., Chicago, were 
observed by Kay Burns, communications consultant, and 
H. W. Smith, service engineer. They noted telephone errors. 
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2. SELF ANALYSIS of telephone numbers by Salesmen 
Roy Hanson and Bob Cloonan was possible through playback 
of practice calls. M. I. Hirsey coached the salesmen. 


Clinic for Telephone Salesmen 


Chicago distributor adopts new training plan designed to eliminate 


bad telephone habits and to make customers want to call again 


TRAINING OF TELEPHONE SALESMEN 
by industrial distributors has been 
limited, for the most part, to the im- 
parting of product knowledge at regu- 
lar sales meetings. Product knowledge, 
of course is vitally important; without 
it the telephone salesman can’t be ex- 
pected to be effective. Also important, 
though, is the technique employed by 
telephone salesmen in delivering prod- 
uct knowledge to customers. Whether 
you're a full-time telephone salesman 
or fill in on the telephone desk oc- 
casionally ask yourself: 

“Do I handle customers’ calls effi- 
ciently with a minimum of lost time 
and motion? 

“Do I reflect my company’s voice 
in an intelligent, business-like manner? 

“Does my technique indicate cus- 
tomer respect and that I have a pleas- 
ing personality?” 

Most distributors agree that, even 
before Mr. Bell invented the tele- 
phone, a pleasing sales personality and 
efficient service added up to good cus- 
tomes relations. And the telephone, 
a powerful selling instrument, has not 
changed the picture; a pleasing sales 
personality and efficient service are 
still needed. 

The volume of telephone business 
having risen steadily in recent years, 


66 


officials of Barrett-Christie Co., Chi- 
cago, began casting about several 
months ago for a training program for 
telephone salesmen. ‘They were de- 
termined that the plan should be 
sound and effective; they felt that old 
methods of group training, the listing 
of do’s and dont’s in lectures, would 
do little toward increasing efficiency. 


All-Inclusive Program 


Barrett-Christie executives wanted 
a training program that would dig 
deep into the problem and make tele- 
phone personnel conscious of their 
sales technique. They wanted to cor- 
rect the habitual errors of telephone 
salesmen, the errors that salesmen un- 
knowingly acquire and that frequently 
result in lost business. 

“The telephone salesman, having to 
rely completely upon the voice to 
register a pleasing, competent, busi- 
ness-like manner, has a big job,” said 
Earl O’Daniel, Barrett-Christie man- 
ager. “He must choose his words 
much more carefully than, for ex- 
ample, the outside salesman who meets 
customers face to face daily. As a 
tule, the telephone customer does not 
look for telephone courtesy and effi- 
ciency but still, when a_ telephone 
conversation is handled efficiently and 
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courteously, it registers; the customer 
feels he is getting that extra some- 
thing, he thinks of the firm as a good 
one to do business with. 

“We've all, at one time or another, 
experienced this in personal life. As 
customers of retail firms, we are ap- 
preciative when courtesy and efficiency 
are extended and our attitude to- 
ward such firms is kept at a peak satis- 
faction level. We want to continuc 
buying from a firm that does not con- 
sider us ‘just another telephone cus- 
tomer’. And that’s exactly the cus- 
tomer attitude we want to creatc 
through our telephone salesmen.” 

Mr. O’Daniel sought the aid of the 
telephone company and learned that 
a new unit, the Communications Con- 
sultant Service Division, has just been 
organized by Illinois Bell Telephone 
Co. The division’s job is to develop 
and launch tailored telephone train 
ing programs for all types of sales or- 
ganizations. Barrett-Christie was the 
first industrial firm to utilize the phone 
company’s new and highly-developed 
training system. 

The telephone company program 
is divided into two parts: First, there’s 
an introductory period and, second. 
there’s the actual training program. 

The introductory period is designe | 








to create a strong interest in and 
knowledge of good telephone tech- 
nique; it aims to make telephone per- 
sonnel conscious of any poor telephone 
habits they might have. 

The actual training period consists 
of observing customer calls periodi- 
cally; reporting to and helping the 
individual telephone salesmen who 
handle calls. 

The program was for the entire 
Barrett-Christie telephone-using _ per- 


cr sonnel. ‘To start, Kay Burns, communi- 
- cations consultant for Illinois Bell, 
od made observations of actual calls, not- 
ing the way they were handled. Moni- 
4 toring equipment, temporarily installed 
\s at the firm’s switchboard, permitted 
Pp the listening-in on calls without inter- 
cy tupting normal business procedure. 
O- Three days of observation gave Miss 
IS- Burns the general “flavor” of the busi- 
ne ness and an individual analysis of each 
oll salesman’s telephone technique. 
IS Errors made by salesmen and the 
1S- manner in which they handled the 
te telephone were noted on observation 
forms. The forms (see right) list 
ne various conversational phrases and 
at techniques that should accompany any 
- normal call. Miss Burns used a stop 
“nl watch to time the answering times 
ac and waiting periods. At the comple- 
p tion of the observation period, approxi- 
n- mately 75 observations were accumu- 
a lated. They furnished a well-rounded 
ad appraisal of each salesman’s technique 
ac and supplied the “ammunition” neces- 
ed sary to plan the training program. 
Employees were told when the ob- 
m servations were to be made. This, of 
A course, had a psychological effect upon 
d, 


the telephone salesmen. They were 
“on guard” when answering calls the 
first day. 


3. A TECHNIQUE TEST is given Salesman Edward Drejs. 
He answers a “call” from Office Manager Earl O’Daniel 
while Marshall Mabie, Joc Florik and H. Williams look on. 







al 





4. A GENERAL MEETING closed the introduction to the 
training program. Skits and a sound slide film showed that 
poor telephone manners turned awav business. 
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OBSERVATION FORMS used to record the telephone salesman’s call handling 
technique listed all the physical movements and conversational phrases that accom- 
pany a normal customer-salesman telephone call. A like form will be used in making 
periodic telephone call observations in the Barrett-Christie organization to carry out 
the program and maintain telephone efficiency. 











think so or not. 


is speaking. 


your name. 


silences are avoided. 


know his name, using “sir”. 


—it’s too slangy. 


cared for all his wants. 


in your absence. 





Telephone Pointers for Telephone Salesmen 


Answer your telephone promptly. You do not accomplish anything 
after the telephone rings—you’ve been interrupted whether you 


Use your name in answering the telephone. ‘The caller does not have to 
guess as to your identity; he knows immediately with whom he 


Prepare caller for your name. ‘The phrase “This is 
department name (Engineering, 


Use rising inflection. The caller will know you are willing to help him. 
Words like “hello” and “speaking” are not necessary. 


Acknowledge customer’s opening statement. When a customer asks 
“Do you stock copper tubing?” and you immediately reply “I shall 
be glad to check”, the caller knows you have heard him and long 


Make notes on customers’ comments. You'll be in a position to refer to 
his statements later in the discussion. It shows a lack of interest 
to request information already given. 


Make definite statements. Say “Yes, we do have electric drills”. It 
might sound indifferent to say ““That’s what I understand”’. 


Request information tactfully. When you say “May I ask who is call- 
ing?’’, you'll be taking an important step toward courteous service. 


Get the caller's attention. When you return to a phone, it will not be 
necessary to repeat the information you have obtained if you will 
take the precaution of making sure you have the caller’s attention. 
You can do it by mentioning the caller’s name or, if you do not 

The use of either will alert the caller. 


Apologize for errors. A customer will be more receptive to your ex- 
planation of an error if you will express regret. You can say “I’m 
sorry vou did not get all the items requested on your order”. 


Use salesmanship in taking order. 
obtained if you ask “Is there anything clse?” 


Acknowledge thanks. When a customer says “Thank you”, reply with 
“You are welcome.” Use of “O.K.” or “Yeah” is not recommended 


Let customer end conversation. In this way, you'll be sure you have 


Do not leave telephone unattended. Your co-workers cannot be ex- 
pected to be aware of your telephone unless you tell them when 
vou are leaving. Make arrangements to have your telephone answered 


” 


or a 
) prepares the caller for 


Some additional business may be 








“It is interesting to note,” said 
Miss Burns, “that the telephone sales- 
man’s technique in handling calls is 
far better the first day of observation 
than the following two days. This is 
because of their ‘on guard’ attitude. 
When they're aware of the observa- 
tions being made, they’re more care- 
ful of their telephone techniques and 
consequently do a better job. In es- 
sence, the aim of the training program 
is to: Make telephone salesmen con- 
scious of good telephone service.” 

Having completed the observations, 
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Miss Burns analyzed and sifted the 
completed observation forms for 
major errors. Folders listing errors 
made during the observation period 
were prepared and presented to the 
firm’s personnel as ‘ ‘Telephone Point- 
ers for the Barrett-Christie Co.”. Be- 
fore going on to the second phase of 
the introduction period, the contents 
of the ‘pointers’ were reviewed with 
each telephone salesman. 

To acquaint further telephone sales- 
men with the errors, small groups were 
assembled in the sales conference 
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room where voice recordings were 
made. Wire recording equipment, 
set up to record conversation over two 
standard telephone instruments, was 
used to simulate actual customer-sales- 
man conversations. 

Some recordings were made with 
Mr. O’Daniel posing as a customer 
and directing normal customer ques- 
tions and requests to the different 
telephone salesmen. The salesmen 
were equipped with catalogs and prices 
and went through the recording opera- 
tions as they would under actual con- 
ditions. The recordings, when played 
back, gave each salesman an oppor- 
tunity to analyze his own telephone 
technique. Where major errors were 
made, the telephone salesmen received 
coaching; suggestions on how to cor- 
rect the errors were made and reasons 
were given as to why the recommended 
methods were better. 


Main coaching points 


The manner in which Barrett-Chris- 
tie salesmen accepted criticism and 
coaching proved they were interested 
in good telephone technique. Indi- 
vidual coaching was along the lines of: 

. Service attitude. 
. Conversational technique. 

3. Voice inflection. 

4. Physical handling of the tele- 
phone instrument. 


One of the glaring faults of some 
industrial distributor telephone sales- 
men is to have customers “hang on” 
while stock is checked or prices are 
worked up. A time test was made 
to demonstrate that a salesman’s re- 
quest that his customer “hang on for 
a minute” is not always accurate. Tele- 
phone salesmen were asked to signal 
when they thought one minute had 
elapsed. Most of them signaled after 
only 30 to 40 seconds had ticked off 
on a stop watch. 


Frequent time check 


A few observations showed that 
some salesmen made customers wait 
50 seconds, or longer, while they 
checked stock. This brought out the 
fact that customers should be in- 
formed every 30 to 40 seconds as to 
the progress of their calls; when this 
is done, the customer never thinks 
of himself as the “forgotten man”. 

To make certain that faulty or in- 
adequate equipment was not respon- 
sible for poor telephone efficiency, a 
service engineer for Illinois Bell was 
on hand during the entire introduc- 
tory period to inspect the physical in- 
stallation of the telephone equipment. 
By determining the equipment’s ade- 
auacy to handle calls during the peak 
hours, the engineer is in a position to 





suggest more applicable equipment or 
supplementary aids, such as_ inter- 
ofice communications systems, their 
positioning, etc. 

The last stages of the introductory 
period was a general meeting attended 
by the entire personnel of the Barrett- 
Christie Co. Refreshments were 
served and the meeting was opened 
with a skit showing the effect of poor 
telephone service upon customers. 

G. W. Williams and Helen Horn, 
public relations officers for Illinois 
Bell, acted out the various telephone 
conversational problems encountered 
in everyday business life and the an- 
noyances a customer might suffer at 
the hands of a telephone salesman or 
clerk with poor telephone technique. 
While the skits were entertaining and 
somewhat exaggerated, most Barrett- 
Chnistie personnel felt that they did 
carry a powerful telephone sales mes- 
sage. The skits stressed the need for 
good telephone service and a regular 
and periodic self-appraisal of telephone 
habits. 

To show further the effect of poor 
telephone service, a slide-film presen- 
tation, “Sal, the Switchboard Gal” or 
“Who Gets the Business”, showed 
the importance of telephone coopera- 
tion between the telephone salesman 
and the switchboard operator. 


Contrast in calls 


A series of recording play-backs 
closed the two-hour meeting. Two 
customer-salesman recordings ef con- 
versations in anonymous retail selling 
establishments were presented, along 
with edited versions of the same calls. 
The edited call, in comparison with 
the original, pointed to the telephone 
economy that could be had with 
proper and efficient handling of the 
telephone call. 

“Generally speaking,” said the com- 
munications expert, “the overall time 
ordinarily consumed in telephone con- 
versation by untrained personnel can 
be reduced approximately 30 percent 
with efficient telephone technique. 
The end result of this training pro- 
gram will achieve a considerable re- 
duction in the number of overflow 
calls or bottlenecks which jam_ the 
wires during the peak hours of busi- 
ness.” 

As a subject for general discussion, 
the final recording was made between 
a telephone salesman and an outside 
salesman of the Barrett-Christie Co. 
The outside salesman, acting as a cus- 
tomer, simulated the customer inquir- 
ies and placed a theoretical order. 
When the conversation was played 
back, the audience was asked to ap- 
praise the call for its telephone de- 
ficiencies. The lively discussion that 





WHAT’S YOUR TELEPHONE SCORE? 


Here are 16 questions to ask yourself 


: 


Speak in a natural tone? 
Visualize the person? 


. Listen attentively? 
Use the customer’s name? 
. Explain waits? 
. Apologize for mistakes? 
. Answer promptly? 
. Greet the caller pleasantly? 
. Identify myself properly? 
2. Leave word where I’m going? 
. Ask questions tactfully? 
. Take the message? 
. End the call properly? 
16. Replace receiver gently? 


SNAMhewhd 


For each “Yes” answer give yourself 6 points. 
points. No score for a “No” answer. Add up your total. 


. Speak directly into transmitter? 


Say “Thank you” and “You're welcome’? 


Some- 
times: 


~ 
@ 
v 
vA 











CLL 


LILI 


LILI 








For each “Sometimes”, 3 
(90 to 96 is excel- 


lent; 80 to 89 is good; 70 to 79 is fair; below 70 is unsatisfactory.) 





followed proved that an intensive in- 
terest in good telephone technique 
had been aroused in the Barrett- 
Christie organization. 

Inasmuch as training is a continual 
process, M. I. Hirsey, service man- 
ager and director of the Communica- 
tions Consultant Service Division, 
recommends that the introduction in- 
to telephone training be followed up 
with a systematic program of tele- 
phone observation. In the Barrett- 
Christie case, arrangements have been 
made to send one employee, a tele- 


phone salesman, to the telephone com- 
pany’s school for consultants where 
he’ll become equipped to observe tele- 
phone conversations _ intelligently. 
He'll then help the telephone sales- 
men with their individual telephone 
problems. Observations are to be 
made one day a month. 

“By observing this policy of system- 
atic observation,” said Mr. Hirsey, 
“and helping the individual telephone 
salesman with his telephone problems, 
improvement in telephone technique 
becomes automatic.” 


Satisfied Telephone Customers Call Again 


OnE so.uTion to the problem of sell- 
ing more industrial supplies, tools and 
equipment to the industrial distribu- 
tors’ telephone customers, rests with 
the manner in which telephone calls 
are handled. 

Let’s eavesdrop on a few conversa- 
tions and see if we can pick up a few 
pointers to improve telephone service. 

An indifferent manner makes cus- 
tomers feel they have interrupted 
something more important. The cus- 
tomer likes to feel he is valued as a 
customer and not “just another cus- 
timer who needs something”. Here’s 
an illustration: 


Telephone Salesman: Hello. 


INDUSTRIAL DISTRIBUTION ©® AUGUST, 1949 


Telephone Customer: This is John 
Customer, the Acme Contract- 
ing Co., I want to get some in- 
formation on pipe threading 
machines. Can you tell me 
something about the line vou 
carry? 


S.: Yeah, I guess so. 


: Well, I need a machine to cut, 
thread and ream } to 2-in. pipe. 
Do you have a machine to do 
this job? : 

S.: I think so — just a minute. 
(Aside to another salesman) 
Joe, will you put these orders 
(Continued on page 144) 
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PLANT CLOSED 
to Salesmen 


WHEN PLANTS ARE CLOSED TO YOU 


Try a New 


Spartanburg, S. C. salesman develops approach to group 


buyers based on presentation when denied access to shops 


A pisrriputor, who had had his share 
of firing line experience, once re- 
marked, “The biggest handicap faced 
by an industrial supply salesman is a 
steel wire fence.” To which supply 
salesmen, particularly John W. Colyer, 
of Hall & Co., Spartanburg, S. C., 
would say, “Amen!” In the south- 
eastern textile region where Mr. Colyer 
and his fellow-salesmen operate, they 
have more than their share of “steel 
wire fences.” That is, they don’t have 
access to as many “back-rooms” as 
they would like to. 

In the Southeast, many independ- 
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ent mills have been purchased by large 
companies and formed into chains. All 
the buying for these mills is done by a 
single purchasing department. It is 
common for salesmen to be denied ad- 
mission to individual plants of a chain. 
They must confine their sales calls to 
the purchasing department which 
makes it virtually impossible to ob- 
serve operations and spot sales and 
service opportunities. 

In addition, Mr. Colyer explained, 
many independent mills go in for 
centralized purchasing also. These 
mills contract with a free-lance pur- 
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Approach 


chasing office to do their buying. Some 
of these offices represent as many as 
40 mills. The management of some 
of these mills appreciate the salesmen’s 
interest in their plants ‘and operations 
and admit them. Enough of them 
deny admission to make the situation 
an acute problem to the conscientious 
salesman. 

The number of closed plant doors 
that Mr. Colyer faces is indicated by 
the fact that there are some 115 cus- 
tomer plants on his list. In order to 
cover them all, he has to make only 
80 calls. There are some 35 plants to 
which he is denied admission on the 
grounds that since the purchasing is 
done on the outside it is a waste of the 
plant personnel’s as well as the sales- 
man’s time. 

There is no doubt that the selling 





INDUSTRY trends are discussed by John Coyler, Hall & 
Co., and F. N. Hall to uncover sales possibilities. 


NEW FEATURES of products are used by Mr. Colyer to 
open interviews. Inspection of item drives features home. 


job is made difficult when a salesman 
cannot get into a plant, Mr. Colyer 
said. The salesman must sec his cus- 
tomers’ operations and equipment to 
be able to uncover maximum sales op- 
portunities. At the same time, such 
observation increases his capacity to 
serve his customers. It gives him a 
chance to point out potential cost re- 
ductions, by introducing more efficient 
tools and equipment; by suggesting 
means by which present equipment 
and methods can be improved, by 
anticipating future requirements to 
save machine down-time and prevent 
loss of man-hours. 

Unable to enter some of the plants 
in which his products are used, Mr. 
Colver has to concentrate his selling 
efforts on buyers representing these 
mills. To some salesmen, there may 
appear to be little difference between 
selling to a single plant and selling to 
a group. To Mr. Colyer, however, 


there is considerable difference. 

The buyer for a single mill, Mr. 
Colyer pointed out, is in close touch 
with all departments sending in requi- 
sitions. In many instances, he knows 
all the circumstances connected with 
a requisition—why a product is needed, 
what it is used for, how it is used, etc. 
Ordinarily, this information can be 
picked up by the salesman in talks 
with the fellows who use his tools in 
the “backroom.” But, where the sales- 
man is denied access to a plant, he 
must depend on the buyer for the in- 
formation. 

Whenever a buyer supplies such 
information, Mr. Colyer said, he helps 
the salesman do a better selling job. 
The salesman is then in a better po- 
sition to recommend the correct type 
and size of product; he can advise on 
the proper application; or suggest re- 
lated items which may have been over- 
looked when the requisition was made. 
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CATALOGS are “must” reading for Mr. Colyer to familiar- 


ize himself with related: products for mention. 


ORDERS are scanned by Mr. Colyer and John Glenn, 
assistant supply manager, for hint of new sales theme. 


Mr. Colyer also believes that in 
single mills there is always a chance to 
overcome the buyer's prejudice against 
giving admission to the “backroom.” 
A consistently friendly attitude, an in- 
terest in the customer’s product and 
operations and a demonstration of 
the salesman’s willingness and capacity 
to help the customer are powerful 
tools to overcome such prejudices. 

In contrast, Mr. Colyer added, the 
buyer for a group of mills is not in too 
close touch with requisition sources. 
He may have a general idea of what 
the product he is buying will be used 
for, but will lack particulars. The dif- 
ficulties do not arise from the sales of 
staple products, but in selling specials. 
Follow-up of sales has to be done at 
long range. The personal reaction of 
the user to the salesman’s product is 
missing. Often trouble with products, 
which the salesman could clear up 

(Continued on page 140) 























DELIVERY is important to industry, Mr. Stone explains 
as he points out how assembled orders are routed and then 
placed upon trucks for immediate shipment to customers. 


WELCOME is extended by Bob Russell, J. Russell & Co., 
Holyoke, Mass., to “Doc” Lindsay, instructor; B. L. Ward, 
S. G. Leonard and Dellmore Lambert. Around “Doc” are 
Earle Stone, Lee Allen, Stuart Russell, Russell & Co. presi- 
dent, and Charles Donais, also hosts. 


PRODUCT lesson. Mr. Ward, who took the course 20 
years ago, and Bob Russell watch “Doc” explain the features 
of a caster to Ronald Coutermarsh, one of his students. 


WE’LL START there, says Earle Stone, Russell & Co. sales- 
man, as he points out the shipping and recciving section to 
one of the small groups conducted through the plant. 


TYPES and sizes of various industrial supplies on the shelf 
help plants in emergencies and students get a good look at 
some types of pillow blocks they never saw before. 


Future Customers 


Twenty Boys, students of the Springfield, Vt. High 
School Cooperative Course, visited Holyoke, Mass. re- 
cently to inspect facilities, service, stocks and operations 
of an industrial supply firm by invitation of J. Russell 


VARIETY of items on a single order are read off by Mr. \ Co. ' 
Stone to give students an idea of complexity of supply busi- The purpose—to acquaint the boys with the role of 
ness and necessity of system and organization. supply firms in industry. Accompanying them were 
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LARGE items are carried too, Mr. Donais, salesman tells 
students interested in display of tilting arbor saws. He shows 
how customers can inspect large items on display. 


MACHINERY in motion, such as piston grinder operated 
by Andrew Parsons, is down the students’ alley. They were 
told how some of the supplies they had seen are used. 


SECOND generation student, Richard Hall (right) is con- 
gratulated by Bob Russell as father, Charles Hall, who also 
took the course “away back” and is now an engineer, beams. 


Learn How Supplies 


Clarence “Doc” Lindsay, instructor; B. L. Ward, super- 
visor of machine design at The Fellows Gear Shaper Co.; 
S. G. Leonard, his assistant, and Charles Hall, Parks & 
Wolson Tool Co. engineer. It was the third class to visit 


Holyoke in three years. 
ranged by Russell officials. 
The course was started 32 years ago to give youths the 


A full day’s program was ar- 


RELAXATION. Mr. Allen, industrial supply department 
manager, in white shirt next to projector, showed the 1948 
World Series film in the Russell sales meeting room. 


LUNCH was served at a Smith’s Ferry, Mass. inn where 
“Doc” and students expressed appreciation for the tour 
and Bob and Stuart Russell cxtended future invitations. 


INSPECTION of Westover Field air base ended an instruc- 
tive day. Above, students enter one of Air Rescue Service’s 
“flving box cars” through courtesy of the Air Force. 


Reach Industry 


fundamentals of machine operation through the coopera- 
tion of The Fellows Co., Jones & Lamson Machine Co. 
and Bryant Chucking Grinder Co. The firms provide 
materials, equipment, practical training and jobs for the 
most promising students. 

Many of the graduates, such as Mr. Ward and Mr. 
Hall, have risen to responsible positions in industry. 
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THE 1. People’s incomes have dipped only slightly 


Adjusted for seasonal change 
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ANYONE TRYING to gauge the business 
outlook for the months immediately Feb April 
ahead, particularly in the field of in- 
dustrial distribution, promptly runs 
into a harsh fact. It is that the most 


important element in the outlook is .» » And retail trade has held at a high level 
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one about which there is a superlative seen ETERNAL NEENARNEN 
lack of reliable information. Daily average adjusted for seasonal changes 

That element is the state of inven- 
tories. 

One trouble is that the inventory Retail sales ~ | 
statistics inevitably did not catch a lot 
of supplies, particularly in the metal 
working field, which were piled up A" 
through black, gray and other wise 
cloudy purchasing operations. General 
figures also do not tell how well or 
badly balanced inventories are, though 
it is well known that many of them 
got badly out of balance during the 
shortage period. That makes a lot of i 
difference in what the totals mc 1n. 

Consequently, we cannot put a Mor. May 
terminal date on the process of in- “ —_ 
ventory liquidation. And that means 
we cannot be precise in judging cur- P 
rent business ions, - 3...» But prices have turned down as demand fell 

In general, what has been going on 
in recent months is clear enough. As ™, 
prices of industrial supplies turned N = 
down—as the chart shows prices of 4 7 
metals and metal products began to q 
eatly this year—orders were chopped \ 
off abruptly. Business turned to liv- 
ing off inventories. The one business 
lesson which, above all others, seems 
to have been learned, perhaps too well, = 
from the depression of the thirties, is IN. 

Don't get caught with your inven- —/ ‘ \ 
tories up. 

What happened this spring, as far 
as we know, was this: Retailers all 
through 1948 had been ordering more 
and more each month as their sales 
expanded from month to month. But 
in the fall, or certainly by the first of Aug Dec Feb April 
the year, their business fell off. They = — 
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4,... And manufacturer’s orders, sales dropped 
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immediately cut their orders—and cut 
them heavily to work off the inventory 
they had built up anticipating steadily- 
growing sales. 

If a retailer’s business fell off, say, 
4% or 5%, he probably cut his orders 
through wholesalers to the manufac- 
turers from 12% to 15%—in order 
to get the volume of goods coming in 
well below the level of current sales 
and so work off stock he had on the 
shelf. The manufacturer, in turn, had 
been building up his inventories stead- 
ily. His inventories were too big by 
the amount he had been building 
them up month by month—plus the 
15% cut in retailers’ orders. So he 
cut orders for supplies and raw mate- 
tials by possibly 30%. In all, this 
process may add up to a sudden cut of 


perhaps 50% in orders for companies 
producing raw materials. That sort of 
thing apparently happened in the elec- 
trical appliance and machinery fields, 
for example. When their orders fell 
off, manufacturers cut their buying of 
copper to almost nothing. As a result, 
the copper market stagnated for 
months. Price cuts didn’t ring new 
business until buyers had worked off 
their inventories. 

In the meantime, goods have con- 
tinued to move into the hands of re- 
tail customers in far larger volume 
than materials have moved into the 
hands of manufacturers. Symptomatic 
of what has been going on is the 
record of retail trade. In physical 
volume of stuff moved into the hands 
of consumers, 1949 thus far has 
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improved slightly on the record ot 
1948. But at the same time new 
orders for all manufacturing industries 
dropped 15% between January and 
April and undoubtedly have fallen 
sharply since. 

In general, that means that big holes 
are being caten into inventories. If 
sales to consumers continue to hold 
up, it also means that purchasers of 
industrial supplies will be forced to 
start buying again, even if they would 
rather‘like to sit on the sidelines on the 
chance that the prices of what they 
buy will continue to drop. 


Unemployment and Buying 
Power 


There is, of course, one other very 
unpleasant possibility. It is that un- 
employment, created largely by the 
chopping off of orders for industrial 
supplies, will create enough consumer 
nervousness so that the flow of goods 
over retail counters will begin to sag 
badly. Since consumers can postpone 
buying about a third of all the goods 
they purchase without any immediate 
inconvenience, a sufficiently alarmed 
public can pull the economy down 
fast and far. 

However, even though alarmist 
statements are giving such a develop- 
ment some encouragement, it does not 
scem to be in immediate prospect. 
That is due in large part, no doubt, to 
the fact that American people are 
well-heeled. A recent report by the 
Federal Reserve Board on a_nation- 
wide study of consumer finances shows 
that consumers generally are in a bet- 
ter financial position than they were 
a year ago. 

It is our best judgment that, in the 
months immediately ahead, there will 
be a substantial forced return to buy- 
ing by companies now living on their 
inventories. That will boost new orders 
accordingly. We find some evidence 
here and there to support this view. 
Copper and lead markets, for ex- 
amples, are seeing new orders in en- 
couraging volume after months of 
near-stagnation. ‘The steel industry, 
after a series of sharp cuts in produc- 
tion, is now producing less steel than 
industry is using. ‘That means that 
the fall is likely to see the industry 
producing at a high rate again. A steel 
strike, of course, would draw down 
inventories faster and bring a recovery 
in production earlier. But the evi- 
dence is at best spotty and incon- 
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clusive. Only time can confirm or 
upset our judgment. 

What this could mean for business 
is seen in one fact: Inventory liqui- 
dation has been great enough to ac- 
count for as much as 18 points of the 
26 point drop in the Federal Reserve 
Board index of production. The index 
dropped from 195 last October to an 
estimated 169 in June. A turn in the 
inventory situation probably will not 
carry the index back to 195. But 
normal business through the rest of 
the year might put the index up to 
a level between 175 and 180. 


Inventories and Optimism 


In this connection it should be 
noted that we took a too optimistic 
view of the inventory situation in 
gauging the business outlook for the 
first half of the year. At the time total 
inventories were not high in the fight 
of either the volume of business being 
done or pre-war requirements. But 
they were still high enough to permit 
many enterprises to stop buying and 
live off them for an extended period. 
In that very practical sense, inventories 
were too high. They have accommo- 
dated a larger contraction of new 
orders for industrial supplies than we 
anticipated. 

Of course, how to prevent inventory 
adjustments from seriously unstabiliz- 
ing business remains one of the un- 
solved problems of operating our kind 
of economy successfully. Coming out 
of the war, most industrial enterprises 
had inventories lower than they 
needed to operate economically. In 
building up their inventories, their 
orders caused a substantial bulge in 
the volume of production. Their in- 
centives to build inventories were also 
greatly increased by rising prices. 
When prices started down, the whole 
process reversed. Inventories were 
something to get rid of as fast and 
as far as possible. 

After World War I, inventory ac- 
cumulation on a rapidly rising price 
level went much faster and further 
relatively than it did after World War 
II. As a result, we do not have in- 
ventory adjustments to absorb this 
time as devastating as were those of 
1920-21. However, there was enough, 
and ill-balanced enough, inventory 
accumulation to hit the new order 
books hard as it was being worked off. 
It is a fairly safe bet, too, that inven- 
tory cutting will be overdone, with the 
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result that some unstabilizing inven- 
tory rebuilding will be in order. 


Inventories Are Under Control 


However, business is making definite 
progress toward better inventory man- 
agement. Given a much tougher in- 
ventory problem after this war than 
after World War I, it has been far 
better handled. But it still remains 
for some undiscovered genius to de- 
vise a method of preventing building 
and stripping from rocking the busi- 
ness boat. 

The observations here have been 
about business and inventory accumu- 
lation as a whole. There are, of 
course, striking variations from com- 
pany to company and industry to in- 
dustry. Likewise, variations in the bus- 
iness situation by regions differ sharply 
from the national picture. ; 

How business has varied from region 
to region is reflected in employment in 
manufacturing—the major market for 
industrial distriutors. Detailed figures 
on employment are published late, but 
reports on the first three months show 
that only the Mountain States and the 
Texas area had more people at work 
this year than they did in the first 
quarter of last year. New England 
was off the most, 4%. In other arcas 
the decline was only 1%. 

Sales of clectric power by regions, 
which reflect general activity—busi- 
ness, construction, and trade, show 
major variations. For the country 
as a whole, power sales in the first five 
months were 6% ahead of a year ago. 
That is about what the industry con- 
siders a normal increase. But the 
Mountain States used 15% more 
power, the industrial area between 
Wisconsin and Ohio used 10% more 
and the Pacific States showed a gain 
of 9%. Every other area was using 
about as much, or slightly more, power 
than it did in 1948 except New Eng- 
land. It was down 2%— reflecting, 
probably, the sharp cutback in manu- 
facturing felt by the six states early 
in the year. 

Retail and wholesale trade showed 
the same spotty picture, in general, 
except that wholesale trade was oft 
far more than retail. Independent 
retailers in the country as a whole saw 
their business fall off only 2%—and 
the Pacific and South Atlantic States 
were the only ones below that average. 
Wholesalers of all kinds, however, saw 
their business in the first four months 


down 7% from a year ago. The East 
South Central States saw the greatest 
decline in wholesale sales, 10%, while 
New England and the Pacific States 
were both down 9. Wholesalers in 
every area shared the decline, but the 
West South Central region, including 
Oklahoma, Arkansas, Louisiana, and 
Texas, saw the smallest falling off, 
only 2%. 

The slide-off in production—which 
has seen U. S. industrial production 
fall a little more than 10% between 
October and May—affected every sec- 
tion of the country. Its impact fell 
last on Texas, apparently. Even there 
construction fell off in the first half of 
1949—in fact awards of contracts for 
construction in the Texas region have 
been slower than in other areas. 


Output of Industries Varied 


While production for industry as a 
whole was dropping off about 11%, 
there were big variations among in- 
dustries. Steel production, for ex- 
ample, held at peak through mid- 
March. Then, in the next three 
months, it dropped more than 20%. 
Metal working generally held at a high 
level. The American Machinist Index 
of Production, published by another 
McGraw-Hill magazine, for example, 
has dropped about 10% since last fall, 
and metalworking activity generally 
falls off in the spring from a fall and 
winter high. Automobile production, 
on the other hand, was held back by 
strikes, not lack of demand, but still 
came close to record output in the first 
half of the year. 

In contrast, lumber production 
dropped more than 15% this spring 
from its peak of last summer and tex- 
tile production had declined more 
than 25% from its high of a year ago. 

Individual companies—and whole 
industries—of course vary widely. 
Some textile mills have closed com- 
pletely. Some manufacturers—in a 
wide variety of lines—have seen new 
orders drop as much as 75% in a few 
months. In general, though, because 
retail business has held high, because 
many manufacturers still had some 
backlogs, and because the inventory 
slump did not hit all lines at exactly 
the same time, over-all activity has 
stayed at a high level. 

What the mixed picture does to 
business can be seen from a quick look 
at three major cities: 

Cleveland in mid-June saw new auto 
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sales hit a record not matched since 
July, 1941. Construction, other than 
housing, was at a very high level. But 
steel mills in the area were slowing 
down and employment was at its low- 
est ebb in months. 

Kansas City in June was watching 
the second largest wheat crop on 
record being harvested. Meat-packing 
looked to high-level operations, but 
flour production has been sharply cur- 
tailed. Aircraft plants in Wichita 
were booming, but Kansas City itself 
felt a moderate decline in employment 
in almost all industries. 

The Richmond district, including 
the Carolinas, expects general business 
to continue to fall off slowly through 
July—with textile production down, 
construction about 30% below a year 
ago, and lumber production slow. 
Furniture has been operating at a rate 
about 30% less than in the same 
period of 1948, but tobacco manufac- 
turing is doing reasonably well. De- 
partment store sales have been almost 
even with a year ago, but wholessalers 
have seen their orders drop from 7% 
to 30%. 


‘The Outlook for the Rest of 1949 


Which way will business go this 
fall? 

Aside from the inventory question 
—which means chiefly a question as to 
when companies will begin to order 
in volume again—business prospects 
are good. A look at several key areas 





shows why: 

Retail sales are holding up. Dollar 
volume of all retailers in May, by the 
Department of Commerce figures, 
held at the April level and was slightly 
ahead of a year ago. ‘The actual volume 
of goods moving over the counters is 
larger than it was a year ago. 

Construction as a whole is moving 
to new records. Public works—high- 
ways, bridges, school building, and the 
like—are running about 25% ahead 
of a year ago. ‘The result: Dollar 
volume of total construction is run- 
ning slightly ahead of a year ago. 
With material costs down, and work- 
ers producing more in a day, that 
means the physical volume of con- 
struction may be 5% or more ahead 
of a year ago. 

Homebuilding—which opens a 
major market for appliances, furniture, 
building supplies, and other lines—is 
running better than had been cx- 
pected. Some 95,000 new homes 
were started in May—within 5% as 
many as were started in May a year 
ago, the record month of 1948.  Pros- 
pects are that 1949 will see almost as 
many homes complete as last year, 
and more than were finished in 1947. 
That can be expected to give a steady 
lift to appliances and other products 
whose sales are related to new homes. 

Capital goods production—tools 
and equipment for industry—should 
stabilize about where it is today, or 
perhaps pickup slightly. Industry’s 
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plans to buy new plants and equip- 
ment in third quarter are down only 
4% from the second quarter. 

Textiles have been at a low level all 
through 1949. The industry has seen 
a series of price cuts, but production 
has not gained. In the meantime, 
however, retail sales of textiles and 
apparel have held up fairly well. Cer- 
tainly, they have not dropped off as 
much as production has at the mills. 
Today new orders are picking up again, 
although retailers are buying cauti- 
ously. The industry looks for pro- 
duction to pick up, at least tempo- 
rarily, late in the summer. 


Good Business Continuing 


For business in general the prospects 
add up to a continuing high level of 
activity well into the fall. The boom, 
of course, is past. Competition will 
intensify—as business continues to 
adjust prices. 

Industrial distributors probably can 
look forward to good volume. De- 
pending on the lines they handle, and 
the industries they serve, they can 
expect recovery from the “inventory 
slump”. ‘That will mean more new 
orders—but the competition for those 
orders will be tougher. 

It will take selling—hard selling, 
and attractive products at attractive 
prices—to get the business. But the 
prospect is that the business will be 
there for distributors who can measure 
up to the competition. 














An Index Of Industrial Distribution Articles 


Here’s a listing that will help you look up articles in former issues 


A RECENT CHECK with readers of INpusrriat. Disrrisu- 
TION disclosed that many of them file their copies of the 
magazine. They find it profitable to have the copies for 
reference when faced with a new or different problem. 


To help these readers in locating particular articles, 
we are instituting this service of indexing articles. This 
index covers from August, 1948 through July, 1949. An- 
other index will be published in December.—The editors. 





BUSINESS CONDITIONS 


Month Page 
THE Ourtoox ror 1949............... Jan. "49 82 
Economist interprets business trends 
SurvEY oF DistripuTOR OpErATIONS....Mar. 49 97 
Changes in sales, inventory revealed 
Business ConpiTIons TODAY 
Telegraphic survey reveals trends 


Apr. 749 82 


GENERAL 


Quantity Discounts: Are Tuey Lecat..Dec. ’ 
A New York Lawyer gives expert opinion 

WHOLESALERS = Economic ParasirEs?. . . JAN. 
A distributor’s prize winning essay 

Opportunities TO Hetp Pare Costs... . JULY 
Distributor tells manufacturers his needs 


IDEAS FOR MANAGEMENT 


OrpEeR Routine Can Be SIMPLIFIED... .AUG. 
A simple, speedy, flexible system 


Inventory and Requisition units cooperate 
Wuo’s Next? 
A system for handling counter customers 
SavE SMALL Orpers To Make LARGER 
IOMRE Sac a ee cee A ae eee Nov. 
How a distributor consolidates small sales 
Appep ServicE Means Appep SALEs....Nov. 
Giving buyers extra service helps salesmen 
Tartor Mave AccountTING 
Inventory, sales systems with minimum forms 
STREAMLINED WILL Catt DEPARTMENT. .DeEc. ’48 
Swift, personalized service; no red tape 
Stock PurcHasinc On SCHEDULE 
How to eliminate waste, inefficiency 
EFFECT OF FREIGHT ON MARGINS 
A table that shows you what to figure 
Microritm: A Time & Space SAveR....ApPR. 749 
Ten years of records stored in one cabinet 


> "49 104 


CONCENTRATED SALES EFFORT 
Major lines selected; sales checked, analyzed 
PurcuasinG UNDER CONTROL June ’49 106 
Buyer tells what controls to use and how 


LAYOUT AND DISPLAY 


DesicNep FoR DisPLay 
Building permits passersby to see interior 
Disptays Hetp SALESMEN SELL 
Salesmen tell how’ they get plus business 
PLAN OPERATIONS, THEN BUILD........ Nov. 
Designer aids in setting up efficient operation 
PoTrenTIAL CustoMERS Can Be Stoprep. Dec. 
Display ideas tested by distributor 
It’s Goop MERCHANDISING. ..........+.. JAN. ’ 
How does your building look to the public? 
CuancE Your DispLay FREQUENTLY Jan. ” 
Distributor tells how he does it and why 
Burtpinc ProriraBLE Winpow Disprays. Fs. ’ 
Display man tells you how to do it 
You Can Improve Your Use or Space. .Apr. ’ 
How to improve in limited space 


MEETINGS 


RecionaL Forum Arrracts 300 sc. “48 
Season’s first gathering held in Rye, N. Y. 

ROUNDTABLE ON CuRRENT PRroBLEMS....Dec. ’48 
N. Y. distributors discuss seven problems 

CenTRAL States Stuptes MARGINS...... Jan. *49 
Results of survey presented in Chicago 

Peewee ATTRACTS FOU... 2. oc csinscsves Jan. ’49 
American and National sponsor Chicago meeting 

SouTHERNERS Hoip Min-Year Meetinc. Mar. 749 
Biloxi session attracts record turnout 

SELLING IN Topay’s MARKET........... June °49 
Triple convention held. in Cleveland; 2,100 
registered; new officers elected; manufacturers 
have booths 

Disrrisutors Face Mitt Competition. .Juty ’4+9 
Steel warehousemen meet in Atlantic City 
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PRODUCT SELLING 


“T Sect Marertats Hanpiinc To OTHER 
DisTRIBUTORS” J 88 
How to capitalize on distributor problems 
Linxinc A Reputation TO CHAIN SALES. .F EB. 84 
Novel applications build chain sales 
“Don’t Stick Your Neck Out IN SELLING 
Metats” eB. "49 94 
Things to avoid in your selling efforts 
Grinpinc WHEELS Apr. 49 96 
A special report giving you the where, when, 
and know-how of wheel sales 
Heattu—Se tt Ir Turee Ways........ JUNE 
A technique for selling heating, ventilating 
MareriaAts Hanpiinc EguipMENT Jury °49 73 


"49 110 


Figures and facts that will boost your sales 


PROMOTION 


Toots Exuisitrep IN BANK 
Distributor solves lack of display space problem 

Toot Expert ATTracts Crowp Auc. 748 
Distributor hires demonstrator for week 

ADVERTISING Pays Its Way . 48 
Six full time employees in department 

ADVANCE PLANNING FOR OPEN House....Nov. 748 
How to make plans for an open house 

SaLes PROMOTION: ASSET OR OVERHEAD?. Dec. 748 
Here are the answers 

House Orcan Doustes IN Brass........ Jan. ’49 
News, product promotion, stock list 

Puotos App Prersonat Toucn Jan. "49 
How to score with photo cards to customers 

Tue Postman Rincs Tue SALEs BELL....ApR. ’49 
Advertising & Promotion become major department 


SALES IDEAS 


SaLes MEETING ProcraMs MEAN PLANNING 
Aus. 
Firm with large territory drafts schedule 
Tue [NpustriAL Distriputor SALESMAN. SEPT. 
A special report telling who the salesman 
is, what he accomplishes, hew he operates, 
what tools he uses and what his customers 
think of him. 
TeEAMWorK ON Tue Firinc LINE 
Salesmen and factory men appraise each other 
MANAGEMENT Has a Jos IN THE FieLp...Nov. '48 
How executives get on the firing line 
Make Your Sates Drive SEASONAL ec. "48 
Salesmen get a merchandising advantage 
Tue Sates Conrest—Stitt a Goop 
STIMULANT Jan. ’49 
Distributor tells of results he obtains 
BerTerR SELLING IN Our INDUSTRY ‘EB. "49 
Practical suggestions for improvement 
SALESMEN Want TEAMWORK B. 49 
How to let salesmen know they “belong” 
Teamwork Gives CustoMers Service. .Mar. °49 
Friendship is key to sales program 
Tas Sanes MANAGER... .........0000: May. 
A special report on how this key man in 
distributor organizations operates; sales direc- 


tion, sales promotion and sales meetings 
Sates Meetincs Neep A Snot IN THE 


“On location” meetings do the trick 


SALES IDEAS FOR SALESMEN 


eames hunt for new products preemies sales 
SALESMAN TEAMS Up Wirn ENcinerER...Avuc. ’48 
The how of a sales-producing combination 
PropuctTion IDEAS FOR SALES Auc. 748 
Sales emphasis put on ideas for customers 
OpporTUNITIES IN PRODUCE PACKING 
PLANTS 
How to tap a rich market 
PACKAGED SELLING Wins CusToMERs... .OcrT. 
Sales kit provides sure-fire selling program 
SERVICE SELLS THE SALESMAN.......... Oct. 
Salesman gives 12 guides to good service 
Gaskets Burp SuppLy SALES.......... JULY 
Custom-made jobs used to boost sales 
A New Propucr Witt Do It 
How a salesman peps up his sales drive 
Tue SALESMAN’S STAKE IN A SALEs MEET- 
ING 
What you can get from meetings and how 
SALESMEN Go TourING TO SOURCES..... Nov. ’48 
Visits to plants step up ability to sell 
More SELF-RELIANT SALESMEN......... Dec. 48 
How to get more time for creative selling 
Wuo SHoutp Get THE ORDER?........ Dec. ’48 
Two salesmen put on presentations 
You, Too, Can Seti Grinpinc WuHEELs. .Dec. *48 
Specialist advises study, careful preparation 
A SALESMAN’s APPROACH TO SALES....... J. AN. 749 
‘Salesman says you must know yourself 
SMALL CusTOMERS: CHALLENGE TO NEw 
SALESMEN ‘eB. 749 
Ilow to meet the challenge successfully 
You Neep Everyone’s COOPERATION... . FEB. 
How to get all in plant on your team 
ScratcHinG WitH A WISHBONE 
A salesmanager’s appraisal of salesmen 
Don’t Sett—HEtp THE Buyer Buy.... 
A new way to approach selling problems 
IpeaAs THat Arp Customers Atso SELL. . Mar. ’49 
How to sell ideas as well as products 
CustoMEerRs: Know, Respect, SERVE 
TRON os cos 0 ale ae'ace aia Son #6 Sw a 4% ore Mar. 749 
Trio of salesmen discusses fundamentals 
Down ON THE FARM 
How modern equipment opens the way for sales 
Wuart Goes On in A Buyer’s Minp.....JUNE "49 
A purchasing agent gives you the lowdown 
Gettinc In On THE INSIDE NE 749 
Here’s a formula for getting into shops 


TRAINING 


TRAINING TOMORROW'S EMPLOYEES.... - Auc. ’48 
Distributor cooperates with High School 
PROMOTING CONFIDENCE AND THINKING. .Auc. 748 
A program that stimulates trainees 
ReBuILpING THe SALES STAFF 
How to set up a long range program 
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SHort Curs in TRAINING SALESMEN....Mar. °49 
Trainees set their own schedules 

SALESMEN WHEN NEEDED 
Program geared to growth of firm 


WAREHOUSING 


PreFAB SOLVES WAREHOUSING PRoBLEM. .Ocr. ’48 
Here’s a way to lower handling costs 

Suippinc Lenps A Hanp IN SALES....... FEB. 
A way to use manufacturer’s literature 

MovasBLeE PLaTFoRM Speeps MATERIAL 
HANDLING . 
How a distributor solved a critical problem 

WareHousE Routine REVAMPED........ Apr. °49 
Orders filled faster, more efficiently 

Erricient Two LeveL WarEHOUSING. . .JULY 
New system speeds order processing 
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DEPARTMENTS 


How THEY... 

Make their city sale counter work over- 
time 

Speed second floor storage 

Break in new salesmen 

Facilitate wire rope identification ....Se 

Made a display frame of a_ blocked 
window 

Put catalogs on wheels to create custo- 


Use a hydraulic hoist for unloading... . 
Lift heavy loads 
Keep stocks orderly 
Rack V-belts, ceiling to floor 
Unload pipe from railroad cars........ Nov. 
Stack wire rope for handier storage 
Keep circular saws safe and clean 
Speed order filling on hex nuts........ Dec. ’ 
Catch the need as well as the eye 
Capitalize on truck advertising 
Bring order to an electric tool display. . . Jan. 
Lift heavy boxes and crates easily 
Facilitate handling with movable load- 

ing dock 
Remind salesmen of what’s what 
Gain extra storage space 
Make basement storage efficient....... Mar. ’ 
Constructed racks to meet special needs. Mar. 
Created a display to show bearings at 

DE Fee kbtexwrtesewservenercaeal Apr. 
Constructed a chain operated jack for 

PE tic ciKevernewniaré ens ancl Apr. ’ 
Record all incoming telephone calls... . June 
Facilitate the handling of V-belts. ..... June 


SALESMEN Say . . 


Wear the proper clothes and watch the 
little things 

Think, act, serve, profit and follow 
through 

Work your sales through the p.a....... Aug. 
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Creative selling is still best , 
Breaking down sales figures aids selling. . Oct. 
Writing specifications means more sales . Oct. 
Sample and demonstrate selling’s best 
aids 
Believe in the products your company 
sells 
Service in emergencies establishes sales- 
man 
Expose yourself with merchandise... . . Dec. 
Flattened nails sell valves............. Dec. 
Curiosity helps win contests........... Jan. 
Products punctuate good sales talk 
Customer knowledge good for trainees. . F 
Be prepared to close the sales 
Openers in selling are all-important. .. . 
Sell to meet customer’s necds......... Mar. 
Mar. 
Attention getting pays in actual sales. . . . Apr. 
Leave it on trial to get the sale Apr. 
You get the order with specific questions . Apr. 
Solve technical problems to get more 
orders 
Product knowledge again brings in the 
ND Sccrgnvean ner dkee eR erEe KR: May 
Bearings bear watching, watching brings 
sales 
Better too formal than too informal... .June ’ 
Large contractors do favor local dealers. . June 
You, too, can break into a conceded field. July 
Build firm friendships to help yourself 
along July 
You can cash in on designing ability... . July 
Questions & ANSWERS ON .. . 
Bearings 
Belt dressings 
Circular saws 
Extinguishers 
BED sce chinAWec ki neewan Kenanenes Nov. 
Electric Hoists 
Flexible shaft machines............... Jan. 
Electric motors : 
Air compressors 
Wire power-driven brushes............ Apr. 
Hand gages 
Rope 
PN NE, se ntensicvparanere des July 
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New Propvucts 
Our INpustry AND NaTionat Poticy....Nov. 
BEAGON S TGRERTINIS 56. 6 kcocs cdc seas ss Dec. 
Wuat’s Your Bupcer ror 1949? ....... Jan, ’ 
Saves (Gosrs TOO HIGH? ...\. 046666060 Feb. 
ANNUAL SuRVEY RESULTS 
SeLtt Cost REDUCTION 
Mr. Sates MANAGER— TIME TO TAKE 

Orr Your Coat 
CONVENTION PosTscCRIPT 
How’s Business? 
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SALES MANAGEMENT can improve sales effort, 


says Zack Martin, president, Owen-Richards Co., 


Birmingham, Ala., by encouraging . . . 


.. . A Congenial Home Life 
For Salesmen 


Mosr apvice on sales management 
contains a grudging concession that 
home life has something to do with 
the way a salesman sells. Zack Martin, 
president of Owen-Richards Co., Bir- 
mingham, Ala. industrial supply firm, 
goes considerably further. Mr. Martin 
is convinced that the effective sales- 
man is the one with a congenial home 
life. - 

Mr. Martin has had considerable 
sales experience. He knows the rigors 
and distractions of life on the road. 
From association with, and study of, 
many salesmen who have had to spend 
considerable time away from home, 
Mr. Martin is convinced that it does 
more harm than good. The salesman, 
who spends all his weékends at home 
with his family, Mr. Martin added, 
renews himself constantly and returns 
to the selling job with industry and 
determination. 

With selling morale as the stake, 
Mr. Martin said, it is part of sales 
management’s responsibility to see 
that salesmen get the chance to see as 
much of their homes as is consistent 
with selling efficiency. This convic- 
tion is reflected in Mr. Martin’s sales 
direction. It is a major factor in his 
assignment of geographic territories 
and in the routing of territorial sales- 
nen, 


At Owen-Richards, Mr. Martin as- 


Ordinarily your editors confine themselves to articles directly 
concerned with distributors or distributor operations. A good 
example of such an article is the one above. It contains a perti- 
nent message for both distributors and their salesmen. 
However, once in a great while, there is good reason to 
depart from our usual custom. The picture story on the next 


signs salesmen’s tasks by accounts and 
geographically. Since city and subur- 
ban * san are assigned accounts in 
and around Birmingham on the basis 
of potential, they can cover their cus- 
tomers without staying away from 
home. It is with territorial salesmen 
that Mr. Martin concerns himself to 
provide time at home. 

Owen-Richards Co. employs three 
territorial salesmen covering western 
Florida, central and southern Alabama. 
The territories were determined by 
two factors: (1) potential business in 
an area, and (2) size as affecting sales- 
man’s home life. 

In outlining a territory, Mr. Mar- 
tin’s primary consideration is to see 
that it contains enough potential busi- 
ness to permit a salesman to earn a 
good living. This was ascertained by 
a survey of industries using Owen- 
Richards Co.’s products and estimates 
of plant potentials. 

The size of the territory is then 
considered in the light of the time re- 
quired for a salesman to cover it. An 
analysis of customers’ purchases in the 
area indicated call frequencies. Using 
call frequencies as a basis, routings 
were scheduled for four-day road travel 
periods. On this basis, the salesman 
would not be required to spend more 
than three nights away from home 
cach week. 





EDITOR’S NOTE 


ZACK MARTIN 


However, the most careful planning 
cannot foresee emergencies and out-of- 
the ordinary circumstances which can 
prevent a salesman from completing a 
scheduled round of calls. Rather than 
keep a salesman away from home, Mr. 
Martin made it an order for his terri- 
torial salesmen to return home Friday 
afternoons regardless of where they 
might be. This would apply even if 
the salesman had only one more cus- 
tomer to sce at the end of the week. 

According to Mr. Martin, the ex- 
pense of cutting short the schedule is 
more than offset by the gain in the 
salesman’s morale. “The territory 
men”, said Mr. Martin, “live in what- 
ever community they think is most 
suitable for their family and most 
convenient for covering the territory. 
They cover the immediate vicinity 
around their homes on Monday and 
leave for the more distant customers 
on Tuesday. Our territories are so ar- 
ranged that the country men are sel- 
dom, if ever, away from home over the 
week end.” 

“Such a policy,” Mr. Martin con- 
cluded, “has proved to be advanta- 
geous to all parties concerned. It has 
developed the salesman’s and his fam- 
ily’s interest in his job and in the 
company. The turnover has been in- 
significant and the sales volume good.” 
What more can a distributor want? 


two pages represents one of these rare departures from custom. 
It is a pictorial report on that smash hit play, “Death of a Sales- 
man”’. It, like the article above, has an important 


message and, strangely enough, a very similar mes- 
sage although the approach is entirely different. 
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Encouragement is given Willy Loman by his wife, Linda, dur- 
ing one of those rare moments when Willy looks at himself 
objectively and says: I don’t know why—I can’t stop myself—I 
talk too much. A man oughta come in with a few words, 


\ family quarrel, after a day when Willy failed to make the 
grade, Icads Willy to believe everyone is against him. He turns 
on his understanding wife and says: Don’t take his side all the 
time, goddammit! 


“Death of a 
Salesman” 


IN HE Business woxip today the spotlight is on the 
salesman, thanks to the competitive market. In the 
theater world, too, the spotlight 1s on the salesman, thanks 
to Arthur Miller’s prize winning production, “Death of a 
Salesman”. The Broadway smash hit has won acclaim 
from all directions. 

Mr. Miller’s story is a simple one, but one that is told 
with terrific dramatic impact. It is one, too, that is bound 
to make every salesman think. 

The story is one of an aging salesman who is incapable 
of facing reality. He lives in the past, dreaming of the 
palmy days when his flashing smile, firm handclasp and 
lively stories brought orders. He refuses to recognize that 
his customers of yesterday are gone; that he has nothing 
to offer today’s buyers. 

ired from his job, denounced by his sons and too 
filled with false pride to accept a job from a ncighbor, 
Willy turns from reality for the last time—he chooscs 
death. 

The play was staged by Elia Kazan. In addition to Lec 
J. Cobb as Willy, the cast includes: Mildred Dunnock as 
Linda; Arthur Kennedy as Biff; Cameron Mitchell as 
Happy; Don Keefer as Bernard; Winnifred Cushing as 
The Woman; Howard Smith as Charley; Thomas Chal- 
mers as Uncle Ben; Alan Hewitt as Howard; Ann Driscoll 
as Jenny; Tom Pedi as Stanley; Constance Ford as Miss 
lorsythe, and Hope Cameron as Letta. 


Willy’s sons planned a big celebration dinner for Willy, but 
before Willy arrives the sons become interested in a girl. 
Biff savs: Do that, will you honey? And see if you can get a 
friend. 
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The only real friend Willy has is a neighbor, Charley, who tries to bolster Willy’s l'ired instead of getting the inside job 
spirits by playing cards with him. Charley offers help in the form of a job, but Willy he pleaded for, Willy can’t believe it. 
takes the offer as an insult and says: I got a job, I told you that. What the hell are He says: But I gotta earn money, How- 
you offering me a job for? ard, I'm in no position to—. 


Deserted in the restaurant by his sons, Willy’s mind wanders Truth is forced on Willy by his son, Biff, who says: Pop, I’m a 
to the past. He’s brought back to the present when the waiter dime a dozen, and so are you! I am not a leader of men, Willy, 
savs: Hey, let’s pick it up, pick it up, Mr. Loman. Your boys and neither are you. You were never anything but a hardwork- 
left with the chippies. ing drummer who landed in the ash can. 
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RECENTLY REMODELED. The Oberjuerge building in St. Louis now has an 
additional 5,000 sq-ft. of floor space. The expansion move, exccutives said, was 
necessary to insure that top-flight service will be rendered ot all customers. 


REGULAR CALLS are a must at 
Oberjuerge. Salesman B. E. McCaslin 
checks his call schedule for the day. 


HERE’S A DISTRIBUTOR’S 4-C ANSWER TO COMPETITIVE DAYS:— 


“Constant Contact Creates Customers” 


Most SALESMEN will admit that sev- 
eral years of the sellers’ market has 


made them somewhat complacent in ~ 


their selling procedures. 

Now, however, economists and top 
business exetutives say: “The day has 
arriyéd when the exeeutive groups who 
have not planned to offset a. slightly 
declining sales volume «with “bétter 
service to customers and more aggres- 
sive salesmanship, are going to feel the 
pinch in their profits.”. [hey warn, 
too, that “management must buckle 
down, exhibit more selling energy and 
alacrity.” 


A good example of what foresight. 


and hustle can do to meet the com- 
petitive days ahead is the efficient sales 
direction and management thinking 
when Oberjuerge Rubber Distributing 
Co., St.Louis, was founded. Thirteen 
years ago, Walter W.. Oberjucrge, pres- 
ident, decided that “Constant Contact 
Creates Customers.” » “* =.. +. 

This “four C” theory’ still holds 
good today, and Mr. Oberjuerge be- 
lieves in it lies the answer to the com- 
petitive market of today and tomor- 
tow. The tools he uses to put his 
theory into practice are: 

1. Aggressive salesmanship. 


2. Acontinuous direct mail program 


3. Prompt and efficient service 
One of the first rules with which 
Oberjuerge’s six outside salesmen must 
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comply is that they make every call on 
their schedule regularly and on time. 

“No account is too small or too 
large to call on,” said Mr. Oberjuerge. 
“We insist that the salesman make 
all the calls mapped out on his sched- 
ule, whether they produce orders regu- 
larly or not. Even if an account has 
not given us an order in months, we 
still insist the salesman make his regu- 
lar call. We figure that some day his 
chance will come, and it gives us the 
satisfaction of knowing we are getting 
good territorial penetration.” 


Advance Call Schedule 


All calls made by salesmen are 
scheduled a year in advance. Each 
schedule lists the ‘“‘major task ac- 
counts” as well as small accounts and 
those in the process of developmcnt. 
A few days before cach call, the sales- 
man mails a printed postcard to the 
buyer, telling him on what date the 
call will be made and suggests that 
the buyer hold any order he might 
have for industrial rubber products or 


*-sheaves until the salesman calls. This 


tard serves to “break the ice’”—the 
salesman’s call is not a surprise visit. 
“The card gives the buyer a day or 
two to think over his mechanical rub- 
ber goods needs before the salesman 
calls,” said Mr. Oberjuerge. 
Oberjuerge salesmen turn in daily 
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call reports. ‘They are routed to all 
sales personnel by means of a rubber 
stamped “Contents Noted” box in 
which the salesman puts his initials. 
“This is important to us,” said Mr. 
Oberjuerge. “Each salesman acquires 
a knowledge of the customer problems 
and how they are solved by his fellow 
salesmen. This knowledge sometimes 
proves helpful to each salesman in his 
own territory.. In addition, when va- 
cation time rolls around, substitute 
coverage of any account can be made 
with no decrease in attention or serv- 
ice to a customer.” 

Keeping salesmen completely in- 
formed as to availability of stock 
helps them in making shipping com- 
mitments when they are in the field. 
To do this, Oberjuerge Rubber sup- 
plies each salesman with a month-to 
month record of inventory. It is sup- 
plied in booklet form, designed for 
easy reference. 

“Broken promises are detrimental 
to good customer relations and, in the 
field, this information is invaluable 
to the salesman,” said Mr. Oberjuerge. 

Incentive for salesmen is not over- 
looked. .The salesman’s monthly in- 
ventory record lists slow moving mer- 
chandise as “premium Merchandise.” 
As an incentive to push these prod 
ucts and get turnover of this stock, a 
contest is held. Every six months threc 





MAILING LISTS are vital and Sales- 
man H. E. Kellman checks his book 
literature to go to his customers. 


prizes, $100, $75 and $50, are offered 
to the salesmen showing the greatest 
volume of sales in slow movers. 

Additional sales helps include a 
monthly progress report by salesmen, 
by accounts. The form lists: 1. ac- 
count name; 2. monthly sales; 3. total 
sales, year to date; 4. total sales same 
period last year. 

“This report serves as a sales indi- 
cator, showing the salesman every 
month on what accounts sales pressure 
is needed,” Mr. Oberjuerge said. “It 
keeps the salesman on his toes, Ictting 
him know how his territorial accounts 
are faring.” 

“Sales conferences are held every 
three months to discuss sales ideas ac- 
cumulated from trade publications 
such as INpusTRIAL DisrripuTIoNn and 
from manufactures’ literature,” Mr. 
Oberjuerge said. “In addition, we dis- 
cuss any ideas the salesmen wish to 
contribute.” This meeting is in addi- 
tion to the regular sales meetings 
staged with the assistance of manufac- 
turers’ representatives. Mr. Ober- 
juerge keeps a special file of accumu- 
lated selling ideas. Shortly before the 
quarterly sales conference is scheduled, 
he prepares a formal presentation. 

Oberjuerge salesmen rely upon the 
firm’s year-in, year-out advertising pro- 
gram to maintain a close contact with 
their customers. This form of cus- 
tomer contact, although the “silent 
salesman” type, has done much in cre- 
ating new customers and keeping old 
ones informed. 

The regular monthly mailing con- 
sists of 4,000 blotters and an equal 
number of product literature pieces. 
Blotters are pictorially designed to suit 
the individual tastes of all customers. 





OBERJUERGE RUBBER DISTRIBUTING CO., 
St. Louis 2, Mo. 


Salesmen’s Monthly Progress Report 
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PROGRESS REPORTS kcep salesmen at Oberjuerge Rubber Distributing Co., 
informed as to their sales. The reports lists the month’s sales, total sales for the year 
to date and total sales for the same period the year before. 


‘lwo types are used, the “girlie type” 
and those with hunting and fishing 
scenes. ‘The type of blotter mailed 
to any one customer is determined by 
the salesman who covers the account. 
The same rule applies to the two differ- 
ent types of calendars which are, for 
the most part, delivered personally 
by Oberjuerge salesmen. 

Product literature used in the mail- 
ing program is selected for its attrac- 
tiveness and applicability to customer 
needs. Requests for special mailings 
on special products are handled at the 
salesman’s individual request and sent 
to a select group of customers in his 
territory. Product literature mailings 
usually offer “give-aways,” technical 
data or samples which can be had by 
mailing the return address card. This 
type of direct mail has been found 
to be the most successful from a cus- 
tomer interest standpoint. Only one 
rigid house rule is applied to direct 
mail: It must go out once a month. 


Promotional Material 


Other promotional material uscd to 
make customer contact includes classi- 
fied telephone directory listings. Ober- 
juerge Co. appears in the classified 
listings ten times. 

Cigars are passed out to Oberjuerge 
customers by salesmen as another 
method of maintaining good will. The 
cigars are identified on the wrapper 
with the salesman’s name as being as- 
sociated with the Oberjuerge Co. 
Large supplies are kept on hand in a 
nearby freezer locker and are available 
to salesmen anytime. I'ntertainment 
of customers is heartily endorsed by 
the management of this firm. 

The window display in the Ober- 
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juerge building is changed m-nthly. 
The location of the building makes 
window display and the building itself 
effective sales producers. Open house 
is an annual affair that attracts a good 
number of customers from surround- 
ing territories. 

“Prompt and efficient service is an 
absolute must in our business,” said 
Mr. Oberjuerge. “The type of ma- 
terials is most always in immediate de- 
mand and requires rapid delivery.” 

Unable to get prompt delivery from 
his regular supplier, a purchasing agent 
at a strip mine, 85 miles from St. 
Louis, called Oberjuerge Co. for a 
thousand feet of 4- and 6-in. water 
hose with which to pump out a 
flooded section of the mine. The ac- 
count was by no means a good cus- 
tomer. Still, Oberjuerge delivered the 
hose within 24 hours from the time 
of the call. 

A few days later, an executive of the 
mining company called to thank Mr. 
Oberjuerge for the prompt service 
which, he said, “saved this company 
considerable expense.” “Hereafter,” 
the executive said, “when your sales- 
man calls on our purchasing agent, if 
it’s possible there'll be an order for 
him. Your firm will be our sole sup- 
plier of industrial rubber products 
from now on.” 

This, of course, substantiates Mr. 
Oberjuerge’s statement that, “No ac- 
count is too large or too small to call 
on, we insist that the salesman make 
all the calls mapped out on his sched- 
ule, whether they produce orders or 
not. Someday his chance will come. 
Aggressive salesmanship, direct mail 
and prompt service will be the answer 
to the competitive days ahead.” 
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DEMONSTRATIONS are a vital part of sales survey cam- 
paigns at Mine & Smelter Supply Co., Denver. Bob 
Madden tests the flexibility of a saw blade for a customer. 


PROGRESS REPORTS are given salesmen every two 
weeks. Salesman Madden, having just received a report, 
gocs over it with L. W. Grove, manager. 








Sales Survey Campaigns Convert... 
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SALES CAMPAIGNS too often produce an inflated volume, 


Mr. Grove said. But his firm conducts. . . 





SALES SURVEY DRIVES to level out inflated peaks and 


to produce increased volume that is maintained. 


Inflated Peaks into Steady Increases 


TimE-resrED sales ideas are being 
adopted by most industrial distribu- 
tors to meet the competitive con- 
ditions of today. Mine & Smelter 
Supply Co., Denver, is among them, 
but its executives are fully aware that 
most sales ideas have shortcomings. 
“Most time-tested sales ideas will 
produce an increased sales volume,” 
said L. W. Grove, Denver manager for 
Mine & Smelter. “But, the trouble is, 
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the increased volume usually lasts only 
for the short time that the sales drive 
is in progress. To many salesmen, a 
sales drive is a period of time when 
an inflated sales volume is created; it’s 
a product sprint that normally is ex- 
pected to seek its pre-campaign levcl 
when the sales drive is over.” 

Mine & Smelter officials, Mr. Grove 
said, were anxious “to devise a sales 
scheme that would increase our sales 
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volume and maintain its campaign ratc 
of sale. We came vp with a sales sur- 
vey campaign that has worked out 
with a high degree of success.” 

Mine & Smelter salesmen say survey 
campaigns bring them three major 
benefits: 

1. Increased sales volume on cam- 
paign products—increases _ that 
are easily maintained on a year- 

’ round basis. 
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SURVEY REPORTS are mailed in by salesmen daily. The form was designed to 
minimize paper work for salesmen. The results of interviews with buyers are given 
in code letters. Space is provided at the bottom for additional comments. 


2. Determination of the entire sales 
potential for sales campaign prod- 
ucts in each territory. 

3. Renewed sales enthusiasm that 
creates a healthy respect for sales 
planning and direction by man- 
agement. 


Sales Meeting Held First 


Sales survey campaigns start with a 
sales meeting on the two or three 
chosen products. A recent example 
was drills, taps, hack and band saws. 
The help of a factory representative 
was enlisted to point-up each. sales- 
man’s knowledge of these products 
and to bring him up-to-date on new 
product developments and sales tech- 
niques. 

There is no pre-determined length 
of time for campaigns. They might go 
on 30, 60 or 90 days, depending on 
the time it takes cach salesman to talk 
drills, taps, hack and band saws to 
every buyer in his territory. 

“The point of a campaign,” said 
Mr. Grove, “is to get the salesman to 
do a sales job on these products with 
every purchasing agent and small buyer 
in his territory, whether the salesman 
thinks a sales possibility exists or not. 
By keeping a close check on our sales- 
men’s daily reports, we learn where 
and with which accounts the sales po- 
tential for these products exists. 

“Many of our salesmen have man- 
aged to dig up business for campaign 
products in plants where they never 
knew a sales possibilitv existed. In 
the eighteen months that we have 
been operating under the sales survey 
idea, increased sales volume on some 
of the perishable tool lines has been 
as high as 25 percent. More gratify- 


ing, however, is the fact that this in- 
creased volume is maintained for 
months after a campaign.” 

How a Mine & Smelter salesman 
operated in a sales survey campaign 
can be illustrated by Bob Madden’s ex- 
perience in the recent drill, tap, hack 
and band saws campaign. 

Soon after attending a sales meet- 
ing on these products, Mr. Madden re- 
ceived a letter from his sales manager 
giving him five days notice as to when 
the campaign would start. With this 
letter was a supply of product litera- 
ture and product samples with which 
to make customer demonstrations. 


Bi-Weekly Report Aid 


The letter reminded Mr. Madden 
that a strict accounting of his personal 
sales performance would be main- 
tained. It told him his sales quota and 
reviewed the recommended demonstra- 
tion procedures for each line. To keep 
him informed on his campaign prog- 
ress, the office gave Mr. Madden a bi- 
weckly report listing the total number 
of orders received and the dollar vol- 
ume. 

Making the rounds of every account 
in his territory, Mr. Madden delivered 
his sales talk and demonstrated his 
campaign products. He reported the 
results of his daily sales interviews on 
a prepared survey form, mailing the 
report at the close of cach working 
day. 

Every effort is made to keep the 
survev reports simple for the salesman 
to fill out. Although the form will 
differ with the type of products being 
pushed, the use of code letters to 
answer survey questions is preferred 
by the salesmen. 
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In the drill, tap, hack and band 
saw campaign, for example, the sales- 
man had only to write in his cus- 
tomer’s name and one of four code 
lctters in each box under the three 
p-oduct line headings. The code was: 
A—Received order; B—Buys from us; 
C—Does not buy from us; D—Prom- 
ised future order. Additional spacc 
was provided for any remarks the sales- 
man might want to make concerning 
cach account. 

“It has been our experience,” Mr. 
Grove said, “that the salesmen who 
best respond to the sales survey are the 
ones who show the best return in sales 
volume. To get everyone’s coopera- 
tion during a sales drive, the daily mail- 
ing of the survey reports is rigidly 
policed and every report is thoroughly 
scrutinized by management cach day.” 


Follow-Up Letter at Close 


Compiling the information con- 
tained in the survey reports gives the 
salesman and management a complete 
picture of the accounts where extra 
sales emphasis is needed in the dif- 
ferent campaign products. At the close 
of each campaign, a follow-up letter 
goes out to each salesman listing the 
accounts in their respective territories 
where there is a sales potential for the 
products but from whom no orders 
have been received. These accounts 
are given “special treatment” by di- 
rect mail and by extra sales effort by 
the salesman covering the territory. 

Sales survey campaigns are a con- 
tinual process with Mine & Smelter. 
As soon as one drive ends, another 
begins. 

One recent campaign was on weld- 
ing equipment and supplics and was 
designed to accumulate market infor- 
mation as well as boost sales. Mine & 
Smelter officials were anxious to know 
how many accounts in their trading 
area used electric welding and gas 
welding, and how many used gener- 
ators in making their own acetylene 
gas. 

Combing the territories thoroughly, 
the salesmen collected a wealth of mar- 
ket material as well as making sales. 

The same treatment, Mr. Grove 
said, can be applied to any group of 
products, and it will supply managce- 
ment with the information that is 
necessary to keep inventories at a 
profitable level. 





Hardly any kind of -hardware can 
boast of greater antiquity than nails, 
inasmuch as they are mentioned in the 
4th chapter of the Book of Judges, and 
in other parts of the bible. 





























FEATURES of speed reducer are explained by Pau! Babcock, 
Jr., specialist, to Gordon Tobey, salesman, and G. W. 
McIntosh, department manager, Chase, Parker & Co., Boston. 


SALESMEN appreciate the fact that product recommendations 
are a specialists’s responsibility says Mr. Babcock, and they 
generally cooperate with data on customers’ operations. 


Teamwork In Selling Is Simple 


Former factory man, now specialist in 


gives two requirements for making joint 


Cooperation between manufacturers’ 
men and industrial supply salesmen is 
a relatively simple matter to Paul 
Babcock, Jr., gear and speed reducer 
specialist for Chase, Parker & Co., 
Boston. As a former manufacturer’s 
representative, Mr. Babcock has had 
experience on both sides of the selling 
team—imanufacturer’s and _ distribu- 
tor’s. He has always managed to get 
along with the other fellow to their 
mutual advantage. 

Mr. Babcock’s formula for effective 
teamwork by manufacturer’s men and 
supply salesmen is boiled down to two 
basic requirements. They are: (1) 
mutual planning of calls and, (2) mu- 
tual understanding of the job to be 
done on each call. 

Planning of calls, Mir. Babcock 
pointed out, is a two-way proposition. 
The supply salesman lays the ground- 
work of the schedule. The salesman’s 
knowledge of his customers and their 
operations enables him to judge in 
what plants the manufacturer’s man 
can do the most good. However, 
where a technical problem is involved, 
the factory man’s advice on whether 
a call is necessary should be con- 
sidered. Many of the so-called prob- 
lems can be treated by the salesman 
after an explanation by the factory 
man. This arrangement increases the 
salesman’s prestige with the customer 
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and saves time for both, the salesman 
and the factory man. They can then 
devote more time to the customers 
who really need technical assistance 
and for those customers where a call 
by a manufacturer’s man will really 
do some good. 

Generally speaking, Mr. Babcock 
said, the industrial supply salesman is 
a pretty good judge of where to make 
joint calls. The nature of the prob- 
lem is not the only consideration in 
determining whether a call is neces- 
sary. In some instances, the salesman 
may want to convince a customer of 
his desire to be of service, or to show 
the customer that expert attention to 
his problems is available any time he 
wishes to make use of it. There may 
be no problems involved but the psy- 
chological effect of a call would be 
beneficial just the same. 


Has Own Accounts 


In his present capacity as a gear 
and speed reducer specialist, Mr. Bab- 
cock has a set number of accounts on 
which he calls according to schedule. 
These accounts are customers whose 
requirements for power transmission 
items relative to his field run from 
fair to large quantities. He calls on A 
customers, that is, those with a high 
potential transmission business such 
as original equipment manufacturers, 
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supply firm, 


calls effective 


at least once per month. These ac- 
counts, incidentally, are visited by reg- 
ular supply salesmen more frequently 
for overall supply requirements. 

On B customers, good industrial 
accounts such as textile mills, lamp 
works and others which do consider- 
able experimental and maintenance 
work, Mr. Babcock calls about once a 
month to once every six weeks. As 
far as the remaining customers arc 
concerned, he calls on these less fre- 
quently, depending on what the cur- 
rent possibilities are. 

In addition to this schedule, Mr. 
Babcock is called upon by any of the 
supply salesmen to assist in solving 
their customers’ power transmission 
problems. Most of these customers 
are not on Mr. Babcock’s regular list, 
being small users of transmission prod- 
ucts. However, in servicing these cus 
tomers with the salesman, Mr. Bab 
cock faces the same tasks as does the 
manufacturer’s man and feels that 
cooperation with the salesman is a 
“must” in order to get the best results. 

Mr. Babcock claims one advantage 
over the factory representative in that 
he is in closer touch with the sales 
men. Freequent discussions of cus 
tomer’s problems with the supply 
salesmen have given him a clear pic 
ture of their operations and equip 

(Continued on page 137) 








J.H. McGinnis, Osborn Representative and T. Gordon Vaughan, Sales 
Manager, The W. M. Pattison Supply Co., Cleveland, Ohio. The 
Pattison Supply Co. has handled Osborn Brushes for over 25 years. 





Sales ‘Background’ for Mote Business! 


ODAY, as never before, your customers 

are measuring value in terms of quality and 
service. They are aware of the fact that the pur- 
chasing power of their dollars achieves maximum 
effectiveness when invested in proven products. 
The fact that you are a distributor for Osborn 
— manufacturer of quality brushing tools for 
industry for over half a century —gives you a 
sales background for more business in a value- 
conscious market. 


For Osborn makes a full range of brushes for 


every industrial purpose...longer lasting,“‘work 


balanced” 


power driven brushes that clean, deburr, polish 


paint and maintenance brushes.. . 


and finish... far better, faster and at a lower end cost! 


Remember, every plant uses brushes. Get be- 
hind this top quality Osborn line and insure 
profits through ’49! 


THe Osearn MANUFACTURING COMPANY 


Dept. 173, 5401 Hamilton Avenue Cleveland, Ohio 














WORLD'S LARGEST MANUFACTURER OF BRUSHES FOR INDUSTRY + POWER DRIVEN BRUSHES + PAINT BRUSHES »« MAINTENANCE BRUSHES 
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Supply Sales Trends 
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ORDERS PER WORKING DAY for June were 89, 


down 5 from May. Orders per salesman per day were 
7.0, down .4 from May. 
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REGIONAL TRENDS were ratlcr consistently down. SIZE OF AVERAGE ORDER for Junc was 37.50, 
Although the Sales Indicator for the Pacific Coast and holding the level of recent months. Volume per sales- 
the North Central regions were down, due to drop in man was $13,300, down $1,500 from the $14,800 
volume, orders per salesman and orders per day were up. reported for May, 
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Look what this New Oster Machine can do 
to make a tough prospect say YES’ to you 


View at right shows the 
new quick-centering 
roller type cut-off de- 
vice. This feature does 
away with any adjust- 
ment of the two rollers. 
(A blade type cutter 
for conduit is available 
at extra cost.) 


Close-up view of the 
exclusive, Oster-engi- 
neered ‘‘SPINFAST" 
Front Chuck, That 
knurled wheel gives a 
quick positive grip for 
instant chucking or un- 
chucking without a 
chuck wrench, 


CAPACITY OF THE NO. 522 “PIPE MASTER” DE LUXE 
Two quick-opening, adjustable die-heads, each with two sets of 
Right Hand, Carbon Steel Pipe Dies cover, respectively, the 
ranges from Y%4" to 3%" and 1” to 2”. Extra range Ye" pipe. 
Bolt range %4" to 11/2”. Extended range with drive shoft and 


geared die-stock 21/2” to 8” pipe. 


MEET THE NEW OSTER 
No. 522 


De Luxe “PIPE MASTER” 


Open the eyes and the pocketbooks of your prospects 
for portable power pipe threading machines. Tell them the 
big features that make this new No. 522‘'PIPE MASTER” 
DeLuxe a first class investment for every owner. 


Point out the aluminum construction for lighter weight, 
ample strength and long life. Tell them no chuck wrench 
is needed. The new ‘‘SPINFAST”’ Front Chuck has easy- 
to-grip wheel . . . a quick spin one way to chuck... 
a quick spin the other way, to unchuck. Note, too, the 
new, improved rear centering chuck. 


Point out the new, self-centering cut-off device. No 
adjustment on the two rollers required. The new cali- 
brated cut-off gauge can be set for any length nipple 
up to 6”. Another time-saver is the new, floating thread 
length gauge. 

Now note the hinged mounting of motor, switch and 
coolant pump. Then point to modern, flat, replaceable 
bed ways...a cost-saving feature for the owner when 
the original ways have earned a rest from hard use. 


Yes ... there are still more features but not enough 
space here to tell them. Write for the complete No. 522 
“PIPE MASTER” line-up. Here's a machine you can 
SELL... NOW! 


View at left shows the 
hinged mounting for 
instant accessibility of 
the Universal Geared 
Head Motor, Safety 
Switch and Reversible 
Oil Pump. This type 
of mounting encourages 
better maintenance 
care, 


Engineered and Manufactured by 


THE OSTER MANUFACTURING COMPANY 
Main Office and Factory: 2041 E. 61st St., Cleveland 3, Ohio 
BRANCH SALES OFFICES: NEW YORK * CHICAGO © PHILADELPHIA * LOS ANGELES 





BUILDERS OF PROFIT-MAKING THREADING TOOLS AND MACHINES SINCE 1893 
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STEEL INGOT PRODUCTION 


MANUFACTURING EMPLOYMENT AND PAY ROLLS 


ELECTRIC POWER PRODUCTION BY UTILITIES 


COTTON CONSUMPTION 
(DAILY AVERAGE - THOUSANDS OF BALES) 








Keeping Up With Business 


Today’s Markets Test 
Sales Managers Acumen 


The troublesome conditions of the 
1949 market provides a test for every 
sales manager—and after eight or nine 
years of comparative inactivity that 
may have softened them up consider- 
ably, according to several of the execu- 
tives of some of America’s top indus- 
trial concerns, participating in the an- 
nual convention of the National Fed- 
eration of Sales Executives, held re- 
cently. 

The consensus was that the years 
of easy selling have ended, and pros- 
perity “tomorrow”, will depend on a 
return to hard-hitting salesmanship. 
In return, salesmen must be provided 
with some measure of security of in- 
come, an active incentive for plus sell- 
ing effort, equitable compensation be- 
tween salesmen and a control of sales 
expense in relation to sales volume. 
Management must be provided with 
the means of concentrating sales ef- 
fort where desired, and produce sales 
volume at an economic cost. 


Steel Scrap Trade 
Looks For Business Pickup 


Despite the current “lows” being 
registered in the steel scrap sales mar- 
kets, the trade, like the steel industry 
itself, looks for business to quicken 
later in the year, once the “adjust- 
ment” period has run its course. 


It’s been true since time began that 
a decline in the scrap business pres- 
aged a reduction in steel output. Con- 
versely, a quickening in the steel mar- 
ket means scrap soon will be on the 
way up again in price. 

At the moment, however, the rela- 
tionship is somewhat out of line. Steel 
scrap prices are considerably lower 
than the curtailment of steel produc- 
tion would warrant. The steel com- 
panies, apparently, had a greater scrap 
stock on hand than the scrap dealers 
had supposed, and it may be late fall 
or winter before the steel buyers come 
back on the market. 


Nation Economically Strong 
Snyder Maintains 


The virtual absence of speculation 
and the gradual process of postwar ad- 
justments to normal competitive con- 
ditions were cited as elements of 
strength in the nation’s economy by 
Secretary of the Treasury John W. 
Snyder recently to support his confi- 
dence in the future. Business reces- 
sions in the past were unforeseen, he 
observed; their severity resulted from 
a simultaneous readjustment of many 
phases of the economy. 

Today, on the other hand, many 
post-war adjustments practically are 
completed. Consumer buying, too, is 
being supported by continuing high 
income levels and by a backlog of sav- 
ings which has reached a new high. 
Personal incomes, Mr. Snyder points 


out, are well above the level of a year 
ago, and liquid assets—another name 
for stored-up purchasing power—ap- 
proaches $200 million. 

“We are only at the beginning of 
our peacetime growth,” Mr. Snyder 
reports. ““We have made a start only 
toward developing new products based 
on the wartime discoveries in new ma- 
terials, new manufacturing techniques 
and new types of equipment.” 


BRIEFS: 


. . . Speaking of markets for in- 
dustrial products, as we always are, did 
you know that almost two-thirds of 
all farms in the United States depend 
either wholly or partly on horses and 
mules for farm motive power? ’Sa 
fact. 


... And that two-thirds of the 
nation’s industrial establishments to- 
day are concentrated in just 10 states, 
according to the Census of Manufac- 
turers. 


. . . And that U. S. farmers own, 
and fly, 9,000 airplanes nowadays, as 
compared with about 100 in 1941. 


...And that utility workers, 
backed up by hydraulic-ram jacks and 
chains, can pull telephone poles out 
of the ground in less than five min- 
utes; a job hand-operated jacks never 
could do previously in anything under 
two hours. 
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WHY YARWAY 
‘STEAM TRAPS 


National § 


AVAL 


4, Lh hg 
A good product—widely advertised—is hard to beat. 


Strong advertising of Yarway Impulse Steam Traps appears in 28 leading 
trade publications. Every month more than half a million trap users see 
helpful facts on Yarway traps... an important reason why over 600,000 
Yarways have already been bought. 

Other reasons—reliable performance, small size, easy installation, mini- 
mum maintenance, adaptability (suitable for wide pressure ranges without 
adjustment), low cost. 


No wonder Yarways lead in supply house trap sales! 


YARNALL-WARING COMPANY 
111 Mermaid Ave., Philadelphia 18, Pa. 
Branch Offices in Principal Cities 


WAY sain 
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The decline in business and trade, 
underway since last November, was 
continued into the third quarter. In- 
come, production and prices all were 
affected. Inventory cutting and reduc- 
tion of forward orders still mark the 
trend of business purchasing. 

While retail sales were down dollar- 
wise, the physical volume moved tre- 
mained about the same as for last year. 
The output of factories still continues 
to flow into the hands of consumers at 
unprecedented rates. 

Residential construction has just 
moved ahead again in a more-than- 
seasonal spurt. Business investment in 
plant and equipment remain high. 
Government buying continues to ex- 
pand, although slowly. 


Critical Indicators 


The situation in several of the criti- 
cal industries reflects further reduction 
in the volume of orders. In steel, output 
again has slipped, with evidence from 
the steel makers themselves that the 
production rate’may fall lower still be- 
fore the year’s end. Decline in de- 
mand, and the rapid contraction in 
customer orders were cited as impor- 
tant factors operating to force the in- 
dustry toward a more normal, pre-war 
tate of capacity. 

Automotive production (of trucks, 
automobiles, etc.) holds at a high rate 
of output, a rate that impels some ob- 
servers within the industry to predict 
a record output for the year 1949. 
Auto makers generally are quite opti- 
mistic. Certainly the industry figures 


INDUSTRIAL Propuction— till in Decline 


as one of the strongest supports bol- 
stering the economy. 

Machinery production, since the 
end of last year, has declined about 
one-fifth. The foreign market in ma- 
chinery has done much tovarrest the 
downward curve, accounting for as 
much as 20 percent of the business on 
the books of manufacturers. Machine 
tools, however, are off on domestic 
shipments 15 to 20 percent below the 
fourth quarter of 1948. 

Electric power production, in de- 
cline since last February, turned up- 
ward again over the summer in its 
usual seasonal pattern. Output of elec- 
trical equipment remains relatively 
high, with production in_ several 
branches of the industry (large tur- 
bines, generators, etc.) continuing at 
or very near capacity, indicating a fav- 
orable forward consumption of elec- 
trical power as these devices are put 
into operation. Production of the 
lighter electrical apparatus, (medium 
and light-duty motors, for instance), 
is down by about 25 percent from 
peak output. 


Textiles Are Spotty 


Output of the various components 
in the textile industry is spotty. Cot- 
ton goods continues in the slump that 
began back in July, 1948, and produc- 
tion is off by about 10 percent. Ex- 
ports, however, remain strong, and 
producers are hopeful that inventory 
buying renewed late in the year will 
quicken the market. Woolens and wor- 
steds are doing better, while the pro- 
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duction of rayon goods is off by a 
fourth. 

Oddly enough, textile machinery 
continues to be bought in such quan- 
tities as to create order backlogs. Cur- 
rently, the heaviest production is in 
looms, spinning machinery, dyers, etc. 
New business, however is less than 
production, indicating some cutbacks 
in machinery buying over the next sev- 
eral months. 


Gray Days Ahead? 


While the current atmosphere of 
business and trade suggests the down- 
ward trend may continue for several 
months more, the prospects are not all 
black. Many factors inherent in our 
economy indicate, according to one 
economist authority, Malcolm P. Mc- 
Nair, of Harvard University, that no 
really severe decline is ahead. He 
cites, to support his views, the lack of 
vulnerability in the national debt 
structure; the absence of large-scale 
speculation during the recent rise; the 
larger role played by Government in 
total expenditures of the economy; 
Government price support policies; 
the soundness of the banking struc- 
ture; the still unsatisfied long-run de- 
mand for both consumer durable 
goods and capital goods; and the sub- 
stantial accumulation of savings appli- 
cable to the purchase of such goods. 
He looks for a decline of from 15 to 
20 percent, nothing like the drops ex- 
perienced in 1921 or in 1937, and far 
less severe than the Great Depression. 
In short, he’s optimistically inclined. 
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A COMPLETE REFERENCE BOOK 


on 


Available 
on request 


. » On company letter- 
head to users of indus- 
trial fasteners and in- 
dustrial distributors. 
Ask for National’s new 
No. 49 Catalog. 


WEABED AAD THREA BRE 


PRODBOUVETS 


Industrial Fasteners 


Here’s a catalog that is more than a catalog. Our purpose has 
been to make it a complete and usable reference book on the 
industry’s most complete line of headed and threaded products. 

It contains helpful explanatory and technical information, as 
well as complete current price lists. An entire section is devoted 
to National’s special products—to meet a wide variety of 
specialized fastener needs for industry. 

We believe you'll find this a valuable reference book. If you 


have not received your copy, write to... 


THE NATIONAL SCREW & MFG. CO. 
Cleveland 4, Ohio 1949 


NA (AL 
— — ame om Al CES= = 
Pacific Coast: National Screw & Mfg. Co. of Cal. as 
3423 So. Garfield Ave., Los Angeles 22, Cal. 
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IDEAS: How they eee 


... created an unusual kind of tool display 






AN UNUSUAL type of tool display is to be seen opposite 
the Will Call counter of the Salt Lake Hardware Com- 
pany in Salt Lake City, Utah. Instead of the usual wall 
cabinets carrying the tools, they ust large photographs 
of these displays. The enlargements are approximately 
40 inches square. Thcy are mounted in a special cabinet 
as shown in the photograph, which is recessed about six 
inches. Concealed in a cove above is a row of fluorescent 
lamps, which effectively light the display in the same 
way that paintings are lighted in an art gallery. The 
illumination of the photos bring out all the details. 
Altogether, the effect is very pleasing and “different”, 
besides eliminating a considerable investment in tools. 
At the left, not seen in the photograph is a general panel 
covering a lot of lines handled by the company, with 
names and trade marks. These are Pexto, Disston, P & C, 
Columbia, Stanley, Lufkin, Norton abrasives, B-S, Mill- 
ers Falls, Klein, Standard Tool, G-T-D, Victor, Nichol- 
son and True Temper. Special panels are then devoted 
to True Temper (1), Stanley (1), P. & C. (2) and 
Disston (1). Effectively lighted photographs make exccllent display. 













































_.. get maximum display area by using four walls 


THERE ISN'T a single open shelf at eye level visible in 
the service store of H. M. Sanders Co., Boston, because 
all four walls at this height are devoted to display. In 
spite of the fact that stock shelves are not visible at cyc 
level, visitors have no doubt as to what kind of dealer 
they are patronizing or what sort of products are on sale. 
From three feet off the floor to a height of seven feet,» 
the space on four walls is taken up with shadow boxes 
and display board doors showing virtually every kind 
of item sold by Sanders Co. 

Shelf space is compartmented, each compartment being 
four feet in width. In every other compartment, shelves 
were removed and shadow boxcs installed in the space. 
Samples of different products are attached to the sides 
and rear wall of each shadow box. 

Shelves were left in the alternate compartments but 
these shelves were covered with glass-windowed doors. 
Behind these windows are attached display boards show- 
ing samples of the items stored behind the doors. 

Such an arrangement provides room for the display of 
considerable number of items from small precision tools 
te large pipe wrenches. ‘The display is highly effective 
as a reminder to visitors of products they may have over- 
looked in preparing a purchase order. Another value of 
the display is that it enables the purchaser to sec the tool 
he needs without waiting to be shown. 

Stock shelves are below and above the display space. 
Orders for any of the items shown or the boards or in 
the shadow boxes can be filled quickly and without 


























K've level displays instead of open shelves make it easy for 
customer and salesmen to discuss products, according to 
trouble. Harry R. Ewen, salesman. 
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It No Longer Requires a 
Calculating Machine and Two Small Boys 
to Figure Abrasive Prices! 





3 
MIG OM. ABRASIVE CO. SIMPLIFIES ABRASIVE PRICING... 


V ABRASIVE BELTS , 

V ABRASIVE ROLLS - 

V ABRASIVE DISCS 

V ABRASIVE SHEETS 

v¥ LAPPING COMPOUNDS 


PRICES SIMPLIFIED .:.Now, with Michigan Abrasives you are pro- 
vided with one single easy-to-figure discount to simplify the figuring 
of abrasive costs and resale prices. No more time-consuming, complicated 
chain discounts so widely objected to by the trade over a period of years! 
This streamlined pricing is one more step to demonstrate our cooperation with 
distributors... and to make it easy to buy and sell the quality products of 
The Michigan Abrasive Company. 


UNIT ARRANGEMENT SIMPLIFIED . . ; Unit quantities have also 
been simplified to two, so that all quantities up to twenty-five units carry one 
discount and all quantities of twenty-five units or over carry a larger discount. 
This eliminates four prices or more on abrasives, dependent upon the quantity 
purchased, and offers you a real opportunity to make greater profit on all 
small purchases made today. You as a distributor should not overlook this op- 
portunity to increase profits at this time. 

You'll find our policy, all the way through, keeps the best interest of distrib- 
utors in mind. We are rapidly opening new territories... an inquiry from you 
will bring full information on a progressive, highly desirable distributor arrange- 
ment. Write today. 


MICHIGAN ABRASIVE COMPANY, 2360 W. Jefferson Ave., Detroit 16, Mich. 





Wehigarn__ 


RED COAT BRAND 
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Selling Is My Business” 


tors? . . . utilizing a car with a panel body? ... making an ally of the receptionist? 


H. R. CLARK: 


Sell V-belts Through 
Farm Equipment Dealers 


“In a region such as ours, where agri- 
culture is a dominating factor in trade, 
a considerable percentage of the V-belt 
business goes through farm implement 
dealers, for farmers, fruit growers and 
ranchers use a great many belts,” re- 
marked H. R. Clark of the Central 
Supply Co., Fresno, Calif. 

“I have established about 15 such 
sub distributors or dealers in our re- 
gion, and they account for approxi- 
mately 25%. of my V-belt business. I 
call regularly on these dealers, once a 
month, and attempt to service them as 
I would my industrial customers. 

“The main thing to consider in 
establishing such dealership is to know 
that your supplier will protect you and 
not sell them direct. Our supplier does 
this. Some V-belt manufacturers do 
sell the implement dealer direct, but 
this does not worry me, even though 
the dealer may make 15 or 20% more 
on his sales. Here are some of the 
reasons why I can sell in competition: 

“First, to do a real job, the dealer 
must have a representative stock. If he 
buys direct this means investment and 
overhead. If he takes on my line we 
carry most of the stock, on which he 
can draw from day to day as he needs 
it. 

“Secondly, even if he does decide to 
buy direct and carry his own stock, it 
would ordinarily not be profitable for 
him to carry a complete stock. There- 
fore, aside from the most common 
sizes and types of belts and pulleys he 
is up against it frequently and must 
wait for shipment from the factory, or 
else buy out, frequently from us. Our 
stock, as a distributor, on the other 
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hand, is complete in all sizes up to and 
including C belts and pulleys, repre- 
senting at least 90% of the demand. 
Our sub dealers, therefore, are able to 
get practically anything from us they 
want on short notice, and so can 
properly service their trade. 

“And third, as a final reason for 
seeking this trade—a by-product—I sell 
the implement dealers considerable 
quantities of other products in our line 
which they do not stock.” 


gare: 
eer 
gery: 


WILLARD A. HULL: 


Panel Bodies on Cars 
Help Render Service 


Willard A. Hull of the Western 
Machinery Co., Spokane, Washington 
has this to say about panel body cars. 

“Our company furnishes cars and in 
getting a new one a few months ago I 
had the choice of a panel body as 
against the conventional sedan or 
coupe. I took the panel and have not 
been sorry because I know that it has 
helped increase my sales. 

“Some of the territory I travel is 
quite primitive—among logging camps, 
saw mills and mines. Chain saws, small 
pumps, wire rope blocks, etc., are im- 
portant items. In the panel I can carry 
larger sizes for sampling, as well as 
emergency spare parts for same and a 
certain amount of other supplies much 
in demand. These people, as a rule, do 
not have purchasing agents stock con- 
trol and all that. So, they are always 
out of something that they need in a 
great rush. 

“From my experience thus far in 
rendering service, I feel sure that if I 
were furnishing the car myself I would 
nevertheless choose the panel.” 
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L. R. KIRBY: 


A Salesman’s Best Friend 
Can Be the Receptionist 


“Conditions alter cases; there are ex- 
ceptions to every rule, etc., are axioms 
known to all of us. In my daily con- 
tacts with accounts, if here and there I 
can get a little extra attention without 
seriously inconveniencing others I am 
not bashful about accepting that con- 
sideration,” said L. R. Kirby of the 
Jones Hardware Co., Long Beach, 
Calif. 

“For that reason, I know that I save 
myself a lot of waiting time by cultivat- 
ing the receptionists in the various of- 
fices. By cultivating I do not mean 
buying with candy, flowers, etc. I do 
mean being courteous and friendly at 
all times, never showing impatience, 
always making her feel that I appreci- 
ate the importance and the difficulties 
of her position and that I know she 
will help me along a little faster if it is 
humanly possible. 


Gort, 


“Now go in there and get that order!” 














FULL STRENGTH 
SOCKET WON'T 
STRIP OR WEAR, 


ALLEN TRU-ROUND 
DRYSEAL PIPE PLUGS 
100% Pressur-Formd 





This newest Allen O Head product, 
made of Allenoy steel, meets 
all the demands of a dryseal plug 
in applications involving extreme 
pressure, such as in refrigeration 
and hydraulic equipment. For 
use with dryseal taps. No sealing 
compound required. 


It stands up under repeated 
wrenching as no plug has before. 
Its Pressur-Formd socket, un- 
weakened by drilling and broach- 
ing, is so strong the key will shear 
before the socket strips. 


Pressur-Formd threading insures 


metal-to-metal contact all the way © 


by producing burnished threads. 
This method ‘prevents distortion 
and nicked, imperfect threads 
which gouge softer metals and 
impair the seal. 


Accurate fit is assured by 360° 


wine 
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llen i screws 
we Allen at 
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roundness, and by a perfect taper, at 
both the pitch and crest diameters. 


Here’s positive protection against 
the high cost of leaky or faulty 
pipe plugs. Get ‘““Tru-Round” 
Dryseal Pipe Plugs by ordering 
genuine Allens in the distinctive 
black and silver box. 

Now available in sizes from %” 
to 1144”. No increase in price. 
Write us for samples and en- 
gineering data. 


FOR NORMAL APPLICATIONS | 

Our “Tru-Round” stand- | 

ard pipe plug, also Pressur- | 

Formd, is leakproof, and} 
a sealing compound is not ordinarily | 
needed for pressure-tight joints. Pre- | 
cise roundness and smoother threads | 
make for better seal. Threaded strictly 
in accordance with Army-Navy Aero- | 
nautical Specification AN-P-363. eed | 
_ guaranteed, 





Hartford 2, Connecticut, U. S. A. 


NEW YORK, CLEVELAND, DETROIT, CHICAGO, LOS ANGELES 
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Allen’s new and expanded indus- 
trial advertising program will 
reach 45% more readers than 
last year. 


A new series of consumer adver- 
tising messages in Popular Science 
will add a circulation of more 
than 6 million, among the men 
who buy and use AllenO Head 
products in their work. 


And as always, Allen backs your 
selling efforts with top notch 
sales literature, informative ma- 
terial, displays, plus personal 
sales help and factory engineer- 


ing when required. 


You know Allen makes the finest 
socket screws and related prod- 
ucts money can buy or you 
wouldn’t be handling the line. 
We aim to keep it the most 
profitable line by doing our full 
share toward turning in the best 
“team selling job” possible. Call 
on the Allen representative or the 
factory whenever we can help in 
sales or engineering. 























PLAQUE commemorating one million 
man hours work time without a dis- 
abling. injury in the entire period was 
presented to Burke B. Roche (left), 
president of Binks Manufacturing Com- 
pany of Chicago, by W. D. Keefer of 
the Lumberman’s Mutual Casualty 
Company. 


NEW BOARD CHAIRMAN of Firth 
Sterling Steel and Carbide Corporation 
is Kenneth D. Mann. Until May 1 of 
this year, Mr. Mann was manufactur- 
ing Vice-president of Reynolds Metals 
Company. 
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THE OSBORN BRUSH sales meeting was held at the Penn General Supply Com- 
pany, Pittsburgh, Pa. Front row, left to right: Herb Weatherly, Bud Walker, E. 
Auble, Ted Raab. Second row: Lou Willenberg; Leo Steinhauser; John Tierney, 
Treasurer; Perc Edmonds, Vice-president. Standing: J. G. Gammel, Sales Promotion 
Manager, Osborn; R. R. Schultz, Sales Promotion Dept., Osborn; John Houser; Dick 
Collins; Al Lyons, Secretary; P. G. Kates, Osborn Pittsburgh representative; Jack 
Davis, Vice-president; John Ehrhardt. M. M. Smith, President of Penn General 
Supply Company, took the picture. 


RECEIVING first prize award in the contest for the best name for the new high- 
production Morse drill is Robert B. Ketterer, machinist in the plant of Karl Lieber- 
knecht Inc., Reading, Pa. Left to right are: Russell Felix, Machine Shop Suprien- 
tendent at Liberknecht; Prize-winning Ketterer; John C. Kuhn, Vice-President and 
Director of Sales of Morse Twist Drill & Machine Co., New Bedford, Mass., 
sponsors of the contest; and G. W. E. Foster, Jr., Morse representative. 


AT THE RECENT National Oil Heat Exposition, the Bell & Gossett Company, 
Morton Grove, IIl., makers of B & G Hydro-Flo Heating Products, was judged to 
have the most outstanding exhibit. Presentation of a plaque award was made by 
A. G. Winkler to Ralph A. Patterson, Sales Manager of the Bell & Gossett 
Company. 
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Gives You Service That Sells 
right down the line! 





" QUICK SAWS 





- ee Plus these other great 
sales features: 


WORLD'S MOST COMPLETE LINE of Portable Electric Tools. 


Not only more kinds of tools. But a choice of capacities, 


ELECTRIC SANDERS 


speeds, power and price in most groups! 


38 YEARS OF LEADERSHIP in engineering and manu- 
facturing. The skill, experience and ‘‘know-how”’ penne ennieee 
that give you modern electric tool 


improvements first! 


No matter where 


TOP QUALITY materials and workmanship. Con- aie your customers are 
stantly checked and guarded by an elaborate pom 4 located there’s a genu- 


t f rigid i tion. Back , 
aptioms of agit Uapaetion, Sashes ine, guaranteed Black & 
by our standard guarantee! 


Decker Sales and Service Branch 
INTERCHANGEABILITY OF PARTS. 


Simplifies and expedites replacement 


24 hours away. Your customers 


, BENCH are assured of fast, factory- 

of worn parts. Insures prompt “2 ; fg GRINDERS . 
; o perfect service at low cost... 

repair service! 


a big selling point for you! 


Each of the company-owned 


bnmnnl \ or * factory-trained experts ...a complete stock 
uence e of genuine replacement parts... 

28 Sales and Service a | 
within 24 hours © electric tool servicing! All part of 
any customer in famous Black & Decker SERVICE THAT SELLS, 


e B ICAGO P . 
ATLANTA © Co ARLOTTE ° ous the complete line . . . all the time! 


FALO ° AND “ . 
a ANCINNATI e CLEVEL “ ousTON Nas! Trade Mark Reg. U. S. Pat. Off. 
e s CIT LEADING DISTRIBUTORS ‘gaan S> EVERYWHERE SELL 
; _ Ip wey 


Black $i Decker 


PORTABLE ELEctRIC TOOLS - 


in Grea in Americ) ELECTRIC TOOL HEADQUARTERS 
—— os 617 Pennsylvania Ave., Towson 4, Md. 


7 -- and operated service-centers has a staff of 
= 


modern equipment especially designed for 
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LOCATED at Airport Way and Spokane Street, Campbell Hardware’s building is 


on a ground area covering four-and-a-half acres, providing parking space for more 


than 100 cars. 


Campbell Hardware & Supply 


Completes New Building 


‘The new premises of the Campbell 
Hardware & Supply Co. of Seattle, 
Wash. now is completed and _ the 
company plans to occupy it by Septem- 
ber 1. Present plans call for an official 
opening ceremony of three days dura- 
tion, Sept. 14, 15 and 16, featuring an 
industrial tool exposition. 

Among the several new and modern 
conveniences and facilities available to 
the company in its new quarters arc 
weather-sheltered loading platforms, 
enabling customers to make pickups 
with a minimum loss of time; a load- 
ing, receiving and bulk storage area 
with more than 10,000 sq. ft. of floor 
space, serviced by railroad trackage; 
and a new display floor, largely a day- 
light area and completely devoid of 
posts, which occupies 7,000 sq. ft. 

The ground area covers four and a 
half acres, providing the company with 
a parking space accommodating 100 
cars. 

The right hand section of the build- 
ing is two stories high, plus a base- 
ment served in the rear with ground- 
floor entrance facilities. The section 
furnishes the company with a ware- 
house area of 35,000 sq. ft. 

A large office area is available, and 
a penthouse which will serve as a 
lunch-room and meeting hall. 
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Detroit Ball Bearing Co. 
Opens Eighth Branch Office 


The eighth branch office and warc- 
house in Michigan recently was 
opened by The Detroit Ball Bearing 
Co. at 704 Lapeer Avenue, Port 
Huron, Mich. George Van Dis, for- 
merly manager of the Jackson branch 
was transferred to Port Huron to take 
over the managerial duties. 

R. E. Siebee has succeeded 
Van Dis at the Jackson branch. 

Complete stocks of ball and roller 
bearings of all manufacturers are car- 
ried in stock by the company, which 


was founded 32 years ago. 


Mr. 


Pingry Named Sales 
Engineer By Chain Belt Co. 


Charles Pingry has been appointed 
district sales engineer to the Dallas 
office of the Chain Belt Co. of Mil- 
waukee, manufacturers of chain and 
transmission, conveying and_ process 
equipment. 

Mr. Pingry graduated as a mechan- 
ical engineer from Purdue University. 

He has been in the factory organiza- 
tion for almost two years. A graduate 
of the Rex student engineer training 
program, he also has had experience in 
the company’s shops and offices at 
Milwaukee, Springfield and Worces- 
ter. 


Bolt, Nut, Rivet Makers 
Change Their Name 


The American Institute of Bolt, 
Nut and Rivet Manufacturers ofh- 
cially has changed its name to the 
Industrial Fasteners Institute. The 
name change in no way affects the 
present organization, and offices: will 
remain at 1550 Hanna Building in 
Cleveland. 

The cumbersome length of the 
previous name has been something of 
a burden, the need for a more generic 
name which could more accurately 
portray the industry represented has 
been felt for many vears. Since most 
industry engineering literature, hand- 
books, standards, etc. have referred to 
the bolts, nuts, rivets, screws and other 
headed and threaded products of the 
industry for many years as “fasteners,” 
covering the entire product group, it 
was the Institute’s decision that the 
name Industrial Fasteners Institute 
would more aptly meet the need for 
better description as well as greater 
brevity. The word “Industrial” was 
used to help delineate between me- 
chanical fasteners, which the industry 
makes, and adhesives which might 
also be construed as fasteners. 


Link-Belt District Offices 
Move Into Larger Quarters 


In a program of expansion of its 
facilities, the better to serve its cus- 
tomers, several of the offices main- 
tained by the Link-Belt Co. have 
moved into larger quarters. 

The Cleveland office, headed by 
Paul V. Wheeler, district manager, 
now is located at 314 Hanna Building, 
Cleveland 15. 

The Baltimore office, of which 
Charles C. Wiley is district manager, 
is moving to 2315 St. Paul Street, 
Baltimore 18. 

The office in Huntington, West 
Va., headed by David W. Stevens, 
now is located at 1009 Fifth Avenue, 
Huntington 1. 

The office in Newark, N. J., headed 
by John D. Riley, district manager, 
now is located at 212 Essex Building, 
31 Clinton Street, Newark 2. 
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New Air Hose For Mine Service 


From Thermoid’s planned program of product develop- 
ment and improvement—a new air hose for mine use. 
Specifically designed for this exacting requirement —field 
proven in actual operation—it offers the maximum in 
trouble-free service. Heavy synthetic rubber oil-proof 
tube—rayon cord reinforcement for greatest strength 
and flexibility —smooth extra heavy rubber cover for max- : compound 
s : ; ‘ S conditi 
imum resistance to abrasion and cutting from sharp rocks. fai Ston, causing Shaman ~— 

Mandrel-built to assure uniform inside diameters. All 3 
sizes from 4" to 11%” inclusive in 50’ lengths. 

Thermoid’s capable field organization and sales aids, 
backed by a nation-wide advertising program reaching 
the men who specify and buy, help you sell this new 
hose and Thermoid’s other quality rubber products. 


For more profits and customer good will 


Spectfy Thermoid ! 


Thermoid Quality Products: Transmission Belting + F.H.P. and 

Multiple V- Belts * Conveyor Belting * Elevator Belting * Wrapped 

and Molded Hose « Molded Products « Industrial Brake Linings 
and Friction Materials. 


h = Main Offices and Factory * Trenton, N. J., U.S.A. 
érmol Western Offices and Factory * Nephi, Utah, U.S.A. 


industrial Rubber Products«+ Friction Materials « Oil Field Products 
Company 
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Twelfth Annual Party 
Held By The Keystoners 


The Keystoners held their twelfth 
annual “Birthday Party” on June 17th 
at the Manufacturers Country Club, 
Philadelphia, Pa. In addition to the 
73 members and six associate members 
present, there were 375 guests for golf, 
baseball, lunch and dinner. 

Among the guests were industrial 
distributor executives, salesmen and 
plant operating officials. 

The baseball game was won by the 
guests of The Keystoners, helped along 
by the pitching of Bill Hoffman, vice- 
president of Maddock & Co., Philadel- 
phia, and the umpiring by Jack 
McCann of J. H. Williams Co. 

The shoe race was won by Mack 
Jilson, Buffalo Bolt Co. The winner 
of the sack race was F. I. Cingey, 
Diamond Specialty Co. 

Winners in the golf tournament 
were, Low gross: John S. Davis of 
American Engineering Co. and John 
O'Sullivan of Engineered Sales Co. 
Both had tied with low gross scores of 


W. C. Kulp of Autocar Co. was 
winner of the kickers’ event with a 
score of 63. 

Heading up the Sports Committee 
was Jack McCann of J. H. Williams 
Co., assisted by Dan Dorsheimer of 
Standard Tool Co. and Jim Jones of 
Carborundum. 

The Entertainment Committce was 
led by Everett Ramsdell of Spartan 
Saw Works, assisted by Floyd Ander- 
son, Precision Grinding Wheel Co. 
and Harry White of Yale & Towne 
Mfg. Co. 

After dinner, a good program of 
entertainment was enjoyed by all. 


Dixon Valve Names Thomas 
Its Factory Representative 


Howard Thomas has been appointed 
factory representative, covering all of 
Ohio and all of Michigan east of Lake 
Michigan, for the Dixon Valve & 
Coupling Co., Philadelphia, Pa. His 
address is 444 New Center Building 
in Detroit. 

From 1919 through 1941, Mr. 
Thomas was in the direct advertising 
business; specializing in marketirg, 
merchandising and sales promotion of 
industrial products. Since 1941, he 
has been engaged as manufacturers 
representative, selling industrial spe- 
cialties to and through mill, factory 
and rubber supply distributors. He 
also had considerable experience in 
training distributors salesmen and 
laying out sales programs. 
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AWAY from congested area of Springfield, Mass., the new industrial supply plant 
(left) and steel warehouse (right) of the Charles C. Lewis Co. embodies many features 
conducive to efficient operations, one of which is large parking space. 


COMFORT with radiant heating by 
gas and air conditioning is maintained. 





SALESMEN’S room doubles as meet- 
ing room without elaborate prepara- 
tions. 





TWO CAFETERIAS, one for women 
and one for men, solves lunch problem. 





Se a 


CUSTOMER’S convenience dominates 
layout of display and service space. 





New Plant Improves Distributor’s Service 


Industrial supplies and steel oper- 
ations of the Charles C. Lewis Co., 
Springfield, Mass., have been com- 
bined under one room in the new 
modern plant occupied by the firm 
since December, 1948. According to 
Richmond Lewis, president, and H. R. 
Fowler, general manager, the advan- 
tages of the efficient structure, lay- 
out and location have made them- 
selves evident in the first six months 
of occupancy. 


Charles C. Lewis Co. was formerly 
located on Liberty St., in Springfield 
with the industrial supply division 
operating out of a building at No. 101 
and steel warehouse out of a plant at 
Nos. 58 and 60. Both locations had 
the added disadvantage of being in a 
congested area of the city, hampering 


’ customers and movement of merchan- 


dise into and out of both places. 
The new plant covers an area of 
(Continued on page 167) 
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sell Yale Load King 
wire rope electric hoists 


Pre tan 161°) eke) sb aot: Se - bc db eb @-) 9c ee 


Serves .our purpose to 


OX: P ab a: Tom rm me) o be 


That’s what the Western Supplies Co. 
says about this Load King that lifts loads 
to the warehouse balcony. 


It’s more proof that industry is sold on the Yale Load 
King. Compact and lightweight, the low-cost Load 
King combines powerful long life efficiency and adapt- 
ability your customers want. 

Earn more money . . . go after Yale Load King 
Hoist sales. Your customers will thank you for giving 
them all the facts about this cost-cutter. Standard 
lug type hoist can be furnished with top swivel hook 
or plain trolley with parallel or at right angle sus- 
pension. Push button control speeds lifting—makes 
accurate “inching” of loads a cinch. A rugged self- 
acting Weston screw and disc type load brake oper- 
ates whether power is “on” or “off” . . . insures 
safety. The over-capacity wire rope is flexible, trouble- 
free—has a lubricated hemp center. Load King Wire 
Rope Electric Hoist capacities range up to 1 ton. 

Put your knowledge of the efficient Yale Load 
King Hoist to work. Give your customers the money- 
saving facts they want to know and boost your “take- 
home” pay. Start the ball rolling today! 


THE YALE & TOWNE MANUFACTURING CO. 


Philadelphia Division 
Roosevelt Boulevard . Philadelphia 15, Pa. 





DIAL SCALES + HOISTS—HAND AND 











ELECTRIC + TRUCKS—HAND LIFT AND POWER 
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TO SELL mMorE Clutches, vou 





NEED THE ANSWERS 





Sales getting out of your 
clutches? Losing your mag- 
netism? Cut off the friction 
of your competition by “jaw- 
ing up” on these 18 ques- 


tions. Answers are on Page 


138. 


1. Match the following clutch types: 
(a) magnetic (c) friction 
(b) positive (d) centrifugal 

with the following working char- 

acteristics: 

QO) consists of two cylindrical 
hubs which have jaws 

QO connects a rotating shaft to 
one which is stationary to 
bring it up to speed 

C) engages and disengages elec- 
trically 

O connects motors automati- 
cally to high inertia loads 


2.The purpose of any clutch is to 
make it possible to disengage 
or release at will the connection 
between a driving shaft and the 
driven shaft. 
O True. O False. 


3. Fill in, below, the names of the 
types of clutches mentioned in 
question one, used in the fol- 
lowing applications: 

nawhe mad to connect or discon- 
nect single machines or groups 
svekeannt offers instant pickup 
of the load on slow speeds 
(eeeesewnt good for connecting 
gasoline engines to equipment 
sesceesnes used for a high de- 
gree of machine tool contro] 


4.A clutch, like a coupling, is in- 
tended to help compensate for 
any misalignment between 
shafts. O True. O False. 


5. The simplest form of clutch is: 
() the positive clutch 
C) the friction clutch 
0 the magnetic clutch 


6.The clutch that comprises the 
largest group and has the widest 
industrial application is the mag- 


netic type. O) True. O False. 


7. For use on shears, punches and 
slow-speed shafts, you will want 
to recommend: 

D the over-running clutch 
CZ a single-revolution clutch 


106 


’ By 
AANSNS 


Core drills, in oil fields, are a standard “‘big uscr” of the friction type clutch, ae 


CL} a slip clutch 


8. A clutch should be mounted close 
to its supporting bearings. If it 
can’t be done, it would be wise 
to install special supporting bear- 
ings for the clutch. 

O True. O False. 


9.One of your customers complains 
of high breakage on the shear 
pins when his conveyor “plugs 
up”, as sometimes happens on 
the screw type. You suggest a 
clutch in its place, and recom- 
mend: 
OQ) a slip clutch 
C) a jaw clutch 
C1] a magnetic clutch 


10. Jaw clutches, cone clutches, inter- 
nal- and_ external-expanding 
clutches, all require more shaft 
space than other designs. 

C] True. ©) False. 


11. Clutch alignment, firmness of the 
belting supports, and “tightness” 
of the entire clutch installation 
should be checked: 

0 10 operating days after instal- 
lation 

0 30 operating days after instal- 
lation 

O 3 months after installation 


12. The faster a clutch turns, the more 
power it can transmit. 


11 True. O False. 


13. A customer who must contend with 
abrasive substances in his plant 


INDUSTRIAL DISTRIBUTION ¢ AUGUST, 1949 





Cee: 
—and in one section “éf it, . in- 
flammable vapors —- would de 
well to install: 4 age eS 
1] the single dry Ptate-clutch . 
(] the multiple wet-plate cluch 
C) the totally enclosed dry-disk 
clutch 


14.A good friction cutoff coupling 
should have a capacity equal to, 
or greater than the strengths of 
the shafts connected. 


O True. O False. 


15. When a good friction clutch is 
engaged, the load should be 
started from rest: 

L] in + to 8 seconds 
1) in 16 to 32 seconds 
[] in one minute 


16. The best “lubricant” for the fric- 
tional elements of a dry clutch: 
LC] is a good oil or grease 
C1) is powdered graphite 
CZ is resin, highly refined 


17. Clutches with asbestos rings do not 
have the capacity of those with 
wood-block friction. 


O True. O False. 


18. The jaw clutch, employed for mod- 
erate rough driving, should not 
be used in installations; 

O where speeds exceed 60 1. 
p- m. 

[1] where speeds exceed 45 1. 
p- m. 

(J) where speeds exceed 30 rt. 


p. m. 











FULL PAGES! 


} each month. 
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“Billings” means dependable quality to the buy- 
ers and users of fine wrenches and shop tools 
who show their appreciation by telling others 
. . . Billings distributors create new business 
and steadily build repeat orders from this 
accumulated confidence . . . Billings is the line 
in ‘49. 


f.. “BILUNGS 


WRENCHES & SHOP TOOLS 





THE BILLINGS & SPENCER COMPANY, HARTFORD 1, CONNECT CUT, Vaalek. 
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PRODUCT 





WITH SALES 
POSSIBILITIES 








Take-Up Unit 
Suitable for Conveyor And 
Power Transmission Service 


A new ball bearing take-up unit 
consists of a deep groove precision 
bearing with large balls and retainer 
to minimize wear enclosed in a rugged, 
well-designed outer housing with wide 
milled slots or ways on each end for 
supporting guides. 

The housing has a hole for receiving 
the unthreaded end of an adjusting 
screw. The take-up bearing is suitable 
for conveyor and power transmission 
service where provision must be made 
for changes in the shaft position. 

Dodge Mfg. Corp., Mishawaka, Ind. 
—Industrial_ Distribution, August 
1949. 

















Pillow Block 


Single Piece Housing, 

Reinforced at Stress Points 

A new line of pillow blocks, 
equipped with the manufacturer’s ball 


bearings, is being produced in nine 
shaft sizes, ranging from l* to 24%- 
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in. ‘lhe bearing has a spherical out- 
side diameter which, when mounted 
in its corresponding spherical housing, 
provides unrestricted self-alignment in 
any direction. 

The line incorporates a heavy series 
ball bearing with wide inner ring and 
exclusive self-locking collar, making 
installation on a shaft simple and re- 
moval easy. ‘lhe featured ball bear- 
ing is a labyrinth type closure plus an 
external slinger member to throw off 
contaminants when operating at nor- 
mal speed. For added protection at 
low speeds or under adverse atmo- 
spheric conditions, a combination syn- 
thetic rubber and felt washer has been 
added as an integral member. 

Fafnir Bearing Co., New Britain, 
Conn. — Industrial Distribution Au- 


gust 1949. 























Pin Vises 


Chuck Is Beveled 
Both Front and Back 


A new line of well-proportioned 
vises has hardened jaws and a dull 
nickel-plated finish to prevent glare. 
The chuck is beveled both front and 
back, giving longer bearing on the 
work. It affords a more firm grip, 
better centering and also prevents 
wobbling. 

Near the chuck end, the vises have 
a straight, smooth bearing portion to 
insure more true running when 
clamped in collet or chuck. Knurling 
at convenient locations gives firm 
hold and, the handle being of smaller 
diameter than the chuck end, aids 
rapid rotation between thumb and 
finger when forming small work. 

Lufkin Rule Co., Saginaw, Mich.— 
Industrial Distribution, August 1949. 
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Electrical Tape 
Adheres Readily to Plastic Wires 
Is Impervious to Moisture 


A single electrical tape provides 
“high dielectric strength”, abrasion 
resistance and protection against oils 
and acids. Made with a plastic back- 
ing, the tape can be used for tempera- 
tures as high as 176° I’. 

The tape is seven mils thick, has a 
dielectric strength of more than 7,000 
volts and affords ,protection against 
electrolysis and corrosion. It has 125 
percent strength, excellent aging prop- 
erties and sufficient toughness to be 
used on feeder cables for quarry 
shovels. 

Minnesota Mining & Mfg. Co., St. 
Paul, Minn.—Industrial Distribution, 
August 1949. 


Pipe Plugs 


Pressure Formed & Threaded, 
Heads Are Cold Drawn 


Two new hex socket pipe plugs are 
said to eliminate causes of sealing fail- 
ures. Entirely pressure formed and 
threaded, the heads are cold drawn, 
retaining full strength of metal fibers. 
Pressure forming makes a perfect hex- 
agon socket with smooth, perpendicu- 
lar walls and no chips at the bottom. 

The pre-established accuracy of the 
dies insures metal to metal contact 
all the way by producing burnished 
threads. ‘This method prevents dis- 
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Electric Motors Co. of Cedar Rapids, 
lowa ... in business 36 years... 
traveling five salesmen... serving 
hardware, implement, electrical 
and industrial concerns with 
top-quality lines .. . selects 

o3 ou, 19 Cummins Portable Tools! 


This is typical of the action 
aggressive distributors are 
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DIVISION OF CUMMINS BUSINESS MACHINES CORPORATION 
4740 NORTH RAVENSWOOD AVENUE - CHICAGO 40, ILLINOIS 
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THE TAP 

YOU WANT IS | 
QUICKLY AVAILABLE ff i 
FROM WINTER’S 7 
COMPLETE LINE 





Any standard tap your customer 
asks for can be supplied 

from Winter stock. 

You can give fast, efficient 
service when you sell 

your customers Winter taps and dies. 
In addition to BENT SHANK 
TAPPER TAPS (shown in circle) 
Winter makes hand taps, 

chip driver taps, 

machine screw taps, nut taps, 
pipe taps, pulley taps, 

stove bolt taps, and 

straight shank tapper taps. 
Winter's line of dies includes 
adjustable round split dies, 
hexagon rethreading dies, 

solid square bolt dies, 

solid square pipe dies, 

and tap wrenches and die stocks. 
































WINTER BROTHERS COMPANY «© Division of the National Twist Drill and Tool Company @ NA 
Rochester, Michigan, U.S.A. Distributors in Principal Cities + Branches in New York, Detroit, Chicago, San Francisco dist 








NATIONALS’ 
ADVERTISING.. 
AN “EXTRA 
SALESMAN” AT 
WORK FOR YOU 


National advertising backs your sales effort by pre-selling 
your customers. National ads like the one at the left 
appear in AMERICAN MACHINIST, MACHINERY, TOOL ENGINEER, | 
WESTERN MACHINERY, and MODERN MACHINE SHOP— 
reaching 114,453 potential and active customers. 
An important part of every ad is the special copy telling 
industrial concerns to call on you 

—their mill supply dealer—for National 

cutting tools and for all of their industrial needs. 

In addition to MILLING CUTTERS (shown in illustration), 
National manufactures twist drills, reamers, 

counterbores, end mills, hobs, and special tools. 





NATIONAL| | 


TWIST DRILL 


NATIONAL TWIST DRILL AND TOOL COMPANY + Rochester, Michigan, U.S.A. 


























tortion and nicked, imperfect threads 
which gouge softer metals and impair 
the scal. 

The new pipe plug is designed for 
use with dryseal taps and was de- 
veloped for use where a perfect scal 
is absolutely essential and any sort of 
scaling compound would be unsafe or 
inadvisable. ‘lhe line is available in 
a size range of from 1's to 14-in. 

Allen Mfg. Co., Hartford, Conn.— 
Industrial Distribution, August 1949. 

















Electric Drill 


Trigger Type Switch 
With Locking Device 


A compact, sturdy drill is designed 
for production work wherever a light- 
weight, small size }-in. drill is  re- 


quired. Built with a surplus power 
for drilling in metal, wood and com- 
position matcrials, the drill can be 
used at full load for continuous drill- 
ing without stalling. ‘The speed is 
1,800 rpm no load, 1,100 rpm full 
load. 

Construction features include strong 
aluminum alloy die cast housing, heli- 
cal gears, oil impregnated bronze bear- 
ing, three jaw chuck and rubber cov- 
ered cord-three wire with ground con- 
nection. 

Stanley Electric Tools, New Britain, 
Conn.—Industrial Distribution, Au- 
gust 1949. 





Tubing 


Available in Square, 
Rectangular & Oval Shapes 


E:lectrieweld tubing is now avail- 
able in unusual shapes for streamlined 
modern design and in square, rectan- 
gular and oval shapes. ‘The size ranges 
are: square tubing, minimum Z-in., 
maximum 3-in., 14 to 20 gage wall; 
rectangular and oval minimum ¢@ x 8- 
in., maximum any rectangular or oval 
shape that can be made from a maxi- 
mum round size of 4-in. outside diam- 
cter, the long size of the rectangular 


not to exceed 3}-in., 14 to 20 gage 
wall. Other shapes can also be pro- 
duced to customers’ specifications 
within these size limits. 

Jones & Laughlin Steel Corp., Pitts- 
burgh, Pa.—Industrial Distribution, 
August 1949. 
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Pipe Threader 


Dies Are Instantly Removable 
From Outside Without Tools 


A new pipe threader threads 1, 14, 
14 and 2-in. pipe with only one set of 
dies. A_ self-centering chuck insures 
perfect alignment and straight pipe 
lines. “Drip threads” may be easily 
cut, too, when desired. 

Other features include a radio dial 
which provides a visible, easy, accurate 
die-setting mechanism; a straight linc 
pull, in the same plane as the dics, 
providing casy cutting. The threader 
can be adjusted to cut standard taper 
or straight electric conduit threads. It 
cuts standard, oversize or undersize 
threads of uniform length, insuring 
better joints and stronger pipe lines. 

Beaver Pipe Tools, Warren, Ohio— 
Industrial Distribution, August 1949. 

(Continued on page 114) 
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Product Manufacturer Page Product Manufacturer Page 
Take-Up Unit. . Dodge Mfg. Co.... 108 | Lift Truck. Lyon-Raymond Corp 125 
Pillow Block. . Fafnir Bearing Co. . 108 | Centrifugal Pumps Byron Jackson Co.......... 126 
Pin Vises..... Lufkin Rule Co.... 108 | Carbide Tipped Tcols... Nelco Tool Co... . 126 
Electrical Tape . Minn. Mining & Mfg. Co.. 108 | Paint Spray Unit Binks Mfg. Co... .. 2 
Pipe Plugs. .. SO ly 108 | Adjustable. Wrenches J. H. Williams & Co. . . 129 
Electric Drill . Stanley Electric Tools...... 112 | Saw Fixture... Treyco Products........... 129 
Tubing..... . Jones & Laughlin Steel.... 112 | Floor Polisher Red Devil Tools............ 129 
Pipe Threader Beaver Pipe Tools...... 112 | Test Block Set Clark Instrument, Inc..... 130 
Lifting Device Manning, Maxwell & Muere 114 | Coupling..... Morse Chain Co. . . 1. 2 
Steam Cleaner Homestead Valve Mfg. Co 114] Grinder. Aro Equipment Corp....... 131 
Machine Tools. Vlier Mfg. Co.... 116 | Carbide Tipped Tools. .. Super Tool Co...... 131 


Precision Level..... 


South Bend Lathe W tis, . . 132 





Spray Gun.... 
Power: Tool Kits 
Centrifugal enact 
Valves. 

Sleeve Puller. 





Portable Instruments. . 


Stewart-Warner Corp. . 
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Porter-Cable Machine Co... 12¢ 


Marlow Pumps. . . 


Lunkenheimer Co... .. 
. Owatonna Tool Co... .. 


Weston Electrical Instru- 


ment Corp....... 


Diamond Core Drills... Starlite Industries. 132 
122 Color Filling Machine... Acromark Co........... 134 
122 | Bar Solder....... American Smelting & Re- 
124. fining Co. 134 
Gripping Forks Buda Co. 136 
124 | Air Circulator. Baldor Elec “tric C 10. 136 
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PORTER-CABLE » 
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, © This unusual string test is the proof of Sales 
Appeal! The Speedmatic Saw is so beautifully 
balanced that its many superior features—the 
direct result of BALANCE—actually bring in 
more customers . . . more sales . . . more profits! 





BALANCED when you hold it! The handle of the Speedmatic is 
centered on top—exactly where it should be. Does not tilt over 
on its side. Does not tip. Does not ‘‘nose down”’ like some saws. 
The Speedmatic is always in a horizontal position— 
ready to saw! A true one-hand saw in any working position. 


BALANCED when you use it! The blade on the Speedmatic is 
on the right of the Saw’s center line. Therefore, the Saw rests 
in a steady, balanced position on the main piece of the work... 
and not, like some saws, on the piece being cut off. This means 
extra safety, less effort, a clean cut. 


BALANCED when you run it! Start the powerful motor . . . 
and you'll be amazed! The Speedmatic does not have the 
dangerous twist or jerk due to starting torque. All moving 
parts are dynamically balanced! The smooth-running Speed- 
matic is always under sure control. Easy to guide and feed! 
Straight, on-the-line cutting! 


K-75: 22” cut 





K-89: 2%” cut 


BK-10: 3%” cut BK-12; 4%” cut 


PORTER-CABLE Machine Co., 1808 N. Salina St., Syracuse, N.Y. 




























Manufacturers of SPEEDMATIC and GUILD Electric Tools 
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Speedmatic Saws : 


SELL FASTER...because every customer =. 
wants what Speedmatic BALANCE alone 
can give him! ; 


ACT wow! | Porter-Cable distribu- 


tors everywhere say this ‘‘balance story”’ has 
powerful sales appeal! And it’s backed up 
by smashing national ads . . . promotion 
pieces...mats...direct mail material. Write 
today for complete distributor information! 








$3.19 Air Express cost helped this 


- wildcatter strike it rich! 





# 








When a pump valve goes while drilling for oil, it’s costly. Idle men and equip- 
ment make profits evaporate. It happened to a wildcatter at 4 P.M. Phoned 800 
miles away for parts—delivered 11 P.M. that night by Air Express. 12 lbs. cost 
only $3.19. (Regular use of Air Express keeps any business moving.) 





Beni 
pi en = oc J 


$3.19 was complete cost. Air Express 
charges include speedy pick-up and de- 
livery service. Receipt for shipment, 
too. Makes the world’s fastest shipping 
service exceptionally convenie®t. 





Air Express goes on all Scheduled 
Airline flights. Frequent schedules— 
coast-to-coast overnight deliveries. 
Direct by air to 1300 cities, fastest 
air-rail to 22,000 off-airline offices. 








Facts on low Air Express rates 


Special dies (28 lbs.) go 500 miles for $4.30. 
6-lb. carton of vacuum tubes goes 900 miles for $2.10. 
(Same day delivery if you ship early.) 


Only Air Express gives you all these advantages: Special pick-u 
and delivery at no extra cost. You get a receipt for every shipment an 
delivery is proved by signature of consignee. One-carrier responsibility. 





Assured potatos, too—valuation coverage up to $50 without extra 


charge. 


_action, phone Air my md Division, Railway 
specify “Air Express delivery” on orders. 











” 


actically no limitation on size or ig For fast shippin 


xpress Agency. An 


Rates include pick-up and delivery door 
to door in all principal towns and cities 








AIR EXPRESS, A SERVICE OF RAILWAY EXPRESS AGENCY AND THE 


SCHEDULED AIRLINES oF THE U.S. 
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| Steam Cleaner 








New Products 


(Continued from paze 112) 





Lifting Device 


Tips Loads of Any Kind, 
Holds Them in Desired Position 


With a capacity of 2,000 Ib., a new 
device tips loads of any kind after 
they have been lifted and holds them 
in any desired position. 

In operation, the load is lifted by 
whatever means is already in use, chain 
block, electric hoist or small crane. 
Then the load is tipped to any desired 
position and held there by turning the 


| self-locking worm which actuates a 
pocket wheel similar to that in a chain 
| block with a wrench. 


Manning, Maxwell & Moore, Inc., 
Muskegon, Mich.—Industrial Distri- 


bution, August 1949. 




















Features Instant Starting, 
Automatic Nozzle Control 


Although requiring only 27 x 37-in. 
of floor space, a steam cleaner unit de- 
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... thru any machineable 
material up to ONE INCH thick! 


. e Pay Here is a premium tool which makes it pos- 

- sible to saw holes in one short operation 
... large holes which heretofore had to be 
laboriously machined “a-chip-at-a-time.” 























MARVEL High-Speed-Edge Hole Saws have strength to 
withstand the terrific peripheral strains of heavy duty opera- 
tion in lathes, drill presses or portable power tools. They have 
a high speed steel cutting edge which is electrically welded 
to a tough, alloy steel body, high speed steel pilot drills, 
heavy hexagonal shanked arbors and sufficient set for deep 
drilling. They are self-aligning, as the larger diameter saws 
float on their arbors and are driven by double drive pins. They 
will saw round holes accurately in any machineable material. 


MARVEL High Speed-Edge Hole Saws come in 35 sizes, 
from %”" to 44%”. They are carried in stock by leading indus- 
trial distributors. 


WRITE FOR BULLETIN ST-49 


seejour 
CATALOG 


SWEET'S FILE 
MOURA, NOUSTEES 






ARMSTRONG-BLUM MFG. CO. 
“The Hack Saw People” 
5700 Bloomingdale Avenue , Chicago 39, U. S. A. 


yA 









1 je 


ivr ite! 
es 


bape 


P ‘ 


)2 el 


eee ee ee 
SES amaaENRE ter 


INDUSTRIAL DISTRIBUTION ©* AUGUST, 1949 115 

















e « 6 ° 
ae wy 


Fast turnover is important to your profit pic- 
ture, but fast assembly is what interests your 
manufacturer and repair shop customers. It’s 
a by-product of the precision accuracy of 
Cleveland Socket Head Screw forming and 
threading. Equally important is extra strength 
—the result of Kaufman Process manufacture. 
By this efficient cold-forging process, steel 
qualities are actually improved. And with mod- 
ern heat treatment added, Cleveland Screws 
are extra tough—stand the strain of heavy 
tightening. It pays you to stock and sell 
Cleveland Socket Head Cap Screws. 

THE CLEVELAND CAP SCREW COMPANY 


2917 EAST 79TH STREET e CLEVELAND 4, OHIO 
Warehouses: Chicago, Philadelphia and New York 











ORIGINATORS OF THE 
BLE E 
KAUFMAN Nass PROCESS 


Specialists for more than 30 years in 


CAP SCREWS, SET SCREWS, MILLED STUDS 


Ask your jobber for Cleveland Fasteners 
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velops 80/120 Ibs. working pressure. 
Its normal 45 gal. per hr. capacity can 
be increased to 240 gal. per hr. by 
means of a gun. 

Chief features are instant starting, 
instant steaming, automatic nozzle 
control mechanism which permits op- 
erator to stop and start machine at the 
cleaning job and selective compound 
and fuel feel to give the best results 
for the individual job. All units are 
oil fired and electric motor driven. 

Homestead Valve Mfg. Co., Cor- 
apolis, Pa.—Industrial Distribution, 
August 1949. 

















Machine Tools 


Rust-Proofed, Precision-Machined 
Guaranteed Against All Defects 


A new line of machine tools in- 
cludes an adjustable torque thumb 
screw, spring plungers, spring stops 
and fixture keys. ‘The latter are de- 
signed to fit all standard sizes of table 
slots. ‘Their standard of tolerance is 
.0005-in., assuring positive alignment. 

The thumb screw can be set by tool 
engineers to end pressures of 5 to 50 
Ibs., meeting requirements of various 
jobs. Accurate holding tension avoids 
work distortion, rejects and fixture re- 
work costs. 

The spring plungers (illustrated) 
are utilized and provide positive, accu- 
tate spring tension action for holding 
and positioning work on die and jig 
fixtures and for other tooling and fin- 
ishing jobs. They are available in 
standard sizes with known end spring 
pressures of 5 to 42 Ibs. The spring 
stops are designed to serve the same 
purpose as plungers in cases where no 
wall sections are available for threaded 
mountings. 

Vlier Mfg. Co., Los Angeles, Calif. 
—Industrial Distribution, August 1949. 
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Super-smooth 


High speed OPERATION 
OF CHUCKS AND AIR 
CYLINDERS with... .. 
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CUSHMAN WRENCH OPERATED CHUCK 


***Accralock'’ Registered Trademark 


12Ccs49 











Today, with the increasingly high speeds at which pre- 
cision machine tools are operating, it is essential that vibration and 


chatier be eliminated from work holding and control equipment. 


With Cushman Power and Wrench Operated Chucks... 
and with Rotating Air Cylinders, you are assured of a new degree 
of smoothness in operation. This is due to our accurate Balancing 
Checks throughout manufacture and after assembly of chuck bodies 
and cylinders. No product is shipped without a final static balance 
test...using the Gisholt Static Balancing Machine _ illustrated 
above. We believe this feature to be of great value to buyers 
of Cushman equipment to be used either for manual or power 
chucking. 


Bulletins covering Cushman ‘‘Accralock’’* Power Chucks, 
Wrench Operated Chucks, Power Wrenches and Rotating Air 
Cylinders, on request. 


THE CUSHMAN CHUCK COMPANY 


Hartford 2, Connecticut 


Consult 


CW'S IMAI 
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QUALITY PRODUCTS — “American Swiss” Swiss-Pattern 
files are of first quality only, and each individual file is 
guaranteed to be perfect in every respect. 


COMPLETE LINE—You can offer a complete line of 3000 
different shapes, cuts and sizes. Whenever your customer 
has to do accurate, intricate or finishing work, he can find 
the right file in the “American Swiss” line. 


WIDESPREAD DEMAND— Machinists, tool and die makers 
and other Swiss-Pattern file users are sold on “American 
Swiss”. For 48 years we’ve supplied them with fast-cutting, 
long-wearing top-quality tools. 


PROMPT SHIPMENT—Large factory stocks are maintained 
at all times. Your orders are filled and shipped quickly. 


CONSISTENT ADVERTISING—Your market keeps grow- 
ing because of our continuing campaign in the industrial 
magazines read most by Swiss-Pattern file users. 


DEALER COOPERATION—We offer 100% dealer cooper- 
ation on every sale, and stand squarely back of our 
guarantees. 


You can count on every one of these six important planks 
in our dealer platform. They'll help build volume and 
profits for you when you sell “American Swiss” Swiss- 
Pattern files. 


Also American-Pattern Files, Milled Curved Tooth Files, 
Rotary Files and Burs, and Mechanics’ Hand Tools. 
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AMERICAN SWISS FILE & TOOL CO., 410 Trumbull St., Elizabeth 1, New Jersey 


 Castitde Tool Grinders 


Have 1 and 3 Hp Motors, 
Reversible & Totally Enclosed 


Two new carbide tool grinders for 


| wet or dry grinding feature substantial 


construction for vibration-free, accu- 
rate and volume grinding and are V- 
belt motor driven. Work tables are 
quickly adjusted to any angle with 
easily-read graduated dial. ‘Table as- 
sembly, guard and splash pan are ad- 
justable through screw feed to com- 


_ pensate for wheel wear. Each table is 
equipped with a replaceable steel wear 


plate. 

Adjustable nozzles supply coolant 
for wet grinding. Conversion to dry 
grinding is accomplished by closing 
coolant valves, opening gates at each 
wheel and connecting to exhaust sys- 
tem at rear of grinder. 

The base incorporates coolant reser- 
voir, settling chamber and drain for 
cleaning and flushing. It includes pro- 
tractor guide and diamond holder and 
guard design with adjustable splash 
guards for spray control. 

Standard Electrical Tool Co., Cin- 
cinnati, Ohio—Industrial Distribution, 


August 1949, 














Spray Gun 


Steel Locking Ring, 
Air-Cap in Perfect Adjustment 


One of a new line of three spray 
guns is especially adapted for spray- 
ing highly abrasive materials or ma- 
terials of semi-liquid consistency. An 
essential feature of this model is a 
rubber insert in the air cap which, by 
use of a simple hand tool, can be re- 
placed in a few seconds. Thus an 
inexpensive rubber element is affected 
by abrasive particles, and costly re- 
placement of metal air caps is elim- 
inated. 

Other advantages include a one- 
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Less weight...Less space 


the motorgear 


for more slow-speed applications 


You've wanted a slow-speed unit that is more compact, lighter 
in weight, more easily adaptable to a wider variety of appli- 
cations—that has a modern, dependable motor with simpler, 
sturdier gear train. That's what you get in the Motorgear— 
the combined benefits of the Axial Air Gap Motor and modern 
double reduction helical gears. Available in standard ratios, 
up to 10 hp. Fairbanks, Morse & Co., Chicago 5, Ill. 


A name worth remembering 


DIESEL LOCOMOTIVES ¢ DIESEL ENGINES 
PUMPS @ SCALES «© MOTORS ¢ GENERATORS 
STOKERS © RAILROAD MOTOR CARS and 
STANDPIPES * FARM EQUIPMENT ¢ MAGNETOS 











The Truck Caster to Sell for 
TOP EFFICIENCY and ECONOMY 








These are the most important casters for every Bassick 
distributor to handle. They have the efficiency that the 
plant man insists upon... and the economy demanded 
by the purchasing agent. 

To build good will and future sales, depend on Bassick 
Series ‘‘99” All-Purpose Truck Casters. THE BASSICK 
COMPANY, Bridgeport 2, Connect- 
icut. Division of Stewart-Warner 
Corporation. In Canada: BASSICK 
DIVISION, Stewart-Warner-Alemite 
Corporation, Ltd., Belleville, Ont. 











To build more caster business 
There’s no caster quite as fine 
For our distributors to offer 
As our Series “99”. 














New sales-starting folder on Series “99” 
Casters available now — to help you sell 
more casters. 
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piece, drop-forged aluminum body 
with 3-in. material inlet; fluid tip made 
of stainless steel with funnel-shaped 
interior; easily removed stainless steel 
air plunger and ball check; four-finger, 
nickel-plated type trigger; built-in air 
velocity regulator. 

Kits for repair and maintenance of 
the guns are available. They contain 
replacements for all wearing parts as 
well as service instructions. 

Stewart-Warner Corp., Chicago, 
Ill.—Industrial Distribution, August 
1949. 


Power Tool Kits 


Each of 3 Styles 
Built Around Combo-Tool 


A portable tool kit line is built 
around the manufacturer’s guild 
combo-tool. This is a portable ma- 
chine weighing less than 6 lbs. Spe- 
cially developed accessories equip the 
combo-tool to fill specialized needs of 
each particular kit. 

The home kit includes attachments 
which enable the combo-tool to polish 
silver, floors and furniture, sand and 
smooth furniture and woodwork, re- 
move paint, sharpen knives and tools. 
It also includes a bracket to which the 
tool can be secured, converting it to 
a bench grinder and buffer. 

The shop kit contains attachments 
enabling the user to grind, sand, drill, 
wire brush, buff, mix paint, cut metal 
and tile and smooth off rough edges. 
A bench stand is also included. The 
painter’s kit comes equipped with 
attachments for doing countless 
grades of sandirig work, as well as 
mixing paint, drilling, wire brushing, 
cutting flashings and pipes and polish- 
ing floors. 

Lightweight steel carrying cases are 
standard equipment for each kit and 
are finished over a primer coat which 
resists rust. 

Porter-Cable Machine Co., Syra- 
cuse, N. Y.—Industrial Distribution, 
August 1949. 
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This One Sewer meets the needs of your customers 


No matter how great the variety of fastenings 
demanded by your customers, you can count on 
meeting their needs when you handle the Beth- 
lehem fastenings line. And for good reason, for 
the Bethlehem line of fastenings is an all-inclusive 
line, numbering hundreds of individual headed 
and threaded items. 

As for Bethlehem fastenings, they’ re good items 
to sell, for they have the quality and all-around 
dependability that help build repeat sales. Stock 
up on them, and you'll see what we mean. 


BETHLEHEM STEEL COMPANY 
BETHLEHEM, PA. 


On the Pacific Coast Bethlehem products are sold by 
Bethlehem Pacific Coast Steel Corporation 


Export Distributor: Bethlehem Steel Export Corporation 
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RAWHIDE gives you more in soft hammers and mallets. And 





Chicago Rawhide gives you exceptional power and maximum protection. 
C/R hammers and mallets absorb shock, deliver powerful blows, protect 
finished surfaces and stand up under tough use. For hammers and mallets 
that never split, crumble or mushroom, always ask for Chicago Rawhide. 


C/R Hammers have 
malleable iron heads 
with replaceable 
coiled rawhide faces. 


CH caco (rawhide MFG.CO. 


1205 ELSTON AYENUE CHICAGO 22, ILLINOIS 


Other C/R maintenance products are: round, flat, twist belting; belt pins and lacings; gears, pinions, 
geor blanks; aprons, hand leathers; hydraulic packings. 
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Centrifugal Pumps 


Feature New Cover Plate, 
Improved Suction Check Valve 


A motor-powered, long-coupled, 
self-priming centrifugal pump covers 
sizes, capacities and head ranges of 
13 to 10-in., 15 to 3,500 gpm and 15 
to 170 ft., respectively. ‘The pumps 
are standard in cast iron or welded 
steel; many are available in other 
metals for special requirements. 

Motors are from 4 to 60 hp and 
are mounted with the pump on welded 
stecl frame, or on wheel mounting 
where portability is desired. Many 
models are made with either flanged 
or screwed suction and discharge con- 
nections. 

Marlow Pumps, Ridgewood, N. J.— 
Industrial Distribution, August 1949. 





Valves 


Provide Greater Strength 
And Longer Service Life 


A new line of globe (illustrated) 
and angle valves has a malleable iron; 
non-heating handwheel; identifving 
nameplate; hexagon head gland which 
eliminates “prying” when repacking; 
machined repacking seats and _ solid 
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DISTRIBUTORS! 


This advertisement, appearing in leading in- 
dustrial papers, tells your potential customers 
about the advantages of Koppers Bitumastic 
Protective Coatings . . . helps pave the way 
for more sales to industry. 
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Blast furnace No. 3, The Shenango Furnace Company, Sharpsville, Pa. 


@ Corrosive conditions are extremely severe 
in the vicinity of blast furnaces. Carbon mon- 
oxide, sulfur dioxide, hydrogen sulfide, water, 
steam, intermittent high heat and cooling, and 
general blast furnace corrosives combine to at- 
tack surrounding structures. 


The Shenango Furnace Company, Sharps- 
ville, Pa. found that ordinary protection was 
inadequate under such conditions. For long- 
lasting corrosion prevention, two coats of Kop- 
pers Bitumastic® Super-Service Black were ap- 
plied to two blast furnaces, as well as surround- 
ing stoves, piping, walkways, railings and other 
structural work. 

Today, after more than a year of service, the 
tough, thick barrier of this Koppers Coating 
is keeping corrosion completely at bay. It will 
keep maintenance costs low for years to come. 

No matter how severe conditions may be 


around your plant, one of the specially-formu- 
lated Koppers Bitumastic Protective Coatings 
will guard your structures against corrosion due 
to atmospheric conditions, chemical fumes, 
moisture and heat. 


_FOR COMPLETE INFORMATION 


enti — 
on Koppers 7 
| Bitumastic Protective Coatings l 
| Koppers Company, Inc. | 
| Pittsburgh 19, Pa. | 
| Gentlemen: | 
| Please send me your free 16-page booklet, “Stop | 
| Corrosion.” | 
| 
Be Nahi cess siasccucassltsnsesisassaminadiisaaaneusiedaurpadinwssdsiiaiies 
MN eo fastiec cenarcacis tcscianeaniattnclaacieualesustdacartiacisudsitiestata 
: RaSh ie dicate ac csectncnatacaeasncebbikentinstexenidtincacduascasen | 
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KOPPERS COMPANY, INC., Pittsburgh 19, Pa. 








HOPPERS BITUMAST[( PROTECTIVE COATINGS 


REG. U. 6. PAT. OFF. 
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Sold through Industrial Distributors 
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AIT A MINUTE, RICHARD! There’s a much easier 


way to open your prospect’s door—even if he is a 


tough customer. 


How? Well, it’s as easy as spending your pay check. Warm him 


up by selling him something he wants and needs. Something he 


has to have! Bolts and nuts, for instance. 


Of course you must be in a position to supply many different types 


of fasteners to meet every need. That’s why it is to your advantage 


to sell the nationally advertised Lamson & Sessions line—one of 


the most complete and best known lines of fasteners in the country 





Yes, Lamson bolts and nuts are real “door 
openers” as well as profitable in them- 
selves. That’s why we say: “sell them at 


every opportunity”! 


THE LAMSON & SESSIONS COMPANY 


General Offices: 


s% 1971 West 85th Street, Cleveland 2, Ohio 
Plants at Cleveland and Kent, Ohio ¢ Birmingham ¢ Chicago 


LAMSON SESSIONS — 
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bronze disks which are renewable on 
3-in. and larger sizes. The valves have 
stems of a silicon bronze alloy, exclu- 
sive with the manufacturer. 

A line of check valves, lift and 
swing, has similar features of strength 
and design. Guide lugs on the disk 
and guide sleeve in cap assure positive 
seating (lift), while the swing check 
valve has two renewable side plugs 
which serve as bearings for the disk 
carrier pin. 

Lunkenheimer Co., Cincinnati, 
Ohio—Industrial Distribution, Aug- 
ust 1949. 











Sleeve Puller 


Adjustable, Provides Clearance 
Regardless of Stud Position 


A cylinder line puller for both dry 
and wet sleeves will pull the cylinder 
sleeves on more than 200 makes and 
models of trucks and tractors easily, 
quickly and safely. ‘The tool is ad- 
justable to provide clearance regard- 
less of the position of cylinder studs 
and to simplify centering the tool 
over the bore. 

Adaptor plates can be applied from 
the top. The long, fine-threaded screw 
and a heavy thrust bearing eliminate 
friction and provide a steady pull. 

Owatonna ‘Tool Co., Owatonna, 
Minn.—Industrial Distribution, Au- 
gust 1949. 


Portable Instruments 


Have Non-Breakable Windows, 
Hand-Calibrated Mirror Scales 


A new series of AC and DC port- 
able instruments features modern de- 
sign, exceptional scale visibility and 
efficient shielding. The instruments 
have nonbreakable windows extend- 
ing the full width, curving around 
each side to reduce shadows and pro- 
viding brilliant illumination of the 
large, readable 54-in. scales. 


















Both AC and DC instruments are 
shielded against external magnetic 
fields. The DC units have a self- 
shielding mechanism providing such 
protection that the magnetic field cre- 
ated by a conductor carrying 7,000 
amps at a distance of 3 ft. causes an 
error of less than 4 of 1 percent of full 
scale value. One model is available as 
DC voltmeter, volt-ammeter, ammeter, 
milliammeter and  microammeter; 
the other as AC voltmeter, ammeter 
and milliammeter. 

Weston Electrical Instrument 
Corp., Newark, N. J.—Industrial Dis- 
tribution, August 1949. 











Lift Truck 


Special Flow Control Valve 
Increases Accuracy of Control 


For the handling of delicate but 
heavy electrical instrument assemblies, 
a portable unit features a hydraulic 
elevating boom which elevates from 
16 in. in lowered position to 70 in. 
when fully elevated. 











THE 


WORLD’S FINEST 
UNIT HEATER! 





Extra quiet! Extra capacity ! 
Extra economy! 























Some unit heaters have 
some of these features 
... only ILG has them all! 


One-name-plate..Two-piece header..No brazed joints 


Patented ILG-built Self-Cooled Motor—never “slow roasts” due to 
radiated heat from core... saves 5% to 10% on power cost. 


Dynamically balanced fan wheel—specifically designed for ILG Unit 
Heaters . . . verified for dynamic balance at rated speeds. 


2) 
© 
4) 


© Bottom Header—‘“‘Floats” on slotted coil retainer and spring washers 
—permits expansion and contraction of coil independent of unit casing. 


PLUS ILG “One-Name-Plate’”’ Responsibility covering unit and motor. 


Sell nationally-advertised ILG Unit Heaters because only 
ILG has all these quality features... only ILG offers so 
much value per dollar. 


Send coupon today for FREE Unit Heater Bulletin 342 


— ee eee ee ee ee ee ee eee ee ee ee ee eee ee ee ee = 


Two-piece header bolted together—graduated for “balanced” steam 
distribution. Trouble-free operation on steam pressures to 125 Ibs. 


Solid copper core... 26 gauge flanged copper fins pressed on to 14” 
O.D. seamless copper tubes. ILG never has substituted less efficient, 
less durable metals in its fins or tubes. 


No welded, soldered or brazed joints. Pressing operation permanently 
unites fins and tubes. Brass orifice bushings driven into entrance of 
tubes to expand tubes uniformly into header. 






















ILG Electric Ventilating Co., 2897 N. Crawford Avenue 
Chicago 41, Illinois * Offices in more than 40 Principal Cities 


Firm Name 





Your Name 





Address 
City 
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28 colors in 2 types including aluminum, black, 
red, white, gray, green, blue, yellow and orange. 








@ All of your customers are possible buyers of Rust-Oleum— 
in fact, every plant you call on needs anti-rust protection 
in dozens of ways. 


@ Everywhere you look, there’s need for Rust-Oleum—stacks, 
metal roofs, fire escapes, boilers, structural steel, window 
frames, pipes, ducts, tanks and hundreds of other items. 


@ Rust-Olkum is a long-profit REPEAT SALE line that offers 
time, labor and money-saving advantages to all users. 


@ Rust-Oleum gives lasting protection to metal—indoors and 
out—at big savings over any other anti-rust method. 


@ No sandblasting or chemical cleaners are required. Brush, 
dip or spray on after quick, easy preparation. 


@ NO COMPLICATED TECHNICAL KNOWLEDGE IS RE- 
QUIRED BY SALESMEN. That’s why more salesmen find 
Rust-Oleum so easy to sell. 


@ An increased odvertising schedule in Time, Newsweek, 
Business Week, Factory and other leading publications— 
plus direct-mail advertising, directories and our catalog in 
Sweet's—draws more inquiries for distributors. 


@ A proved sales program, backed by Rust-Oleum’s trained 
field engineers, helps you io get profitable sales volume 
faster. 


Write today for complete information and data on tested 


sales promotion and sampling campaign. 
SEE\OUR 
Pea 





Money-Maker for Distributors’ Salesmen! 
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For the packing operation, the truck 
is moved into position so that the 
boom is directly over the assembly to 
be packed. A special sling arrange- 
ment to lift the assembly is fastened 
to the two hooks suspended from the 
boom. The load is lifted by means of 
a hand pump actuating a hydraulic 
hoist. After the load is raised, the 
crate is placed between the base forks 
of the truck, and the load is gently 
lowered into the crate by use of a 
finger-tip control lever. When the 
slings are removed, the packing and 
crating can be completed. 

Lyon-Raymond Corp., Greene, 
N. Y.—Industrial Distribution, Au- 
gust 1949. 





Centrifugal Pumps 


Adaptable to Belt, Gear Drive 
Or Direct-Mounted Electric Motors 


A new line of pumps may be 
selected for widely varying well diam- 
eters, capacities and heads. ‘Three 
assembly sizes fit wells from 6 to 24- 
in., or larger. Several impeller designs 
are standard for each size in each of 
the three bow] types and provide more 
than 100 individual impeller designs 
of varying hydraulic characteristics. 

Byron Jackson Co., Los Angeles, 
Calif—Industrial Distribution, Au- 
gust 1949. 


Carbide Tipped Tools 


Feature Tip Overhang, 
Elimination of Brazing Strain 


A new line of stress-relieved, car- 
bide tipped tools eliminates brazing 
strains. Through the slash milled de- 
sign, the tip is brazed to one surface 
only, eliminating grinding cracks and 
tool breakage. 

All carbide tips overhang the steel 
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UNITS PRODUCED—THOUSA 











. 








SELL THE PRODUCTS 
in this famous 
BLUE - AND - GOLD 
BOX 


Send today for gen- 


eral booklet, “Cutting 
Tool Materials’’—also 





for distributor plan. 


ADDRESS DEPT. ip-78 














1 Distributors! 


Handle all calls with these Nationally Advertised Tools 


Dacleaged for Quick Sala! 


How many sa/es are you missing 
because you are telling customers, 
“Sorry, we don’t carry that type or 
that grade...”? 

Here’s the newest system that puts 
you into the cutting-tool business, 
across the counter, in the most com- 
plete way—yet with minimum stock. 

All you do is place on your shelf, 
pre-packaged, these ready-to-use cut- 
ting materials in the most popular 
grades. Then let your customers know. 

Calls for High Speed—met with A-L 
high-speed tool-holder bits. Ca//s for 
Faster Cutting—met with ALX grade. 
Calls for Yop Speed—met with Carmet. 

The most satisfying part of all this 
is that you will be supplying one 
standard make, and one uniform 
quality of materials—regardless of the 






type or application. @ Now is the time 
to look into the A-L set-up for Dis- 
tributors. Today. 


LEGHENY 
UDLUM 


STEEL CORPORATION 


PITTSBURGH 22, PENNSYLVANIA 


(utr lool Sieels 


Write us about handling A-L High-Speed Tool Bits... 
ALX Alloy: Tool Bits... CARMET Standard Tools 
and Blanks in your territory 
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Show 


Literally thousands of these new Vaco 
ZB50 kits sold in just a few months 
prove that buyers, engineers, mechanics 
... in fact anyone interested in tools... 
can’t resist this beautiful 5-in-1 screw 
driver set. 


There’s a good reason why the ZB50 
is a best seller, day in and day out. It’s 
the handiest, most useful, most attrac- 


Introduced in '48, the Vaco Duplex 
illustrated above ti month by 
month, to break all previous sales 
records. One publicity item alone 
featuring its handy character produced 
thousands of inquiries. The reversible 
blade gives the user a regular and Phillips 
screw driver in one easy-to-carry unit. 
Exclusive, no-wobble construction makes 
this beautiful too! out ding. Finest 
Vaco quality at an attractive, low price. 
Available in two sizes. Full information 
on request. 













PRODUCTS CO. 





317 East Ontario Street, Chicago 11, Illinois 


THIS 





| 


tive value you've ever seen! Three regu- 
lar and two Phillips blades fit inter- 
changeably into the clear, break-proof, 
shock-proof Amberyl* handle... giving 
the workman all the drivers he needs 
in one compact package that easily 
fits into the back pocket. 


The price ? It’s exceptional, at $2.95 list. 
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shank, allowing several regrinds be- 
fore steel must be ground. This saves 
regrinding time and diamond wheels, 
since no steel is ground. The slash 
milled design allows the tools to be 
made so that the overhang has no 
detrimental effect on operation. 
Nelco Tool Co., Manchester, Conn. 
—Industrial Distribution, August 1949. 





Paint Spray Unit 


No Exposed Moving Parts, 
Plugs Into 110/120 v AC Line 


One-full-hp paint spraying _ per- 
formance is claimed for this new % 
hp. portable unit. The direct-drive 
piston was designed specifically for 
spray painting where low air pressure 
and large volume are important. 

The spray delivers 40 lbs. working 
pressure and ample volume to standard 
spray guns. It plugs into any 110/120 
volt AC line. ‘The compressor is only 
15%-in. long, 114-in. high and 73-in. 
wide at the base. There are no ex- 
posed moving parts; the motor has a 
safety cut-out overload switch, and 
over-size cooling fins on the com- 
pressor make for continuously cool 
operation. 

Binks Mfg. Co., Chicago, Ill— 
Industrial Distribution, August 1949. 
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Adjustable Wrenches 


Patented Sliding Jaw Feature 
Gives Strength & Toughness 


Made in 4, 6, 8, 10, 12, 15 and 
18-in. sizes with maximum capacities 
from 4 to 2s-in., a new line of carbon 
steel adjustable wrenches is drop- 
forged from specially selected steel and 
accurately heat-treated for uniform, 
dependable strength. 

The wrenches have thin, tapered 
jaws and possess strength and tough- 
ness due to an improvement known 
as the patented sliding jaw feature. 
The exclusive design of the square 
shoulders on the shank portion of the 
sliding jaw provides maximum and 
positive bearing against working stress. 
Wedging and spreading action is en- 
tirely eliminated. 

J. H. Williams & Co., Buffalo, 
N. Y.—Industrial Distribution, Au- 
gust 1949. 





Saw Sharpening Fixture 


For All Circular Saws, 
From 11% to 16-in. in Diameter 


By mounting the fixture on the 
same base as two motor-driven grind- 
ing wheels, the entire assembly is 
self-contained. The table on which 
the saws are held swivels to and from 
the grinding wheels. The adjustable 
stop accurately limits the amount of 
swivel angle to the wheels, insuring 
uniform grinding depth on each tooth 
and a_ perfect circular saw after 
sharpening. 


An adjustable index finger sets the 
distance between each saw tooth dur- 
ing sharpening. The entire table top 
may be tilted over 30° either side and 
set at the correct angle to meet re- 
quirements of different types of saws 
and the uniform angle on the lead 
edge of each saw tooth. 

Two grinding wheels are supplied— 
one has a 45° angle on one side and 
the other is y%4-in. wide. In this way; 
only two wheels are required to 
sharpen three different types of saws. 

Treyco Products, Buffalo, N. Y.— 
Industrial Distribution, August 1949. 





Floor Polisher 
Operates on AC or DC, 


Weighs Only 30 Lbs. 








| 
| 


| 


The base of a new floor polisher is | 


of cast iron, and the motor is centered 
directly over the brush. Thus the 10- 
in. brush, with the 1l-in. bristle 
spread, revolving at 300 rpm produces 
balanced pressure. 

The handle can be lifted off and 
set on post for vertical storing in small 


| 
| 


closet or the base alone can be used | 


for polishing small areas. The bicycle- 
type handle bars and the pistol grip 
switch provide perfect control of oper- 
ation. A cable hook holds cord taut 
and eliminates need of releasing more 
cord than necessary. The brush is 
instantly removed without _ tools. 
Roller casters drop down for moving 
polisher on and off job. A white 
rubber bumper all around prevents 
soiled base boards. 

The perpetually lubricated large 
motor is completely enclosed, special 
fins and louvers keep it cool-running. 
A complete line of special purpose 
brushes is available. 

Red Devil Tools, Irvington, N. J.— 
Industrial Distribution, August 1949. 
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ANO YOU 
SELL MORE 


Sales come quicker when you 
stock the complete line of Star 
hand and power hack saw 
blades and metal cutting band 
saw blades. More people ask for 
Star than any other blade. That’s 
because Star blades cut faster 
and cleaner and last longer. 
Besides, Star tells customers how 
to buy, use and care for metal 
cutting blades for best results. 
The handy booklet “Metal Cut- 
ting” for pocket or tool kit, and 
the Star Wall Chart for the shop, 
both chock full of helpful hints 
on metal cutting, are free for the 
asking. Order a supply now... 
be sure you have a good stock of 
Star blades on hand always. 


idl Yn 


V9 





BROS., INC 
Middletown, N. Y 


CLEMSON 


gs Makers of hand and power hack 
saw blades, band saw blades 
and the Clemson Lawn Machine 
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all sizes malleable chain 





Peoria Malleable offers a complete range of 





sizes and styles — detachable, H class, 400 and 





700 class and attachments. Most sizes are now 





available for prompt delivery. All Peoria Mal- 





leable chain is precision-built, strength-tested at 





the factory to assure finer performance. Also 


complete line of Elevator Buckets. Wise buyers 







look for the ‘‘Peoria’’ trademark. 


A MALLEABLE © 
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Test Block Set 


Extremely Close Tolerances 
Assure Accurate Test Readings 


A master diamond checking set in- 
cludes a gold-plated diamond _pene- 
trator and two test blocks—one for 
the higher and one for the lower range 
of hardness values. The diamond 
penetrator is intended for use only 
when checking the owner’s machine. 
The set is furnished in an upholstered, 
leather-finished case that protects the 
penetrator and test blocks when not 
in use. 

The test blocks are available in 
hardness grades for all of the manu- 
facturer’s scales, and the limits covered 
by each block are clearly stamped on 
the edge. 

Clark Instrument, Inc., Dearborn, 
Mich.—Industrial Distribution, Au- 
gust 1949. 

















Coupling 


Tight Fit of Coupling Pins 
Eliminates Noise & Vibration 


An all-rubber-center coupling has 
been designed for improved power 
transmission in fractional hp motors. 

Flexing caused by misalignment is 
absorbed by the entire center mem- 

















ber, rather than by sloppy fit of pins. 


The tight fit of the coupling pins, | 


when pressed into the rubber center 
member, is said to eliminate noise 
and vibration, resulting in quieter, 
smoother operation. Shock loans are 
cushioned, resulting in longer bearing 
life and lower replacement costs. 
Morse Chain Co., Detroit, Mich.— 
Industrial Distribution, August 1949. 





Grinder 


Has Removable Air Strainer, 
Is Fully Ball Bearing Mounted 


An ait-powered, portable, 8-in. 
grinder weighs only 14 Ib. and has a 
form-styled handle and spindle for 
perfect grip. A conveniently-located 
throttle controls starting. The speed 
is governor-controlled, whether idling 
or under heavy load. 

Other features include built-in oil 
reservoir for air lubrication, flush fit- 
tings for grease lubrication and con- 
struction of selected alloy steels 
hardened and ground. 

The grinders are available in spade 
and straight handle models, 6 and 8- 
in. sizes, with range of speeds includ- 
ing +,200, 4,500 and 6,000 rpm. All 
models have § x 11]-in. spindle thread. 
The tools are furnished with a choice 
of grinding wheel or wire brush. 


Aro Equipment Corp., Bryan, Ohio | 
—Industrial Distribution, August | 


1949. 








Carbide Tipped Tools 


For Turning, Boring, 
Facing and Threading 


A complete line of seven types of 
carbide tipped tools is now available 
in a wide range of sizes. The line 








ANY WAY YOU 


MEASURE IT 
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uses 
2 million feet 
of belting 





sell them 
VICTOR 


Take the numerous uses of belting in the candy in- 

dustry—belting in packing and boxing operations, 

in moving finished products, in cooking tunnels, belt- 
ing on enrobers, etc.—and you’ve got a sweet source of 
sales for VICTOR belting. 


For the confectionery industry has shown a continu- 

ous preference for VICTOR belting for conveying, 

elevating and power transmission just as every 
other industrial user of VICTOR belting. 


All industries like the long, trouble-free lifetime-- 

the tangible economy—that goes with the us2 of 

VICTOR belting. Most of all they like ordering trom 
“America’s most complete textile belting line.” They 
get what they want, whatever they want, when they 
want it. 


Put all the advantages of VICTOR belting together 

and it spells more SALES...more REPEAT and 

replacement business for you. Write for complete 
details on handling this outstandingly popular line— 
the complete VICTOR belting line that satisfies indus- 
try, that satisfies dealers with sales. 





@3575 
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| includes both left and right hand 
| styles in side cutting types. All tools 
| are standard with optional grades of 







carbide for cutting steel or other ma- 
terials. Other grades obtainable on 
request. 

Super Tool Co., Detroit, Mich.— 
Industrial Distribution, August 1949. 





Precision Level 


Ground & Graduated Vial 
Mounted in 12-in. Frame 


A sensitive 12-in. precision level has 
been designed especially for leveling 
machine tools. It has a ground and 
graduated vial mounted in a 12-in. 
cast iron frame with the base precision 


| ground on all useful surfaces, includ- 








ing the V-way for leveling shafts. The 
spirit vial has been selected to provide 
correct sensitivity for quick, accurate 
leveling. 

The vial is substantially mounted in 
the frame and protected from acci- 
dental breakage by an aluminum alloy 
cylinder which may be revolved to 
enclose the vial completely. 

South Bend Lathe Works, South 
Bend, Ind.—Industrial Distribution, 
August 1949. 


Diamond Core Drills 


Reduce Required Time 
To Ten Seconds 


In a series of drill tests on 4-in. 
plate glass, a new diamond drill re- 
duced time required for the operation 
to only ten seconds. The results were 
exceptionally clean with a minimum of 
chipping. 

The core drills feature an equal 
weight of diamonds fused in a new 
metal bond which is tough enough 
to reduce core wall thickness to .021- 
in. As a result, the thin wall improve- 
ment increased speed in drilling be- 
cause less material is involved in the 
cutting operation. 

Starlite Industries, Philadelphia, Pa. 
— Industrial Distribution, August 
1949. 

















Wedel Power buit 
LUNKENHEIMER VALVES 


2 in Chicago Boiler House of United States Tobacco Co 








ner a: 









STREAMLINED in oweward appearance, the power plaot of United States 
d Tobacco Company in Chicago is just as maxtern inside. Each item of equip- 

ment was carefully selected to provide efficient, trouble-free steam generation. 
The illustration shows one of the many uses of LUNKENHEIMER 















ib. 

? VALVES in this installation ...a pressure reducing valve station in the ARCHITECTS AND ENGINEERS 
boiler room. Here high pressure steam is reduced for process uses, steam : Garden & Cricksan, Chicoue 
heating, and to obtain 125 th. steam for various other purposes. Numerous ; CONTRACTORS 
other LUNKENHEIMER bronze, iron and steel gate, globe and check Witiom A, Pope & Ce, Io 

, valves are used in the plant. 

: Vhis up-to-date installation is another of many throughout industry in ; 
which LUNKENHEIMER VALVES have been installed, meeting every i ' 
requirement for long life and low-cost services. & 

bs 

ot fe } Lunkenheimer Valves are available through 5 F 
*k 4 Distributors in all industrial centers. ¢ 
\ I 4 ESTABLISHED 1862 = 
Vy - = 


THE LUNKENHEIMER C& 


man" QUALIT Ye 


CINCINNATH 14, OHIO. U.S.A. 
WOOK SY AGG MTOR 1 At ACE L 


... More Power to Industry 
eae. through LUNKENHEIMER VALVES 


ST, MEW YORE 


ANOTHER LUNKENHEIMER ADVERTISEMENT 


ie that sells for you! 
a famous-name manufac 
t 
" and Lunkenheimer “tg Pa 
series of ads featuring modern 














ha advertisement reaches 
alt a milli 
on readers ; ESTABLISHED 1862 


many of them ; oe THE 
em in your ter. “4ELUNKENHEIMER So. 


ri * 
itory. *Note the Distribu- ae 

























tor tie-in Message, a vital 


part of all Lunkenhe; 
advertising. ee 
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SUCH AS THESE 


















. - - HELPFUL COOPERATION, RIGHT DOWN THE LINE 


— Including easy-to-get engineering consulta- 
tion. Simply send in filled-out data form on 
prospective job — our experienced Engineers 
will recommend best equipment for the job. 
Results in greater customer satisfaction, extra 
sales, more profits. 


















Spur Geared 
Chain Hoists 
(14 to 5 tons) 





Hoist-Jacks 
2,000 & 


4,000 Ib.) 





Safety Load 
Binders 
(3,000 & 

6,000 Ib.) 










“Quik-Lift” 
Electric Hoists 
(500 to 4,000 lb.) 























Safety-Pull Ratchet 
Lever Hoists 
(34 to 15 tons) 





i “Mighty Midget” 
' Pullers (500 lb.) 






‘ Cash. in on Coffing Sales Helps! Stock and (-—also I-Beam Per ag ere 
\ PUSH Coffing Lifting and Pulling Equipment. Trolleys) (14 and 1 ton) 








COFFING HOIST COMPANY 


oon eee ILLINOIS 
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'Color Filling Machine 
Design May Be Flat, Curved, 


rn | Concaved or Convexed 


A new machine that places color 
enamel filling into stamped, embossed, 
molded, cast and die cast parts and 
products has been developed. By 
hand-operated mechanical means, the 
enamel is carried from a platen shaped 
to match the surface being filled by 
ineans of a molded synthetic rubber 
die molded in a metal die to match 
exactly the design. 

Allowance for enamel flow as the 
enamel is applied is provided in the 


| die, and a depth of application adjust- 


ment of the machine insures a good 
result even when the machine is oper- 
ated by unskilled help. 

Acromark Co., Elizabeth, N. J.— 
Industrial Distribution, August 1949. 

















Bar Solder 


Offers Improved Fluidity, 
Easier Working Properties 


| Produced in a standard 14-lb. bar, 
a new type tin-lead bar solder is man- 


| ufactured by patented casting ma- 
| chines operating on the die casting 


principle. ‘This equipment eliminates 


| the deficiencies of manual casting. 


The molten solder is contained in a 
closed system from melting kettle to 
mold. All operations are fully auto- 
matic, and oxides in the metal are 
eliminated because the system is closed 


_ to air during melting and casting. 


Precisely controlled cooling condi- 
tions result in fine grain structure and 
lack of voids in bars. Surface appear- 
ance is bright and clean. 

American Smelting & Refining Co., 
New York, N. Y.—Industrial Distribu- 
tion, August 1949. 
























ARMSTRONG 








. 
” 
1, 
d 
or 
1, ARMSTRONG TOOL HOLDERS ARMSTRONG HIGH SPEED ARMSTRONG Turret Lathe and 
d Permanent, multi-purpose tools, for every Ready-to-grind Bits...Ground Cutters. Screw Machine TOOL HOLDERS 
7 operation on Lathes, Planers, Slotters-and ARMALOY Cast Alloy CUTTER-BITS Drill Holders, Cutter Holders, 
y Shapers. ARMIDE Carbide-Tipped CUTTERS Finishing and Knurling Tools for 
4 6 cutter shapes, 12 sizes—2 grades. standard operations. 
xc 
DV 
er 
h 
1¢ 
1e 
st- 
»d 
T- 
- ARMSTRONG Drop ARMSTRONG Drop Forged ARMSTRONG Setting Up ARMSTRONG Drop Forged 
9. Forged DOGS “Cc CLAMPS Tools Eye Bolts 
Lathe Dogs, Milling Ma- Heavy Duty, Medium Serv- A complete line of Drop Plain or shoulder pattern. 
chine Dogs, and Clamp ice, Deep Throat, and Tool Forged Strap Clamps, Planer Blank or Threaded. 14 sizes, 
. Dogs. 12 types, all sizes. Makers’ types in all sizes. and Bracing Jacks and T-slot Drop Forged and heat 
Also Machinists’ Clamps. Bolts. treated. 
'Y, “a 2 
es ARMSTRONG Ratchet ARMSTRONG Drop Forged ARMSTRONG Detachable ARMSTRONG Machine 
Drills Wrenches Socket Wrenches Shop Specialties 
ar, All steel wearing parts hard- Both Carbon and Alloy Steel. All sizes and types with driv- Drill Drifts, Tool Posts, Drill 
in- ened. Packer, Railroad, Over 100 types in all sizes. ing handles, extensions, and Holders, Cutter Grinding 
1a- Standard, and Short types, Improved designs, steels, and drop forged ratchets. Sold Holders, and Tool Makers’ 
ng both plain and reversible. heat treating ... stronger. singly or in cased sets. Vises. 
res 
la 
to 
to- 
ire 
ed i ; 
mL/ 
di- » eae MS se A 
a ARMSTRUNG BROS. ROS. TOC 
al ARMSTRONG BROS. TOOL CO. 
0., Better Pipe Tools. A complete line, each a better anand —_ Tool Holder People” iioes 
u- tool with hardened, alloy or drop forged parts Deine Whse. and Sales: 199 Lafayette St., New York 12, New York. 


wherever they will add to strength or tool life. 


Pacific Coast Whse. and Sales Office: 1275 Mission St., San Francisco 3, Calif. 
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FOR QUALITY 
AND VARIETY 


. . . Industrial Z 
Distributors 
choose the 
‘Blue Face’ 

Line 

















Gripping Forks 


Feature Positive Gripping 
Until Load Weight Is Relieved 


Pallet-less, _ hydraulically-operated 
load handling forks are available in 
three main styles: two forks for holding 
the sides of a barrel or unit load of 
package goods, four rubber-padded 
forks for gripping the bottom tiers 
of bricks (illustrated) and four semi- 
curved forks for lifting two rows of 
bags. 

Chief feature is the positive gripping 
of load until the load weight is re- 
lieved. 

Buda Co., Harvey, Ill.—Industrial 
Distribution, August 1949. 




























AST iron pulleys by Sprout-Waldron have long been 
an assurance of complete customer satisfaction. 
This is why Industrial Distributors everywhere look to 












S-W today as their Pulley Headquarters. cD 
Whether it’s a rough materials handling job which 
demands the ultimate in belt-saving features ... or Air Circulator 
a simple task of power transmission — there is a wide : 
selection of ‘Blue Face’ Pulley types and sizes to meet Air May Be Directed 









the application. By Tilting Motor 


Write for Bulletin P-848 today! 






Available in floor column, counter 
column or ceiling suspension type, a 
new air circulator consists of a 24-in. 
fan blade powered with a } hp, 2- 
speed motor, 1100/800 rpm. The 
unit is resilient mounted to minimize 
noise and is equipped with sealed-for- 
life type ball bearings to minimize 
maintenance. 

Baldor Electric Co., St. Louis, Mo. 
—Industrial Distribution, August 
1949. 











Sprout, Waldron & Co. 
3 Waldron St., Muncy, Pa. 
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Teamwork In Selling 
Is Simple 


(Continued from page 88) 





ment. Very seldom does he have to 
go out on a job “cold.” As a member 
of the same selling team, Mr. Babcock 
also gains an appreciation of the cus- 
tomer’s importance to the salesman. 

Nevertheless, where more technical 
problems are involved, Mr. Babcock 
plans his calls with the salesmen. Be- 
ing in close touch with the salesmen 
he assists, Mr. Babcock is able to plan 
his week’s calls each preceding week- 
end. Prior to making the call with the 
salesman, Mr. Babcock discusses the 
situation, estimates how much time 
he will need for the call and reaches 
an agreement on how the time will 
be divided. 


Time Division Important 


The division of time is important to 
avoid any friction on the job. Some- 
times the salesman will wish to do his 
business first and then introduce Mr. 
Babcock into the picture. From the 
previous discussion, the salesman can 
determine whether or not to stay 
while Mr. Babcock does his work. 
Such factors as the importance of the 
customer, the number of calls he has 
arranged with Mr. Babcock, the num- 
ber of other customers he must call 
on, ctc., are taken into consideration. 

A mutual understanding of the job 
to be done by the supply salesman 
and the specialist on each joint call, 
Mr. Babcock learned from experience, 
is the only way to insure effective 
teamwork. He believes that a manu- 
facturer’s man cannot spend too much 
time on a call if the problem involved 
is a difficult one. On the other hand, 
if the purpose of the call is merely 
missionary work, it is a different story. 
In any event, a little understanding of 
what the other fellow wishes to accom- 
plish helps a lot in reaching a decision 
as to what should be done. 

Recently Mr. Babcock’s assistance 
was requested by a supply salesman. 
The salesman had learned that one of 
his customers was planning to rear- 
range his plant layout and make some 
new installations. He approached Mr. 
Babcock on the possibilities of making 
some gear sales since some of the used 
equipment would be retained and 
some new machines purchased. 

The two got together and discussed 
the situation. Mr. Babcock explained 
the necessity of making a careful 
analysis of all the machinery and tech- 
nical difficulties involved in combin- 
ing new products with old. After the 
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USER “You can help me by filling my fastener orders promptly.” 


DISTRIBUTOR “I’m in the best position to do that for you, by 


maintaining adequate inventory. But you can help me by order- 
ing standard listed sizes.” 


CORBIN “Right! The four standard fasteners shown on this black- 
board look very simple, don’t they? But your orders can be 
quite complicated. 


“For example, you specify types of screw in Corbin-Phillips or 
Regular Slotted — head styles — wire sizes — lengths — threads 
per inch (in Machine Screws), basic metal and/or finish . . . all 
of which can add up to over 40,000 variations! 


“Short orders with quick delivery can generally be filled from 
stock provided we all stick to standard types and sizes. 


“Let’s raise our sights and cover more ground! Standard fas- 
teners can be put to work much faster when they’re on hand 
than when they're on order!” axe 
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THE AMERICAN HARDWARE CORPORATION ¢ NEW BRITAIN, CONN. 


Warehouses: New Britain * New York * Chicago 
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Push the line that pays hot profits. JOHNSON gas 


burning equipment is famous for efficiency and 


economy. 
trade papers helps you sell. 


JOHNSON GAS APPLIANCE CO. 


CEDAR RAPIDS, IOWA 


588 E AVENUE N. W. 


Steady national advertising in leading 


ESTABLISHED 1901 
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study they would be able to make rec- 
ommendations as to quality and prices 
of products needed. 

As a result of the discussion, the 
two mapped out their campaign— 
what Mr. Babcock would do, what the 
salesman’s role would be, how they 
would work, the persons they would 
interview, etc. The result was smooth 
teamwork right down to the sale, 
involving some 300 items. 

Similar cooperation is practiced by 
the specialists on the Chase, Parker 
staff, which includes Frederick E. Rice 
on belting and Hans T. Robbins on 
bearings. In many instances, a cus- 
tomer’s power transmission problem 
will require the services of two, or pos- 
sibly all three. ‘Teamwork then is of 
the essence. In a case where a recom- 
mendation has to be made for either 
a belt or a chain drive, both Mr. Bab- 
cock and Mr. Rice study the problem. 

Competition of the ficlds they rep- 
resent, Mr. Babcock stated, is set aside 
and the customer’s welfare becomes 
paramount. Both specialists are aware 
of the advantages and limitations of 
the drives and try to give an objective 
appraisal. For example, in drives bur- 
dened with heavy starting loads, Mr. 
Babcock doesn’t hesitate to yield to 
belt drives. On the other hand, where 
cleanliness is an important factor, such 
as in food processing plants, Mr. Rice 


doesn’t hesitate to defer to chain 
drives and speed reducers. 
Personalitv, concluded Mr. Bab- 


cock, helps in promoting cooperation 
but an appreciation of what the other 
fellow is trying to do is more effective. 
After all, the factory man and the 
supply salesman have the same objcc- 
tive—increased sales—and a mutual 
understanding of how to attain it 
makes each more effective. 





Know the Answers 


to quiz on page 106 





1. The positive (jaw) clutch consists 
of two cylindrical hubs; the mag- 
netic type, similar to a disk fric- 
tion clutch, engages and disen- 
gages electrically; the friction type 
connects a rotating shaft and one 
which is stationary; the centrifugal 
type connects motors automatically 
to high-inertia loads. 


2. That’s true. 


ws 


. The friction type clutch is used 
to connect or disconnect single 
machines or groups, generally; the 
jaw clutch offers instant pickup of 
the load; the centrifugal type is 
good for connecting gasoline en- 
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for the proud public buildings of the nation 


Nowhere in the world can be found so many fine 
public buildings as in the United States. Symbolized 
by a state capitol, a public auditorium, a civic center, 
or a memorial to a cherished ideal, these buildings 
attest the perfection to which our ‘architects, engi- 
neers, and building contractors have attained. 


The modern dreamers in stone, steel, and concrete 
have incorporated new functional concepts and uti- 
lized new and better materials to achieve results 
believed impossible a half century ago. Of these none 
has contributed more to utilitarian values than stee/ 
pipe .. . for heating, plumbing, air conditioning, 
electrical transmission, and similar services. 


COMMITTEE ON STEEL PIPE RESEARC 


Steel pipe is durable, adaptable, serviceable and 
economical. Because it combines a// of these desir- 
able characteristics, technical men who judge mate- 
rials in terms of these qualities have made steel pipe 
their predominant choice. 


Yes, of all the pipe used for plumbing and heating 
purposes—stee/! pipe is first choice! 


Ask for your copy of the interesting story 
“Pipe in American Life.” 






OF AMERICAN IRON AND STEEL INSTITUTE 


— i ‘i 
a4 ‘4 Hy 350 Fifth Avenue 


New York 7,N. Y. 
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STARTLING ADVANCE 
BETTER FINISHES — 


® This improved bond is start- 
ing another trend in the abra- 
sive industry. Used only in 
Chicago Grinding and Mounted 
Wheels—the result of half a 
century testing and experience. 


FV Bonded Wheels will pro- 
duce finishes that are superior 
and have a lower RMS without sacrificing production. 


® AVOID OBSOLESCENCE ® 
Stock and sell the latest in wheels—Chicagos made with FV Bond. 
It will mean a steady flow of profitable business from your customers. 


RAPID SERVICE. 
While we realize you must have a good-size stock of Grinding and 
Mounted Wheels on hand at all times, we are in a position—through the 
increased facilities of our modern new plant—to give you the finest 
delivery service on your orders. 


Write for Free Literature and Attractive Franchise open on all 
nationally advertised Chicago Wheel products. 


CHICAGO WHEEL & MFG. CO. 


1101 W. MONROE ST., DEPT. MB, CHICAGO 7, ILL. 
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gines to equipment; and the mag- 

netic type is used where a high de- 

gree of machine tool control is de- 
, sirable. 


. That’s false. Not only will it not 
compensate, but any misalignment 
is likely to interfere seriously with 
the successful operation of the 
clutch. 


. The positive or jaw clutch is the 
simplest form of clutch. 


. That’s false. The friction type 
comprises the largest group. 

. That kind of operation would re- 
quire a single-revolution clutch. 


. That’s true, and always good prac- 
tice. 


.A slip clutch would suit this job 
toa “T”. 


. That’s false, they require less shaft 
space. 


. Ten operating days after installa- 
tion should indicate whether the 
drive still runs tight. 


. That’s true. 


.The totally enclosed  dry-disk 
clutch would do the job. 


14. That’s true. 


15. Four to eight seconds should be 
enough to start the load. 


16. None of the three is correct. “Dry” 
clutches require no lubricant what- 
ever. 

. That’s false. Asbestos ring clutches 
have greater capacity than those 
with wood-block friction. 


8.The jaw clutch should not be 
used at speeds in excess of 60 r. 


p- m 





Try A 
New Approach 


‘Continued fro age 7 
(Continued from page 71) 





easily after a personal probe, develops 
sales resistance. 

There is also a time limitation in 
dealing with buyers for groups which 
Mr. Coly er believes is important. The 
buyer’s time for an interview is limited 
because of the great number of varied 
requisitions he handles from many 
sources. The limitation puts pressure 
on the salesman to make the most 
effective use of his allotted time. 

In selling to group buyers, the ever- 
present problem, according to Mr. 
Colyer, is what to talk about to make 
an interview most effective. The sales- 








man’s success, or lack of it, depends on 
his solution to the problem. He is 
without the clues ordinarily obtained 
by visiting plants. Therefore, he must 
— upon a thorough knowledge of 
mill operations and equipment, famili- 
arity with recent industry develop- 
ments and trends and an ability to 
relate his products to his customers’ 
needs. This is the basis for intelligent 
guesswork as to what may be required 
by any of the mills on the group 
buyer’s clientele list. 

Mr. Colyer finds the situation a 
little easier in dealing with large chain 
buyers. Chains, he said, usually carry 
inventories of staple supplies which 
are disbursed to individual plants upon 
requisition. By noting purchases, the 
salesman can estimate the time and 
variety of requirements. Moreover, 
the orders are apt to be larger than 
the purchases of an individual plant. 

Another consideration which facili- 
tates selling to chains is that chain 
purchasing departments are usually 
specialized. For instance, one buyer 
will do all the purchasing for spinning 
mills, another will do the buying for 
finishing plants, etc. 

The specialized buyers, Mr. Colyer 
stated, are commonly men with ex- 
perience in the type of mills they 
serve. They are familiar with most 
operational, maintenance and supply 
requirements. In most cases, they as- 
certain particulars about each unusual 
requisition. As a result, they are gen- 
erally able to furnish a great deal of 
beneficial information to the salesman 
voluntarily or upon request. 

Like his colleagues in the same field, 
Mr. Colyer has had to develop his own 
solution to the problem of effective 
selling under such conditions. From 
his experience, he has evolved an ap- 
proach, which while it may not be a 
perfect substitute for personal contact 
with responsible plant personnel, does 
give him the satisfaction of creative 
sales effort as well as sales. 


3-Step Selling Theory 


Mr. Colyer’s theory of selling to 
group buyers involves three steps: 

1, Get something to start the in- 
terview with. 

2. Next try to sell products you 
know the customer uses but has not 
been purchasing from you. 

3. Try to mention the rest of your 
major lines. 

As a subject for the initial part of 
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face: 


There is a style and size of Vincent Dresser 
for every job. This means that on every appli- 
cation, by using the right dresser, your custo- 
mers will get maximum satisfaction. It also 
means that no matter what your customer's 


needs, you have just the dresser to sell him. 


There is a bonus of several extra dressings 
from every Vincent Dresser Cutter, too. Made 
of special steel and heat treated to exact 
hardiness, these cutters stand up on the 
toughest applications. 


Stock the entire line of Vincent Dressers 
and Cutters for immediate delivery to your 
customers . . . and for sure repeat sales. 





WIDN-C NEAT 


STEEL PROCESS COMPANY 
Heat Treaters of Metals—300 Tons Capacity Daily r 
Producers of GRINDING WHEEL DRESSERS AND CUTTERS ¢ HSS TOOL BITS =| 
CONICAL CUTTERS AND HOLDERS * DIAMOND DRESSING TOOLS | 
TUBE CLEANER CUTTERS * HIGHWAY SURFACER CUTTERS 


an interview, Mr. Colyer draws on 
such themes as new products, new 
features incorporated into old prod- 
ucts, new applications or anything else 
related to the customers’ supply re- 
quirements. The theme has to be 
interesting from the standpoint of pro- 
duction or maintenance and must 
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have a potential sales angle. 

To obtain ideas, Mr. Colyer keeps 
up with the most recent developments 
in the textile industry in which he had 
some experience. He scans and stud- 
ics industry and trade magazines, news- 
papers, catalogs and other related liter- 
ature. He does not believe in talking 
to purchasing men about products 
that the customer is buying steadily 
from him. His theory is: “Don’t talk 
about straps until they stop buying 
straps.” The only reason Mr. Colyer 
discusses items which the customer is 
already buying, is to acquaint him 
with any new features about them— 
improvements, new prices, availability. 

Mr, Colyer: always prepares three 
talking points before making a call. 
The reason for three is to be ready for 
a change of subject in the event a 
necd for a change arises. For example, 
the preceding salesman may have 
talked on, or sold, a product which 
Mr. Colyer had planned to discuss. 
In order to make the interview as 
profitable as possible, Mr. Colyer likes 
to be able to switch to another prod- 
uct. 


Sales Presentation Important 


Following the introductory phase 
of the interview, Mr. Colyer launches 
into a sales presentation on a product, 
or products, which he knows the mills 
use but are not buying from him. Mr. 
Colyer lays great emphasis on a well- 
planned and well-executed sales pres- 
entation. He believes that developing 
mastery of sales presentation tech- 
niques is the salesman’s most impor- 
tant preparation in selling to group 
purchasers. A well made presentation 
establishes the salesman as a source 
for the particular product discussed. 

At Hall & Co., the art of making 
sales presentations is part of a con- 
| tinual sales training program. Sales- 
| men are required to develop and pre- 
sent sales talks at meetings and then 
face criticism from the sales manager 
and other salesmen. The presentation, 
Mr. Colyer said, is the creative selling 
effort of the interview and should be 
made carefully. The proper selection 
of a theme requires analysis of pur- 
chases by customers, knowledge of 
mill operations and requirements and 
industry product potentials. 

When concluding an interview, Mr. 
Colyer tries to mention the major lines 
he has not touched upon in the pre- 
ceding discussion. This reminds the 
buyer of any other requisitions which 
he may have in his office and which 
Mr. Colyer can fill. 

Coverage of all major lines is a dis- 
tinguishing feature of Mr. Colyer’s 
plan for interviews. Since he is con- 
stantly associating related lines to prod- 
ucts he discusses, it is not strictly a 
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MILLED STUDS 


Distributors find it pays to stock Shinyland studs 
because of the large and increasing demand for 
this quality product. 


Shinylands of the usual Ferry Cap high quality are & imply & pecify 
furnished to regular milled stud standards with this 
additional feature — the land between threads a SH INYLAN DS 


shiny, bright, mirror-finish. : 

with land between threads, 
Shinylands are sold in standard catalog sizes in shiny, bright, mirror-finish 
attractively labeled packages and in bulk: sizes, 


%4” dia. and under. 
How’s your stock of Shinylands? 


The FERRY CAP & SET SCREW Co. 


2153 SCRANTON ROAD . ° CLEVELAND 13, OHIO 


CAP AND SET SCREWS + CONNECTING ROD BOLTS + MAIN BEARING BOLTS + SPRING BOLTS AND SHACKLE BOLTS * HARDENED AND GROUND BOLTS « SPECIAL 
ALLOY STEEL SCREWS + VALVE TAPPET ADJUSTING SCREWS + AIRCRAFT ENGINE STUDS + ALLOY STEEL AND COMMERCIAL STUDS * FERRY PATENTED ACORN NUTS 
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"DYNAFLEX’ 


D bff7 Gt; We 


on ALL SPRAYING OPERATIONS 


Mulconroy Means More 


Business For Goul 


All users of industrial hose 
are potential customers for 
one or more Mulconroy 
special hose constructions 

. - and every Mulconroy 
product you sellis a virtual 
guarantee of repeat business. 


“DyNAFLEX” Spray Hose, Styte 904—another 
Mulconroy special construction, built to assure 
greater efficiency, safety and economy in paint, 
whitewash, chemical and insecticide spraying. Com- 
bines light weight and extreme flexibility with ar- 
mored resistance to high pressures and hard wear. 
Compounded rubber tube is securely vulcanized to 
strong duck carcass, and will not peel, swell or buckle. 
Cover consists of galvanized steel wire braid, sur- 
rounded by half-round galvanized steel spiral. Sizes 
%" to %" inclusive. 

Every manufacturer or agriculturist using spray 
equipment is a prospect for this safer, longer-wearing 
hose ... backed by Mulconroy’s 62 years of hose- 
building experience. 


"“MULCONROY Siar... 


5329 JEFFERSON ST., PHILADELPHIA 31, PA. 
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routine recitation. At the conclusion 
of an interview, he may have to men- 
tion only several lines to round out 
his list. 

From the outline, it can be seen 
that Mr. Colyer doesn’t like to waste 
any selling time. When he writes 
out an order in the presence of a pur- 
chaser, he continually thinks of and 
suggests related products. By the 
time he is through jotting down the 
order, Mr. Colyer may have reminded 
the buyer to order quite a few addi- 
tional items for which he had requisi- 
tions. The salesman must have a thor- 
ough knowledge of the full range of 
products which his firm carries to be 
able to reel them off when necessary. 

Once Mr. Colyer obtains an order, 
he makes his exit as graciously and as 
quickly as possible. The theory is that 
the purchaser, as well as Mr. Colyer, 
has a lot to do. As an example of his 
economy of time, Mr. Colyer recently 
took down two orders on two calls 
for some $3,000 worth of merchandise 
in one hour and 15 minutes! That 
same day he had to quit early, but be- 
fore quitting, he completed nine calls. 
He does not believe in unnecessary 
and unprofitable talk. 

Selling to group purchasing agents, 
without the benefit of valuable infor- 
mation gleaned in plant visits, Mr. 
Colyer concluded, is difficult, but not 
impossible. It requires a change in 
emphasis from shop talk and demon- 
stration to planning and vocal sales- 
manship. 





Clinic for 


Telephone Salesmen 
(Continued from page 69) 





on Bill’s desk, there’s a couple 
that have to go out tonight. 


T.C.; (Waiting) Hello, hello. 
T. S.: Hello, now what did you want? 


T.C.: Nothing, buddy, I’m sorry I 
bothered you. (Hangs up). 


Let’s try this call the right way: 


Telephone Salesman: This is Jones, 
order desk, can I help you? 


Telephone Customer: Yes, this is John 
Customer, Acme Contracting 
Co., I want to get some infor- 
mation on a pipe threading 
machine. Can you tell me 
something about the line you 
carry? 


T. S.: Yes, Mr. Customer, we carry 
the Blank line of pipe thread- 


ing machines. What capacity 
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( «pips clogging in the flutes of taps are 
|, the No. 1 cause of breakage- This 
happens particularly when the metal is 
“stringy” and the tap is being used in 
a machine operating at high speeds. 
“Greenfield” engineers licked that 
problem years ago in through hole tap- 
ping by inventing a tap that shot the 
chips out ahead as it cut 4 thread. They 
named it the “Gun” Tap. The advan- 
tages are many- The body of the tap ca” 
be thicker and stronger: The shearing 
action of the tap takes less power: And 
the threads are more accurate. 
Perhaps you have been using “Gun” 
Taps for years and this is an old story 
to you. If not, you may be interested 
in learning more about “Gun” Taps from 
your local “Greenfield” Distributor OF 


by writing direct to “Greenfield”. 


GREENFIELD TAP and DIE CORPORATION 


Greenfield, Massachusetts 





HEP and 
See THE GEOMETRIC TOOL CO. 
eS Hew Haven 15, Connecticut 


and 
AMPCO TWIST DRILL CORP. 


jackson, Michigan 


Divisions of Greenfield Tap and Die Corporation 
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At right is the simplest, quickest, 
most accurate drive selection method 
ever used—so say the users them- 
selves. You and your customers can 
select the right Multi-V-Drive from 
ever 75,000 sheave and belt com- 
binations . . . in less than 3 minutes. 
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WORTHINGTON PUMP AND MACHINERY CORPORATION 


MULTI-V-DRIVE SALES DIVISION 
Buffalo, New York + General Offices: Harrison, New Jersey 
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POWER TRANSMISSION: sheaves, V-belts, variable speed drives 
PUMPS: centrifugal, power, rotary, steam 
AIR COMPRESSORS: water-cooled, air-cooled 





MVR9-1 


, A 
4 a . 
~ 
; ; ; ‘ i} oul an 
f “ 
SSRI 





























GO F Pew US tT RY 





of this profitable 
sheave business 





That’s right. $2,500,000 we’ve invested in 
a stock of sheaves and V-belts that’s the 
most complete in the industry. 

$2,500,000 to give you a big delivery 
advantage over all other V-belt compe- 
tition. 

When a customer wants a sheave or 
belt, he wants it fast. If his dealer’s stock 
is incomplete and the manufacturer’s 
stock is days away—he’s going elsewhere. 

Now they’re going to you — because 
the Worthington line has the most com- 
plete range of stock sizes. If you don’t 
have a wanted sheave, you can get de- 
livery from your nearest Worthington 
warehouse in 24 hours or less. 
“stock 
sizes” and more sizes in stock, you may 


And with more sizes listed as 


be able to save your customer the cost of 
a special sheave. 

We’re advertising the prompt delivery 
of Worthington QD Sheaves in many mag- 
azines .. . and we have direct mail about 
it for your use. So tell your customers 
about the complete Worthington line— 
853 listed stock sizes of QD sheaves in 
“A”, “B”, “C” and “D” Sections, % to 
600 hp . . . 332 listed stock sizes of Worth- 
ington-Goodyear EC Cord V-belts. 
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AIR VALVES 


The valve you can recommend for unequalled efficiency, safety, and 
economy. Built to stand up longer in the roughest air service ... on 





compressors, pipe lines, hose lines. Principal markets are heavy con- | 


struction, roadbuilding, mining and quarrying, where its easily dem- 


onstrated convenience and reliability prove particularly advantageous. | 


Self-honing provides a permanent, leakproof seal. Handle and plug 
are combined within the valve body —the handle can’t come off. 
Quick-opening, self-adjusting, non-packing and full-flow features 
offer additional reasons for its ready acceptance and wide use. 
Cadmium plated — rustproof; in sizes 2" to 2”, inclusive. Write for 
illustrated folder. 


Sold in Accordance With Our Established Distributor Policy 


OD IN tT 4 Y 
PRODUCERS OF Jhe Quality Line COUPLINGS * NIPPLES * MENDERS * CLAMPS 


“BOSS” “GJ-BOSS” “DIXON” “KING” “AIR KING”. “DIX-LOCK” 
PHILADELPHIA, PA. BRANCHES: CHICAGO + BIRMINGHAM * LOS ANGELES * HOUSTON 
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machine do you have in mind? 


T.C.: Well, I need a machine to cut, 
thread and ream } inch to 2- 
inch pipe. Do you have a ma- 
chine to do the job? 

T. S.: Yes, we have a complete line 
in stock Mr. Customer. ‘The 
one you want is model number 
123 and net $325.00. ‘That’s 
without the stand. 

T.C.: Do I need a stand? 

T. S.: The stand is a practical acces- 
sory, Mr. Customer, it makes 
the machine a better portable 
unit if you have to take it from 
job to. job. Then if you have 
large gear type stocks with uni- 
versal connections to hook up 
to this machine, the stand will 
permit casicr operation for the 
mechanic. 

T.C.: That’s fine, I’m sold, can you 
deliver first thing in the morn- 
ing? 

T. S.: Sure thing, that was the Acme 
Contracting Co. Is that right? 

T.C.: Yes, the address is 405 Bates 
Avenue. 

T. S.: Thank you} Mr. Customer, you 
can count on it being delivered 


on the first truck out in the 
morning. 


T.C.: ‘Thank you, goodbye. 
T. S.: You're welcome. Goodbye. 


You sec, in the second conversation, 
there were no vague answers to the 
customer’s questions; the telephone 
salesman took a kcen interest in the 
sale and incidentally, by suggesting a 
stand for the machine, he increased the 
dollar volume of the sale. That was 
telephone salesmanship. 





ONE CALL AT A TIME is all that can 
be handled efficiently, Earl Bobbitt, tele- 
phone salesman, Colcord-Wright Machin- 
ery & Supply Co., St. Louis, demonstrates 
the “‘over-efhcient” telephone salesman. 
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30-month figures prove 
superior performance of 
J&L wire rope 








For two and one half years, Central 
Ohio Coal Company of Zanesville, 
Ohio, has kept detailed records on 
the performance of wire-rope hoist- 
ing lines, draglines and dump cables 
used in their strip-mining operations. 
These records prove that, among 
the several different brands used, 
J&L Wire Ropes gave more days of 
service and moved more cubic yards 
of overburden. 


Here are the average performance 
figures: 


Dragline—50% longer service life than 
competing wire ropes. (J&L Precision- 
bilt 24%,” dia. Type ‘‘U’’ Lang Lay) 


Hoisting Line—30% longer service life 
than competing wire ropes. (J&L Pre- 
cisionbilt 134” dia. 6 x 37 Lang Lay) 


Dump Cable—More than twice the service 
life of competing wire ropes of 4%” larger 
diameter. (J&L CenterFit 1%” dia.) 


Central Ohio Coal Company” 
gets L-O-N-G-E-R service 


from Jal CAzcccadonbcle- WIRE ROPE 


a 


But it is what’s behind these records 
that counts! Both J&L and Central 
Ohio “know their ropes.” J&L 
knows how to build wire ropes and 
what type to recommend for every 
job. Central Ohio knows how to 
operate them for the longest and 
most profitable service. This means 
not only correct application, but 
also proper, engineered care. 


—And what is “proper, engineered 
care?’ Why not let a J&L Wire 
Rope service engineer tell you? He’s 
a specialist in wire rope application. 
He knows how to get the most out 
of every inch of hoisting line, drag- 
line, logging rope, marine cable, 
oil-country line—or wire rope in any 
other application. 


If you would like to have a J&L 
engineer call on you, write us. The 
coupon is for your convenience. 


*Affiliated with Ohio Power Company in the American Gas and Electric System. 


JONES &L AUGHLIN STEEL CorPoRATION 


INDUSTRIAL DISTRIBUTION © AUGUST, 1949 












Above—Page, Model 627 S, Walking Drag- 
line, with 12-1/2 yd. bucket. JEL Wire Rope 
for hoisting line, dragline and dump cable. 





Jones & Laughlin Steel Corporation 
420 Jones & Laughlin Building 
Pittsburgh 30, Penna. 


Gentlemen: 


Please have a J&L engineer call on us. 


| 
| 
| 
| 
| 
We are interested in learning how to 
| 
| 
| 
| 
| 
| 


+ 
| 
| 
| 
| 
| 
| 

get more service from our wire ropes 
| 
| 
| 
| 
| 

J 











Exit 


THREADING I" to 2” PIPE 








Fast-seller — 
RIGID No. 65R 


Popular because it sets to 
pipe size in just 10 seconds 


@ The RIGID 65R is so handy and efficient that it’s popu- 
larity is booming. In just 10 seconds it’s ready to cut perfect 
threads on 1,” 114," 114" or 2" pipe. Workholder sets instantly — 
only one screw to tighten, no bushings. With the self-contained 
FiIGe0ID 65R there’s no bother with extra dies—one set of 
high-speed steel chaser dies assures accurate threads on any 
kind of pipe or conduit, always—easily. Every 65R is factory- 
tested —a fast-moving die stock it pays you to sell. 


WORK-SAVER PIPE TOOLS 








THE RIDGE TOOL CO. ¢ ELYRIA, OHIO 


148 INDUSTRIAL DISTRIBUTION © AUGUST, 1949 





The Prompt Answer 


The customer calls and asks for 
Joe Jones, the telephone salesman. 
Joe is busy, say, for example, inserting 
price changes in his desk catalog. His 
telephone rings five times, and he 
hasn’t answered. 


Telephone customer: (to himself) 
Well, that’s funny—no one 
answers—what kind of a place 
is that? (hangs up). 


Telephone Salesman: (picks up re- 
ceiver) Hello? (listens) Num- 
ber please? Whadda ya mean, 
Number please, operator? My 
telephone rang. (hangs up). 


Had this telephone salesman an- 
swered more promptly, the order and 
perhaps some future orders would not 
have been lost. Answer promptly, ten 
seconds is considered normal answer- 
ing time. Maybe we'll get a prompt 
answer on the next call—let’s see. 

The telephone rings and the cus- 
tomer wants to talk to Mr. Roberts, 
a salesman with whom he has placed 
an order: 


Telephone Salesman: Hello. 


Telephone Customer: Is this Harrison 
7-6000? 


Yes. 
The Ace Supply Co. 
Yes. 


I'd like to talk to your sales- 
man, Mr. Roberts please. 


*. @e 
T.C.: 
T. Sa 
IR: 


a. Ss 
7.062 


Who’s calling? 


This is the Acme Mfg. Com- 
pany (impatient). 


1. Bz 
TC: 


He isn’t in. 


I’m sorry, I have a message on 
my desk asking me to call Mr. 
Roberts in regard to an im- 





THE CIGAR CHEWING telephone 
salesman is a first team drawback in build- 
ing customer satisfaction, according to Bob 
Spark, telephone salesman, Chicago Pre- 
cision Supply Co., Chicago. ; 
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portant order I placed with 
him. When will he be back? 
T. S.: I don’t know. 
T.C.: 


T. Sa 


And who are you please? 


This is one of the telephone 
salesmen. 


T.C.: Will you kind enough to tell 
Mr. Roberts about this call. 


T. Ss OK. 


Well, that was a prompt answer 
but not a very friendly reception. Let’s 
see what was wrong. In the first place, 
it isn’t necessary to keep your firm’s 
name secret. Identifying yourself and 
your company lets the caller know he 
has reached his destination and avoids 
useless questions. Second, an abrupt 
“who’s calling” can be offensive and 
certainly not very friendly. And finally, 
your attitude or tone means a lot. The 
call couldn’t have been important to 
Mr. Roberts—at least the customer 
didn’t think so after this treatment. 
Here’s another example: 


Telephone Salesman: Hello. 


Telephone Customer: Mr. Brown, 
please. 


T. S.: He isn’t in. 
T.C.: When do you expect him? 
T. S.: I dunno. 


T.C.: (Exasperated) Well, will you 
take a message? 


(Very bored) O.K. (looks for 
pencil—pays no attention). 


T. Sc 


T.C.: Please tell him I want to in- 
crease my order for shovels— 
and if he wants (bangs receiver) 
us to send him another order 


to please—HELLO! 


: Wait a minute—I can’t find a 
pencil. 


T.C.: Wait a minute! Never mind 
I'll write him a letter. (bangs 


receiver). 


There were a few things wrong. 
If you have to put your telephone 
down, do so carefully, place it on a 
pad if possible—it will help. Of course, 
you should always answer the tele- 
phone with pencil and paper handy— 
that’s just good business. Let’s do 
that call the right way: 


Telephone Salesman: This is Jones, 
order desk. 


Telephone Customer: Mr. Brown, 
please. 


T. S.: He’s not in right now—would 
you care to leave a message? 


T.C.: Yes, this is Mr. Smith of the 
Acme Co., please tell him that 
I want to increase my order 

















BOND 
BEVERAGE TRUCK 


For Faster Handling 
with Less Footwork 


High ca pacity re- 
duces legwork. Semi- 
pneumatic tires 
assure smooth, 
shockproof trans- 
portation for fragile 
loads. Full welded 
tubular steel, 49” 
high; nose 14” wide 
by 732” deep. 
Light—weighs 
only 29 Ibs. 
Equipped with 
stair glides. 





BOND TRUCK CASTERS 
Save Time at Every Turn 


You will find the caster that’s exactly 
right for your particular plant condi- 
tions in the complete Bond line. 
There’s a Bond built-for-the-job caster 
for every industrial use. 





36-A. Special « 
double ball race de- 
sign provides unusu- 
ally easy swivelling. 
Sturdy Bond caster 
metal assures a long 
service life. Pres- 
sure lubricated. 


40-A. All Stee 


ball races 
Pressure lubri 
cated, 


Bond Foundry & Mach 
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Caster. A practically 
indestructible caster 
for heavy duty. 
Swivels with 
frictionless ease 
on hardened 






eo 


Shortcuts to Speedy, Easy Handling 


BOND KEG 
AND CASE TRUCKS 














No. 4691—The Truck with a 
Thousand Uses. 


No. 4962—With Wheel Guards 
for Handling Bags. 


This pair of sturdy 
trucks are made of 
1’’ square high car- 
bon steel tubing. 
Available with the 
following type 
wheels: plain or rol- 
ler bearing semi- 
steel; plain or 





roller bearing 
vulcanized-on 
rubber. 





BOND UNIVERSAL 
LIFT JACK 


The Jack for All Trades 








Simplifies handling of light and heavy 
loads. Couples and uncouples quickly, 
turns easily. Handle adjusts to opera- 
tor’s height. Operates in close quarters 


' with handle in vertical position. 


Send for free folders describing 
the advantages of Bond hand 
trucks, casters and lift jack. 


ne Co., Manheim, Pa. 
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Better equipment means more profit from spray operations. 


Specify Black Arrow ... famous for “HOLLOW AIR” Spray Guns. 









Black Arrow Siphon Feed Out- 
fit. Complete with “HOLLOW 
AIR" gun, container, air reg 
and purifier, hose and wrench. 








Black Arrow FIBR-GUN. The 
only “finished” FLOCK gun on the 
market. All three controls at rear 


Black Arrow “HOLLOW AIR" 
Spray Gun. The finest all-around, 
all-purpose gun in use today. 
Try it! 




















Black Arrow Pressure Outfits. 
Range from two to fifteen gal- 
lons. Complete in every detail. 


Black Arrow Exhoust Units. 
Range from 12” to 42” diam- 
eters — meet oll Underwriters’ 
specifications, 


Black Arrow Air Conditioners 
All price ranges—the only make 
fabricated of 100% non-rusting 
materials. 














.- si. 22. catiltata te esATRR . sane sail 

Black Arrow Compressors. All Black Arrow Oil Spray Gun — Black Arrow General Utility | 
sizes and models, portable and efficiently sprays all cleaning sol- Spray Gun. Lightweight, efficient 
stationary—1y to 15 H.P., single vents and oils up to S. A. E. 70. —operates at minimum pressures 

and two stage. with low air consumption. 






The Black Manufacturing Co. 
Parkton 72, Maryland 
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for shovels and send me three 
gross. He can just increase the 
quantity on the order I have 
already placed with him, I'll 
take care of it with our pur- 
chasing department. 


Thank you, Mr. Smith, I'll be 
glad to give him your message. 


a. Ss 


7.6 
as 208 
pe ee 
T. Ss 


Thank you, Mr. Jones. 
You’re welcome. 
Good-bye. 

Good-bye. 





Stepping Stones 
to Successful Selling 





Reflections of a veteran sales 
manager, culled from bulletins 
to his salesmen 


Someone has said (was it Mark 
Twain) that a successful salesman 
must have the curiosity of a cat; the 
tenacity of a bulldog; the brashness 
of a Charlie McCarthy; the patience 
of a self-sacrificing wife; the deductive 
powers of a Sherlock Holmes; the 
persuasiveness of a job-hunting poli- 
tician; the enthusiasm of a radio an- 
nouncer; the good humor of an idiot; 
the self-assurance of a college graduate; 
and the tireless persistence of a bill 
collector. In short, he must be many 
people. 

And he is many people—to other 
people, his customers. Often he can’t 
be the same man twice in succession. 
I mean that he must accommodate 
his own personality to the customer 
as he stands before him now—for the 
customer of now, the same man he 
called on last week, may not be the 
same personality today. 

The man you talk to, purchasing 
agent, or sales manager or supplies 
buyer, may feel fine on one day, lousy 
on the next; Little Miss Sunshine if 
you hit him at this moment, and 
grouchy and irritable if you come on 
him just after his wife has called to 
ask him to “pick up a few things at 
the grocer’s on the way home.” 

I mean we're all creatures of habit. 
We're too apt to forget the human 
element and go along with our usual 
sales tactics, regardless of the situation 
we walk into or the state or mind of 
our would-be customers. 

So, as I say, a salesman must be all 
the people suggested in the first. para- 
graph—and if you ever do come across 
one that is you let me know and I'll 
go out once a week and put fresh 
flowers on his grave. 








Ye willhelp you strengthen 
your position with 
your customers 












1. Barry Conveyor 
Pulleys 


2. Barry Steel 
Split Pulleys 








8 
8 
By satisfying the demand for essential items in 
k power transmission and conveying equipment, the 
: Dick Line provides the means for distributors to 
: build sales. 
‘ 
Furthermore, by being in position to meet the | 
demand for this type of equipment, distributors 
have an opportunity to render a service which can 
j be capitalized on in their sales of related indus- ViBelt. Drives 
trial products. Thus the Dick Line is a good will 
builder and a means of strengthening a distribu- 
tor’s position with his customers. . 
The four-fold service to power users, available 
’ through distributors who depend on Dick as their 
3 source of supply, is based on the following equip- 
7 ment: 4. sg - ae 
| 
) 


These drives meet the need for high efficiency in industrial power 
in weight . . . easy to install... breakage eliminated. Barry Con- transmission. Dickrope provides strength without loss of elasticity. 
veyor Pulleys have many sales features in addition to being avail- Stretch is reduced to a minimum so that operation is assured with 
able in a wide range of sizes. Their fleld of application which in- least possible attention. Sheaves are carefully machined and bal- 


Of modern welded steel construction . . . great in strength .. . light 
1 anced and can be depended on for smooth, trouble-free performance. 


cludes all general conveyor services provides a market which offers 
volume business for alert distributors. 


. Their ligh and strongest weave possible. It is impregnated with a special solu- 
pg RR Td dy SS we we tion which renders it absolutely impervious to water or steam. It H 
i 


i i igh rown faces in high in tensile strength and durability. Properly installed 
alin ae 3", ne ae ee Sr er efficiently transmits the horsepower for which it is designed. 


These scientifically strong pulleys, built entirely on the tubular : . : 
| ? principle, are electrically welded. They are light in weight, carefully 4 The cotton duck or textile portion of this belt is of highest grade 


R. & J. DICK COMPANY Inc. PASSAIC, NEW JERSEY 


San Francisco, Cal. Chicago, III. Seattle, Wash. 
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practical tips... 





on faster grinding 


For smooth finish on average or fine grain wheels of me- 
dium and large sizes, use Desmond-Sherman Dressers with 
the corrugated cutters. For 10” to 15” OD wheels, specify 


size no. 1; for wheels over 15” use size no. 2. 


You'll get better perform- 
ance and longer life from all 
your grinding wheels if you 


keep them dressed and trued 





with Desmond dressers. Only 
Desmond makes a complete 
line of dressers. And now 


Desmond offers you a free 





convenient “Dresser Guide 





to Better Grinding,” an easy 





to read, two-color, 9” x 12” 





wall chart for use in tool 








rooms, shops, and tool cribs. 





Ask your industrial distributor for this valuable new Guide 


to Better Grinding or if he cannot supply one, write us direct. 


The DESMOND-STEPHAN MFG. CO., Urbana, Ohio 


the only complete line of grinding wheel 


DRESSERS & CUTTERS 


Sa  %& GP 


pe ad 
*onnssens CUTTER TYPE DRESSERS AND Nit “— ESSERS sree SLIDE "ses 
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OBITUARIES 








Edwin Chamberlain 


| Edwin Chamberlain, 


Behr-Manning Ad Manager 


Edwin Chamberlain, advertising 
manager of Behr-Manning Corp., died 
on May 20 in New York City at the 
age of 41. 

In December, 1946, Mr. Chamber- 
lain received Behr-Manning’s 10-year 
bronze service emblem in recognition 
of loyal and faithful service to the 
company. He had first served in its 
advertising department as a clerk and 
rose to the position he held at the 
time of his death. 

He was graduated from Rensselaer 
Polytechnic Institute where he re- 
ceived his B.S. degree in business ad- 


| ministration. 





He is survived by his wife. 


William Timken, 
Bearing Co. Co-Founder 


William R. Timken, who with his 
brother, the late Henry H. ‘Timken, 
founded the Timken Roller Bearing 
Company of Canton, died on June 12. 
He was a vice-president of the corpora- 
tion before his retirement from busi- 
ness many years ago. 

Mr. Timken resigned as vice-presi- 
dent after the first World War, but 
remained a director of the Timken 
Detroit Axle Co., a separate concern. 

Surviving are his wife, a daughter, 
and a sister. 


H. Bruce Castle, 
Mau-Sherwood Secretary 


H. Bruce Castle, recently retired 
after many years as secretary of The 











, wv 





Mau-Sherwood Supply Co., died on 
June 5. He was 69. 

Mr. Castle joined the organization 
in 1908, after having been associated 
with the late Howard S. Williams, Sr., 
founder and first president of The 
Mau-Sherwood Supply Co., in its fore- 
runner, the Republic Belting Co. 

In 1925, Mr. Castle was elected sec- 


retary and worked closely with Mr. | 


Williams, Sr. until the latter’s death 
in 1942. When The Mau-Sherwood 
Supply Co. was organized, Mr. Castle 
was in charge of phone sales and speci- 
fications until his election as company 
secretary. 





D-A-T-E+§ 
TO REMEMBER 





Aug. 9-12—Western Packaging Ex- 
position, Civic Auditorium, San 
Francisco. 

Aug. 23-26—National Association of 
Power Engineers, Hotel Sherman, 





Chicago. 
Sept. 11-14 — National Industrial | 
Stores Association, Ambassador 


Hotel, Atlantic City. 
Sept. 12-16 — National Instrument 


Conference & Exhbit, Municipal | 


Auditorium, St. Louis, Mo. 


Sept. 17-20—Mail Advertising Service | 


Association, Congress Hotel, Chi- 
cago. 


§ 
Sept. 19-22—Allied Railway Supply | 


Association, Sherman Hotel, Chi- | 


cago, Ill. 
Sept. 21-23—Direct Mail Advertising 
Association, Congress Hotel, Chi- 


cago, Il. 

Oct. 4-6 — Industrial Packaging & 
Materials - Handling Exposition, 
Convention Hall, Detroit. 

Oct. 12-15 National Hardware 





Show, Grand Central Palace, New 
York City. 


Oct. 17-21—National Metal Exposi- 


tion, Cleveland, Ohio. 

Oct. 23-26—Annual Conference & 
products Exhibit of the National 
Institute of Governmental purchas- 
ing, Hotel Cleveland, Cleveland. 

Oct. 24-28—National Safety Congress 
Exposition, Chicago, III. 

Nov. 1-5 —Pacific Chemical Exposi- 
tion, Civic Auditorium, San Fran- 
cisco, Calif. 

Nov. 2-5 — Paint Industries Show, 
Haddon Hall, Atlantic City. 

Nov. 4-6—Annual Paint Industries 
Show, Chicago. 

Nov. 14-18—Sixth All-Industry Re- 
frigeration and Air-Conditioning 


| 


| 





HERE'S HOW 


VICTOR 


BOOSTS YOUR BLADE SALES 


VICTOR ADVERTISING 





@s708 
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Blankets your market. Sells 
Victor for you the year ‘round 
in publications read in the metal 
working industries. 





VICTOR 
METAL CUTTING 
BOOKLET 


A valuable pocket or tool kit 
reference on selection, use 
and care of hack saw blades 
that your customers will ap- 
preciate. Free for the asking, 
order a supply. 


VICTOR 
WALL CHART 


A handy, finger-tip reference 
that works for you... helps 
your customers every day in 
the week. In lots of 50 or 
more your name and address 
will be imprinted free. 


=>», 
SEZ 


VICTOR’S BROCHURE 


“Victor Gives You More” tells 
about the many other sales boost- 
ers that Victor offers you free — 
get your copy now — the supply 
is limited. 


PLUS 


the complete Victor line... hand, band and power hack 
saw blades and the specially designed hack saw frame... 
products that mean customer satisfaction, more repeat 
sales the year ’round. 








Frames and Band Suw 





R SAW WORKS, INC. 
MIDDLETOWN, N. Y., U. S. A. 
vy Blade 


Blade 
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Over 100,000 


Kester Flux-Core 
Solders are made with 
a single core in sev- 
eral core sizes ranging 
from an opening that 
contains 42 of 1% to 
7% of flux by weight. 
POSITIVE These core sizes are 
available in each of 68 

FLUX strand sizes. Use of 
the correct size assures 
you of absolute 
soldering control. 











UNIFORMITY 









A Technical Service For Your Customers 


Have your customers consult our Technical 
Department on any soldering problem. There 
is no obligation to you. 


KESTER SOLDER COMPANY — 
4201 Wrightwood Avenue, Chicago 39, INlingis- 
Factories Also at : - 
Newark, New Jersey * Brantford, Canada 
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KESTER 
SOLDER 


hs fe ble 


Types and Sizes, Available 






LABORATORY» 
CONTROLLED | 


> 
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Exposition, Auditorium, Atlantic 
City. 

Nov. 26-Dec. 3—National Farm Show, 
Coliseum, Chicago. 

Nov. 28-Dec. 2—Building & Factory 
Maintenance Exposition, 71st Arm- 
ory, New York. 

Nov. 28-Dec. 3—Chemical Industries 
Exposition, Grand Central Palace, 
New York City. 


1950 


Jan. 16-19—Plant Maintenance Show, 
Auditorium, Cleveland, Ohio. 

Jan. 23-27—Southwest Air Condition- 
ing Exposition, State Fair Park, 
Dallas, ‘Texas. 

Jan. 25—Annual Dinner of New Eng- 
land Iron & Hardware Association, 
Copley Plaza, Boston. 

May 8-12—American Textile Machin- 
ery Exhibition, Atlantic City. 


The Buyer Looks 
at Business 


Composite opinion of purchasing 
agents who comprise the N. A. P. A. 
Business Survey Committee. 








The over-all business picture for 
June, in the opinion of industrial pur- 
chasing executives, continues the down 
trend reported in previous months. 
Production is off by about the same 
percentage as reported in May. Sea- 
sonal increases in some industries and 
areas helped considerably to slow down 
the pace. Back-orders were off again, 
the number reporting decliné$ overbal- 
ancing the increases by more than 2 to 
1. This has added significance, for June 
was expected to bring seasonal recov- 
ery. For the second month, seasonal 
improvement has been disappointingly 
offset by declining business. Uneasi- 
ness over labor negotiations, while hav- 
ing a retarding influence on business 
sentiment, is not looked on as a pri- 
mary cause for declining business. De- 
layed price and production adjust- 
ments from the boom phase to more 
normal levels, are considered to be of 
more importance in the present situ- 
ation. 

July is expected to show further 
business decline. August may con- 
tinue the down trend. The leveling- 
off may reach the point where im- 
provement could show up in the Fall. 
In support of this forecast, buyers 
point to accelerated inventory reduc- 
tion and the attainment of higher in- 
ventory turnover rates. 49% report 




















Abrasives Service 


@ A “MUST” To Increase Customers’ 


Profitt—AND YOURS! 


Facts You Should Know 
About Profitable 
W ork-Saving 


Brightboy 





What Brighiboy I|s 


i. 


Brightboy is a combination of rubber 
and abrasive in perfect balance, the 
product of America’s pioneer manu- 
facturers of rubber-bonded abrasives. 


What Abrasive & Rubber 
Brightboy Does 


me 


Brightboy is used following the rough 
grind. IN ONE OPERATION, Bright- 
boy abrasive and rubber, working 
simultaneously, burr, finish, clean, 
polish; bridge the gap between the 
grind and the buff. 


. Works to close tolerances. Can + be 


shaped to contours. 


. Produces a wide variety of conven- 


tional and special surface-finishes and 
patterns; frequently the final polish. 


. Requires no before-use preparation or 
dressing, no skilled labor to handle it. 


@ A “MUST” Today To Complete Your 








Faced with a higher break-even point, your customers will welcome 
your suggestion to compare the time and work savings achieved by 
Brightboy, as against their present production methods: and pro- 
cedures. 


Consistently advertised in leading metal working publications, Bright- 
boy is also backed by a territorial sales promotion plan which dis- 
tributors will find mighty interesting and profitable. A small, fast- 
turnover Brightboy inventory enables you to supply all Brightboy 
styles and sizes in wide, everyday use. Brightboy franchises are avail- 
able in choice industrial localities. Write now for distributor 
franchise information. 


BRIGHTBOY INDUSTRIAL 
DIVISION 


Weldon Roberts Rubber Co. 
Newark 7, J. 


Brightboy 


America’s Pioneer Manufacturers of Rubber- 
Bonded Abrasives 


Simultaneous BURRING- FINISHING CLEANING « POLISHING 


A New Note 
in 
Abrasive 
Finishing 


REG. U.§ PAT. OFF 





WHEELS 
BLOCKS 
STICKS 


ABRASIVE RODS 


For Manual 
Ard Machine 
Operations 


The Soft Rubber ieder Ciehions The Abrasive 
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WEINBERG & McKEE 
Compiled Catalog 


VJ ~ 


HAVE THESE MODERN FEATURES/ 





of many products. 


Nationally Advertise. 
with manufacturers 
of their trade. 





marks, 





Action illustrations demonstrate the use 


d Lines are tied up 


advertising by use 





600 West Jackson Bivd., 








CAPITAL 


INDUSTRIAL 


BRUSHES and BROOMS 


There's always a need for GOOD 
Maintenance Equipment . . . 


Maintenance and cleaning represent quite an 
outlay to every plant manager. You can help 
to hold down this expense by selling CAPITAL 
Industrial Brushes and Brooms. They give ex- 
ceptionally long wear which fact has been 
proven in actual test. Your prospects are every- 
where . . . in fact wherever people gather—to 
work or play—there is a prospect. We urge 
users to buy through their local distributor. 


INDIANAPOLIS BRUSH AND BROOM MFG. CO. 


Corner Brush and Broom Streets Indianapolis 7, Indiana 
Est. 1890 
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higher turnover than in January; 27% 
holding even; only 24% are lower, and 
very few of these are in an embarrass- 
ing position. 


Prices 


The price slide was more general in 
June. Nonferrous metals, lumber and 
paper lead in the more pronounced 
declines. Others continue a policy of 
small price inducements to attract 
orders. Steel is becoming vulnerable. 
Whether production will be cut as fast 
as back-orders are disappearing is a 
matter of conjecture. June shows no 
indication of general price stabiliza- 
tion. Competition is keener than at 
any time since the downturn in the 
present business cycle. 


Inventories 


Purchased inventories have dropped 
consistently since last September. 63% 
of the June survey reports show sub- 
stantial reductions, making the third 
month of declines by 60% of those 
reporting. That these inventories have 
come down to meet present lower pro- 
duction requirements is evidenced by 
the June reports on turnover. 49% 
have bettered their January rate; 27% 
holding the same; 24% slightly lower. 
January turnovers were reported as 
holding even with the peak production 
month of September. June, after six 
months of production declines, indi- 
cates that these inventories are keep- 
ing pace with lowered demand, short- 
range buying programs, and declining 
price trends. 


Buying Policy 

Those in the “hand-to-mouth to 30- 
day” commitment range rose from 
62%, in May, to 69%, in June—an- 
other record for short-term buying 
policy. Viewing the price down trends, 
with several important commodities 
not yet in the slide-off, some buyers 
are running the risk of being out of 
stock rather than be caught with sup- 
plies of high-cost materials. A close 
buying policy is expected to continue 
until the price level tends to stabilize 
and markets strengthen. 


Employment 


For the fifth consecutive month, an 
average of 50% have reported lower 
pay rolls, in number of employees and 
hours worked. June is just slightly bet- 
ter than May, with 4% more recorded 
as holding even with previous month’s 
employment rate. Building and agri- 
culture have taken up some of the 
slack. Vacations of longer-than-usual 
duration are reported. Strike threats, 
though becoming more numerous, 
have not assumed alarming propor- 
tions. 

(Continued on page 160) 
















@ BUILDS GOODWILL, 
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WANDY-PACKS oe stander ve: 50—% x 
linen tron sizes.++fOF exa 
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" @ No change in standard case Cases of HANDY-PACK car- 
. P me riage, machine or lag bolts 
. & No change in case quantities can be ordered and de- 
> . : livered in carload or less 
, ® No change in bolt quality than carload lots. 

.) 

f ® No change in carton size 


@ No change in carton quantities Cv! thread carriage and 
machine bolts have nuts 


SS A wR RET ee . 
] @ No change at all in customer’s —_sttached os always. 
i regular method of ordering 





_< v6 





Write 
for circular NOW... 





——— a for the first time ° 
ack advantages 
| a ™ HANDY-PACK fohb wed C= 
1 
Handy-Packs in i BUFFALSC BOLT COMPANY 
; all your orders.. North Tonawanda, N.Y. 


starting today! 
Sales Offices in Principal cities. Export Sales Office: Buffalo International Corp. 
50 Church Street, New York City 


L eo A A Se A NS EE I PRODUCERS OF CIRCLE © PRODUCTS—BOLTS * NUTS » RIVETS AND SPECIAL FASTENERS 
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--- Step 


It’s called KEEPING THE CUSTOMER SOLD. And 
keeping him sold is just as important as selling him 
in the first place. Repeat orders are your surest road 
to bigger sales volume and steady earnings. 


Advertising goes about its job of keeping the customer 
sold in just the same way as, in laying the groundwork 
for a first sale, it makes contacts, arouses interest, and 
creates a preference for your products week after week 
throughout your territory. 


Take your suppliers’ advertising in American Machinist 
as a good example. Every other week a new issue of 
this alert, informative magazine reaches the desks of 





in advertising’s job of helping you win and hold 


the most important metalworking production execu- 
tives in your territory. 


Here, under ideal conditions of voluntary, responsive 
attention, your suppliers’ advertising gives your cus- 
tomers the latest facts about the products you sell. 
And once a man has invested his company’s money 
in your products, he likes nothing better than to have 
his good judgment reaffirmed. This your suppliers’ 
advertising is eminently qualified to do. . . this adver- 
tising is timely, always puts your products’ best foot 
forward ... and carries the conviction and prestige of 


999 


the “home office’s” endorsement. 


THIS IS YOUR TOP 
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THE McGRAW-HILL MAGAZINE OF METALWORKING PRODUCTION 











new business 






MECH 10, Igy 
So the next time you have occasion irr. 
to tip your hat to advertising’s help in getting you a WW 
new customer, don’t forget to say “thanks,” too, for M/, 
the help it will give you in keeping him sold ... step 6 : 
in advertising’s continuing job of bringing more busi- 


mess your way. 


McGRAW-HILL BUILDING, NEW YORK 18 


SALES PARTNER IN YOUR BIGGEST MARKET 
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FOR SAFETY PLUS | 





For better rubberized Work Gloves, look for the HOOD 
Trade Mark—a sign of quality since 1896. Styles to suit every 


requirement. Send for folder. Order from your jobber. 


ep- » HOOD RUBBER CO., WATERTOWN, MASS. 
A Division of the B. F. Goodrich Company 











Throw Light on Darkness 
Where Danger Lurks -- 



















The bright clear light of a DIETZ HIGH- 
WAY TORCH actually waves the warning: 
“DANGER-BEWARE.” 
DIETZ HIGHWAY TORCHES are nation- 
ie ally accepted as the standard, due to their abil- 
ity to stand up. They are leak proof, rain proof, 
\ and wind proof. No. 87 with weighted bottom 
ne a rine SN (illustrated) will burn about 30 hours without 
\ refilling and is popularly priced. 


\ BY THE MAKERS OF 
) —f 
/ n\n aan 


OUTPUT SOLD EXCLUSIVELY THROUGH THE REGULAR JOBBING TRADE ONLY 





€ 
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Commodity Changes 


Very few ups. Many downs. 

Nonferrous metals again lead the 
way: Copper, lead, zinc, secondary alu- 
minum, brick, building materials, bur- 
lap, cable, cartons, chemicals, castings, 
motors, fiber, sugar, coal, oil, galvan- 
ized sheets, scrap iron and _ steel, 
leather, lubricants, lumber, mercury, 
paint, paper, paraffine, pipe, propane, 
rosins, platinum, shellac, soap, textiles, 
tires, wire. 

Continuing in short supply: Some 
aluminum products, asbestos _ fiber, 
some steel, some sizes of nails. 


Canada 


General business in Canada is down 
from May. Production and _back-or- 
ders are off, though not as much as in 
the United States. Commodity prices 
are declining at a more rapid pace than 
during April and May. Inventories are 
being reduced, as in the States. Em- 
ployment figures are up a bit. Buying 
policy is cautious, on the low side of 
“hand-to-mouth to 60-days.” 





FROM THE 


FILES = 


25 YEARS AGO 


Up on the ramparts and loud and 
logical in defense of mill supply dis- 
tributors was Alvin M. Smith, secre- 
tary-treasurer of the Southern Supply 
& Machinery Dealers’ Association, 
contending with manufacturers who 
blamed distributors for all the ills that 
beset business. 

Ruel McDaniel told how The W. 
K. Henderson Iron Works & Supply 
Co. used unique sales methods that 
built an annual volume of two-and-a- 
half-million dollars in sales to the oil 
producers in the Louisiana area. 

Smith-Meadow Supply Co., Inc., 
Birmingham, Ala., not yet a year old, 
was just getting ready to move into a 
new business home on the southwest 
corner of Avenue A and 17th Street. 

Frank Farrington in his page on 
“Successful Salesmanship, awarded an 
“orchid” (it was probably a carnation 
in those days) to “Salesmen Who 
Shoulder the Blame.” 

The board of directors of the Na- 
tional Machine Tool Builders Associa- 
tion at their last meeting, discussed 
the question of the standardization of 
dimensions of electric motors applied 
to machine tools—with the thought 
that motor manufacturers might be 














he 
u- 
r- 
395 
N- 
el, 
y> 
e, 
S, 


1e 
rT, 


od ee 


a ee ee | 











induced to standardize base plate rat- | 


ings, motor fleet, and the height of 


the motor shaft from the bottom of | 


the feet. 

Secretary of Commerce Herbert 
Hoover advocated lengthening of the 
building season as a means of mitigat- 
ing seasonal ups and downs of indus- 
try. 

H. E. Thayer, sales manager of The 
Charles Parker Co., Meriden, Conn., 
returned from a short vacation trip to 


Canada. 


10 YEARS AGO 


Governor Prentice Cooper of Ten- | 
nessee appointed T. Walker Lewis, | 
president of Lewis Supply, Memphis, | 


an honorary colonel. 
The Sales Indicator inched up an- 


other two points to 114 in June, con- | & 


tinuing the climb that had been 
steadily maintained all through the 
year. 


Lakeshore Machinery & Supply | 


Corp., of Muskegon, Mich., industrial 
distributors, recently occupied a ware- 
house on Glade Street which now is 
being used for the storage of machin- 
ery. 
P. J. Stine was promoted to the 


position of sales manager by Harry P. | 


Leu, Inc., of Orlando, Fla. 

At an informal meeting held in 
Hartford, Conn. a group of Connecti- 
cut and western Massachusetts adver- 
tising and marketing men laid the 
groundwork for the formation of a 
local organization, The Industrial Ad- 
vertising and Marketing Council, with 
E. V. nae as president. 


SALES HELPS 


from 
MANUFACTURERS 


TURRET LATHES—Specifications, 
including construction and features, of 
turret lathes are covered in an 8-page, 
illustrated folder which devotes a full 


page to attachment and accessory list- | 


ing for the lathe —South Bend Lathe 
Works, South Bend, Ind. 


WASTE DISPOSAL—A new bulletin 
describes the application of the com- 
pany’s automatic pH recording and 
controlling instruments and recording 
flowmeters to industrial waste disposal 
operations. Photographs of the instru- 
ments and diagrams of several typical 
waste disposal applications are in- 
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VERTICAL SANDER 
Weighs only 
5 lbs. 






r 





| CORRECT ANGLE of handle in relation to * TRUE BALANCE 


motor housing insures true balance... 


easy handling. Model 7025. _. % CORRECT SANDING SPEED 
* LESS AIR PER H. P. 


“Plenty of guts” for your toughest jobs! Gets the 

work done faster and better! New streamlined 
' design... tough magnesium housing... governor 

controlled speed ... new exhaust deflects and cools 
| sanding pad...helical gears assure smoother 
| operation and longer life. Choice of 7”’ backing 
| pad, 4’ cup grinding wheel with guard, or 5’ 
cup wire brush. Write The Aro Equipment Corpo- 

ration, Bryan, Ohio or see your nearest ARO 
distributor. 








4” CUP GRINDING WHEEL AND GUARD used 
A aan work with Aro Model 


— Jobbers: This advertisement appears in leading Indus- 
™] ~+‘trial Publications. Write for attractive proposition. 





5” CUP WIRE even ideal for rust re- A i R T Oo O L Ss 


moval and similar jobs with Aro Model Alse.. LUBRICATING EQUIPMENT . . HYDRAULIC EQUIPMENT 
7195. .. AIRCRAFT PRODUCTS .. GREASE FITTINGS 
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Combined Market Facilities with Malleable Iron Fittings Co., Branford, Conn. 
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“K” CAST-IRON FITTINGS 
GIVE YOU 
THE CRAFTSMANSHIP 
_ OF SPECIALISTS 





“K” on a cast-iron fitting is the trademark of a 
company that has specialized on this class of 
product for more than sixty years. All of our 


efforts, skills, and facilities are devoted ex- 


clusively to the manufacture of cast-iron fit- 
tings which we guarantee to be sound and 
accurate in every respect. 

A large proportion of the country’s leading 
plant engineers and piping contractors have 
learned that it pays to use “K” Cast-Iron Fit- 
tings. This is evidenced by the growth of our 
business, which has required numerous plant 
expansions to keep a complete supply of “K” 
Fittings in stock for immediate shipment. 

The “K” line consists of 3,000 sizes in the 
following types: 


Standard and Extra Heavy Flanged Fittings 
Standard and Extra Heavy Screwed Fittings 
Drainage and Sprinkler Fittings 

Standard and Extra Heavy Companion Flanges 


Distributors are assured of customer satis- 
faction when they supply “K” Fittings. 


PRECISION FITTINGS 


THE 


KUHNS BROTHERS CO. 


DAYTON 1, OHIO 


cluded. — Bristol Co., Waterbury, 
Conn. 


BUSHINGS—An_ §8-page, illustrated 
booklet covers the company’s line of 
weld-on hubs, bushings and adapters. 
Installation and removal data is given 
and the booklet also includes specifi- 
cation and price data——Dodge Mfg. 
Corp., Mishawaka, Ind. 
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PUMP CONTROL—37 pages of spe- 
cialized data outline accurate, efficient 
control for domestic water systems, 
deep wells and small compressors, deep 
well pumps and large compressors, 
standard duty sumps.and tanks, cellar 
drain and other light-duty sumps.— 
Cutler-Hammer, Inc., Milwaukee, 
Wis. 


GRINDING WHEEL—Information 
on a_ new, self-dressing, centerless 
grinding wheel is contained in a four 
page folder, which includes operating 
instructions. — Mid-West Abrasive 
Co., Owosso, Mich. 


BRAZING — Information contained 
in an illustrated folder includes the 
4-step blade assembly procedure and 
details on a 20-minute color movie 
titled “The Fundamentals of Silver 
Alloy Brazing,” available from the 
manufacturer.— Handy @& Harman, 
New York, N. Y. 


GRINDING WHEELS—A_non- 
technical discussion of established 
tules governing safe operating speeds, 
a new booklet is especially for the use 
of grinding machine operators, super- 
visors and safety engineers. It explains 
why it is important that the maxi- 
mum operating speed recommended 
by the manufacturer is not exceeded 
and points out that often productivity 
is increased when the wheel is oper- 
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ated at a speed well under maximum. 
—Grinding Wheel Institute, Green- 
dale, Mass. 


HOSE CLAMPS — More than 160 
sizes and types of hose clamps are de- 
scribed in a 4-page bulletin which fea- 
tures a group of undersize high pres- 
sure clamps (interlocking type) espe- 
cially designed to fit hose types with 
smaller outside diameters. Also in- 
cluded are universal type hose clamps, 
single and double -bolt clamps ie 
shank type couplings, inter-locking 
type high-pressure clamps in sizes up 
to 4-in. oversize, double bolt hose 
clamps and band type hose clamps.— 
Hose Accessories Co., Philadelphia, 
Pa. 
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SPECIAL TOOLS—Helpful informa- 
tion is given on how to apply the pull- 
ing system to remove and install bear- 
ings, gears, outer bearing races, pinions, 
collars, pulleys, shafts, wheels, hubs 
and tight fitting parts in this 88-page 
catalog. Also included are a variety of 
industrial maintenance sets meeting 
different requirements. — Owatonna 
Tool Co., Owatonna, Minn. 


CARBIDE TOOLS—A 4-page sup- 
plement to the General Tool Catalog 
lists specifications and prices on insert 
tools, including round, square, trian- 
gular and rectangular types. Among 
the new additions are triangular insert 
tools for facing and for plunge turning. 
Carboloy Co., Detroit, Mich. 


ELECTRIC TOOLS—A 4-page cir- 
cular describes all models in the manu- 
facturer’s line of portable electric tools. 
Profusely illustrated, it lists prices as 
well as specification data.—Independ- 
ent Pneumatic Tool Co., Aurora, III. 


STEEL PURGER—An 8-page bulle- 
tin gives information on how air and 
other non-condensables get into re- 
frigeration systems and the adverse 
effect this has on operating costs and 
efficiency. Also included are installa- 
tion data with illustrations and dia- 
grams; specifications and prices, and 
helpful charts and tables.—Armstrong 
Machine Works, Three Rivers, Mich. 
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STANLEY 
“PULL-PUSH” RULES 


Nos. 546 and 548. Nickel 
plated, watchcase size. Nickel 
plated blade in 6’ or 8’ 
length. 














Nos. 346 and 346W. D- 
shaped chrome plated case 
for easy inside measurements. 
Red trim. Replaceable white 
enamel or nickel plated blade 
in 6’, 8’ or 10’ length. 
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You can depend on Stanley “Pull-Push” Rules to measure 
up to your customers’ standards. Made with all the exclusive 


/ wy T 


Stanley “Pull-Push” Rules as well as other quality tools by 
Stanley. They’re sure to sell and satisfy. 


= Stanley features for easier, more accurate measurements. 

c Vertical markings make faster reading from any angle — 
, left or right, up or down. All rules have the patented Stanley 
% “Pull-Push” action. Flexible-rigid blade for measuring curved 
* cr angular surfaces. Blade graduated in 16ths for entire length, 
bE? in 32nds for first twelve inches. 

> " Here’s a good rule to follow to increase your profits — sell 
aby 


ee 
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Staley Rules with special imprint 


We can imprint your name, trade-mark 
or advertising message on Stanley 
“Pull-Push” Rules. They make an 
ideal premium or good will builder to 
present to your customers. Many of 
your customers will buy Stanley im- 
printed rules to advertise their busi- 
ness. There’s good profit in it for you. 
For full information write Stanley 
Tools, New Britain, Connecticut. 








THE TOOL BOX OF THE WORLD 


[ STANLEY | 


Reg. U.S. Pat. Off. 


























HARDWARE * HAND TOOLS * ELECTRIC TOOLS * STEEL STRAPPING 
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Since 1904 distributors have found Blackmer 
pumps a dependable source of sales volume 
regardless of “business conditions” because 
in almost every plant good rotary pumps are 
a “must” in many operations. 


Buyers L/KE Blackmer Pumps | 
PATTERN for ECONOMY) | 





In these times when break-even points must 
be hammered down, plant managers specify 
Blackmer because it takes less power to pro- 
duce a required pump delivery. Most buyers 
know this, so a reminder of Blackmer’s econ- 
omy features will sell Blackmer pumps. 





INDUSTRIAL PUMPS 
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Belt Drive 
Power 
Pumps 


v Steam 
Jacketed 


‘ Pumps 








_A Complete Line of 








Swinging 
Vanes 


Rotary Power Pumps 
For Industrial Use 





Sliding 
Vanes 


Distributors who recommend the Blackmer Line enjoy unusually fine rotary pump 
sales. Through the years Blackmer has supplied the kind of rotary pump line 
that provides a backbone for distributors’ pump business. 
handle liquids from naphtha to asphalt for many industrial operations. Get the 


complete distributor story and catalog. 


Blackmer pumps 


Write now for distributor discount schedule and details 





of the complete Blackmer Line for Industrial Distributors. 
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MERCHANDISE AID—A new-type 
belt measuring device measures the ° 
length of a belt by pulling the belt 
through the measuring unit, operating 
cn the same principle as the mileage 
indicator in a speedometer. It 1s 
small, accurate and easy to use. The 
system not only easily locates the 
proper type belt but determines the 
proper belt to produce a given hp. 


| and speed on equipment other than 


standard.—Goodyear Tire & Rubber 


| Co., Akron, Ohio. 


| CEMENTED CARBIDES—A 78- 


page, profusely illustrated catalog cov- 
ers such information as description 
of the manufacturer’s compositions, 
including mechanical and physical 
properties; recommended grades and 
suggestions for cutting non-ferrous ma- 
terials and tool wear analysis.—Ken- 
nametal, Inc., Latrobe, Pa. 


AIR VALVES—A 2-color, 20-page 
book illustrates and describes the 21 
models making up the company’s line 
of 4-way air valves. Description of 
each model valve includes working 
drawings, specifications for sizes and 
cut-away views. Circuit layout for im- 
portant types of control shows arrange- 
ment of all necessary air equipment 


| with description of complete sequence 
| of operation.—Gerotor May Corp., 
| Baltimore, Md. 


| CASTERS & WHEELS—A 2-color 





catalog contains 12 pages of descrip- 
tions and illustrations of flame-hard- 
ened and_steel-forged casters and 
wheels. It lists metal, plastic and rub- 
ber wheels; roller and oilite-type bear- 


| ings; casters ranging from heavy duty 


series with capacity load ratings of 
2,500 Ibs. to formed-steel casters with 
capacity load ratings of 250 Ibs. The 
back cover carries a cut-away view of a 
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steel-forged caster and each series is 
illustrated ‘in both swivel and rigid 
models.—Rapids-Standard Co., Grand 
Rapids, Mich. 


VALVES—A new booklet contains 
sections on float, back pressure and re- 
ducing valves and tank thermostats. 
Specification and dimension tables, as 
well as cut-away drawings, are in- 
cluded; also part listings and direc- 
tions for selecting correct sizes.— 
Klipfel Mfg. Co., Hamilton, Ohio. 


STEEL FILES—A 4-page, illustrated 
brochure depicts the steel files made 
in a variety of sizes, 2 to 5-drawer 
heights in both letter and legal capaci- 
ties. Said to meet and filing require- 
ment, the files feature heavy gage steel, 
spot welding, rigid construction and 
drawer slide suspension.—Remington 
Rand, New York, N. Y. 


13 WAYS—To step up production 
and cut maintenance costs are dis- 
cussed in a 2-color, illustrated broad- 
side. It describes in detail the com- 
pany’s line of fuses, fuse clip clamps, 
test clamps, fuse pullers and lubrica- 
tion devices.—Trico Fuse Mfg. Co., 
Milwaukee, Wis. 


Your own investigations 

















NEW PACKAGING—Zinc-base, die- 
cast rod: is now sold in a new, con- 
venient, 1-lb, tube. The label on the 
trim, sturdy, metal-ended tube gives 
complete instructions for the most 
effective use of the rod. The new pack- 
aging benefits the user as there is no 
chance of accidental short weight and 
the rod is easier to store and identify. 
— All-State Welding Alloys Co., 
White Plains, N. Y. 


PROPELLER FANS—Application of 
fans for solving ventilating problems 
is given in a 12-page booklet. Features 
and application of six basic models are 
presented. The balance of the booklet 
illustrates photographically actual in- 
stallations. —Herman Nelson Corp., 
Moline, IIl. 


VALVES — A new catalog contains 
complete information on cast steel 








| tell why your customers NM 


OLIVER FASTENERS! | 


Aer HIGHEST 
RIGHT 
QUALITY 
sage ha MATERIALS 
. WRENCH 


BODY 
SIZE 
CORRECT 









SMOOTH AND TRUE 


ACCURATELY 


FASTER 
ASSEMBLY 


Your customers will tell you that the busy inspectors 
above are proving the high quality of OLIVER 
Fasteners. The features they are checking mean 
better fits, faster assembly, tighter joints. 


Stock OLIVER Fasteners—bolts, nuts, rivets and 
cap screws—the products your customers know and 
prefer! 








South Tenth and Muriel Sts. * Pittsburgh 3, Pa. 


INDUSTRIAL- DISTRIBUTION | ©’ AUGUST, '1949 


FORMED THREADS 


POINTED FOR 


165 




















——==E § SEX 


JOBBERS . . . your chance 
for good business... 


Our SX Air Cocks are made on 
our new special purpose pre- 
cision machines . . . super 
finished parts fit together per- 
fectly and must pass an 80- 
pound air line pressure test 
before they are approved for 
shipment. They will serve well 
and long. Let us send more in- 
formation on this famous line of 
Lubricating Devices. 






For all types of 
q rough spraying of 

paint, cleaners, auto 
undercoatings, solu- 
tion, etc. ... effi- 
cient yet inexpen- 
sive. 


ESSEX BRASS CORPORATION 


2000 FRANKLIN ST. Est. 1901 DETROIT 7, MICH. 














Originators 
of the 
packaged vise 










@ YOUR COLUMBIAN 
DISTRIBUTOR IS ALWAYS 
READY TO HELP YOU 


COIVMBIAN VISES 


THE COLUMBIAN VISE & MFG. CO. 
9025 Bessemer Ave. . Cleveland 4, Ohio 


the Worlds Largest Makers of Vises 












STRENGTH + ACCURACY + WORKMANSHIP + DEPENDABILITY 





166 INDUSTRIAL DISTRIBUTION © AUGUST, 1949 








valve designs with pressure-seal bon- 
nets for high pressure and tempera- 
ture service. It includes all details of 
design, material specifications, pres- 
sure-temperature ratings and charts for 
correlation of valve size and pressure 
drop.—Edward Valves, East Chicago, 
Ind. 


HOSE — Five new catalog sections 
have recently been issued on the manu- 
facturer’s various lines of hose. They 
include data on: steam hose, air hose, 
water suction hose, hydraulic control 
hose and acid hose for discharge, suc- 
tion and pinch-valve service.—B. F. 
Goodrich, Akron, Ohio. 


SYNCHRONOUS MOTORS—A 16- 
page bulletin describes operating ad- 
vantages and construction features of 
bracket bearing synchronous motors in 
sizes from 30 to 1,000 hp. Vertical 
synchronous motors, built in all sizes 
for pump drives and other applica- 
tions, exciters and starters, are also 
discussed.—Allis-Chalmers Mfg. Co., 


| Milwaukee, Wis. 


SINGLE PHASE MOTORS—An 8- 
page illustrated folder features advan- 
tages, as well as application data, of 
the company’s line of single phase mo- 
tors. Also included is a cross section, 
labeled diagram of the 4 hp. motor.— 
Century Electric Co., St. Louis, Mo. 





COATED ABRASIVES—lIllustrated 
with dry brush drawings, a 32-page, 
2-color book presents the outstanding 
features of the manufacturer’s new 
plant’s service, research and produc- 
tion facilities. All phases of opera- 
tions in its new plant are covered, and 
pertinent information on experimen- 
tal grinding laboratories is given.— 
Carborundum Co., Niagara Falls, 
N. Y. 


CORRECTION—The address of the 
Buffalo Bolt Company was listed in- 
correctly last month in connection 
with an announcement of a new bolt 
carton. Their correct address is North 
Tonawanda, New York. 











NEWS 


(Continued from page 104) 


50,000 sq. ft. at 209 Page Boulevard, 
a couple of miles away from the com- 
mercial center. It is a one-story 
structure of concrete blocks and steel 
construction. A large parking space, 
with a capacity of 60 cars, is located 
in front of the steel warehouse and 
at the right of the ell which contains 
the offices and industrial supply 
division. 

One of the features of the steel 
warehouse is a driveway running 
through the building. It is possible 
for trailer trucks to enter the build- 
ing at one end, load or unload, and 
emerge from the other side. The 
driveway is wide enough to permit 
one truck to pass another within the 
building, thereby eliminating tie-ups. 

The stockroom area of the supply 





division is 6,800 sq. ft. The indus» 


trial sales showroom contains 4,300 
sq. ft. and offices take up 4,300 sq. ft. 
also. Steel operations cover 34,600 
sq. ft. 

Economies in office and stockroom 
personnel were possible by the com- 
bined operations. It was in the steel 
operating costs, however, that the 
greatest savings are evident because 
of the more efficient layout and 
equipment, such as overhead travel- 
ing cranes and elevating unloading 
platform. 

The building is heated by gas 
through radiant heating and warm 
air. The warm air system doubles as 
air conditioner in the summer. Mini- 
mum maintenance is required effect- 
ing additional savings. 








* 


DAY’S END finds George N. Krafft, 
salesman for the Alden Supply Co., 
Philadelphia, writing orders. 





Bb 





f A HEIN-WERNER HYDRAULIC JACK 
1S A BASIC MAINTENANCE TOOL 





HEAVY EQUIPMENT. ..the low cost, 
time saving efficiency of a HEIN-WERNER 
HYDRAULIC JACK can’t be beat! 


Your customers will save time—and time means money at mainte- 
nance jobs—when they put Hein-Werner Hydraulic Jacks to work 
for them. H-W Jacks give full power at any angle from horizontal to 
vertical—and full power in a Hein-Werner means that it is abso- 
lutely dependable . . . factory tested at 1% times rated capacity. 

There’s no better implement for moving heavy equipment—and 
no more versatile package of hydraulic power (up to 100 tons 
capacity) for bending, pressing, pushing or lifting operations at 
plant maintenance than an easy-operating, super powerful Hein- 
Werner industrial jack. 

Made in models of 1%, 3, 5, 8, 12, 20, 30, 
50 and 100 tons capacity. Write us for ¢om- 
plete details. 













H-W IS THE ANSWER TO 
1001 INDUSTRIAL 
MAINTENANCE PROBLEMS 





a 


3 HIGH 18 


a 


1 
home 
—_ 
7 





HEIN-WERNER CORPORATION 
WAUKESHA, WISCONSIN 
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Don’t say ‘PLIERS’, 


say CHANNELLOCK! 








The Channellock 
pliers with our exclusive 
tongue and groove joint give more 
features. Greater Strength — Longer 
Wearing — Closely Spaced Adjust- 
ments — Self Cleaning — Visible Ad- 
justments — No Wear on Joint Bolt. 





Use Channellock 
for your repair needs— 
electrical, plumbing, ignition, battery, 
automotive, and aviation work. 

Only these pliers incorporate the 
exclusive Channellock tongue and 
groove joint. 


There is a line of 
standard pattern 
pliers, too, with 
Channellock 
quality construc- 
tion.. including 
diagonal cutters, 
needle-nose 
pliers, linemen’s 
and electricians’ 
pliers, battery and 
standard slip- 
joint pliers. 
Choose the pliers 
that fit your 
needs . . . Choose 


Channellock. 
“Send for Free Catalog, A-9” 


CHAMPION DEARMENT TOOL CO. 
MEADVILLE + PA. 


tod 














Only 


Champion DeArment makes 


CHAN, yer LOCK | 
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STOCKROOM head John R. Hamil- 
ton to Columbus Iron Works, Colum- 
bus, Ga., checks inventory so there 
will be no delay in deliveries. 


Columbus Iron Works 


| On New Promotion Program 


Columbus Iron Works of Colum- 


| bus, Ga., has embarked on a new 


| sales promotion campaign 


fortified 


| with weekly intensive sales meetings. 


As an additional sales aid, personnel 
meetings are héld at which vice- 


| president A. B. Williams points up 


new sales approaches and new order 
handling procedures. 

Mr. Williams reports these person- 
nel meetings have been expanded to 
include all personnel. They have 
proved highly successful and have in- 
creased efficiency in the handling of 
orders. A list is maintained of all mis- 
handled orders and errors, which are 
discussed at a later date, and pro- 
cedures are worked out to improve the 
condition. 

The company has completed a new 
display room, which also is used for 
sales and other meetings. It is 
equipped with a movie projector and 


| other sales aids. 


L. O. Head Retires 
From Railway Express 


L. O. Head, president and director 


| of the Railway Express Agency since 





| 1932, has retired after more than 50 


years of continuous service in the field. 
Alfred L. Hammell, executive vice- 
president, has been elected as his suc- 
cessor in both positions by the Board 
of Directors of the company. 

Mr. Head began his career as a 
clerk for Wells Fargo & Co. Express 
on the Texas Central Railroad at Dub- 
lin, Texas. Almost every other year 
following found him in a new and 
better position. In January, 1927, he 
was appointed vice-president in charge 
of western operations of the American 
Railway Express Co. in San Francisco. 
In October 1948, he assumed the 
duties of the newly-created position of 
executive vice-president at New York, 
the company headquarters. 
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Investigate the 


EXTRA PROFITS 
IN SELLING 










TOP QUALITY 
Since 192] 


Extra profits are always worth 
investigating ... especially when 
they’re tied up with Extra Cus- 
tomer Satisfaction. You get them 
both, selling Chicago Saws. Every 
blade is made of top quality saw 
steel . . . precision heat treated 
for toughness . .. evenly bal- 
anced and accurately fitted. And 
when your customers enjoy the 
quiet running, keen cutting edge 
. .. the money savings from less 


frequent sharpening . . . they’ll 
come back for more. 

Behind this famor .e of saws 
is an aggressive a ‘sing cam- 


paign running in i... ung publica- 
tions that reach the men who are 
using and buying saw blades 
-.. your customers. 


Write today for full particulars 
regarding a Chicago Saw distrib- 
utorship in your territory. 


DISTRIBUTOR PROTECTION 


CHICAGO SAW WORKS 


INC. 
5036 S. WENTWORTH AVE. 
CHICAGO ILLINOIS 
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John D. Riley 


Riley Named To Link-Belt 
Newark Office 


John D. Riley has been appointed 
district manager of the Link-Belt Co. 
at Newark, N. J., to succeed George 
E. Ramsden, who died on April 10. 

The Newark office has expanded its 
forces and has moved to larger, more 
convenient quarters at 212 Essex 
Building, 31 Clinton Street, New- 
ark 2. 

Mr. Riley has been with the com- 
pany since 1934, when he entered the 
Philadelphia plant and served suc- 
cessively in the shovel, crane, retail 
store and general sales departments. 
Since 1939 he has been district sales 
engineer at the company’s Boston 
offices, serving customers throughout 
the states of Maine, New Hampshire 
and northeastern Massachusetts. 


Baumann Named P. A. 
For Federated Division 


George M. Baumann has been ap- 
pointed purchasing agent and assistant 
to the plant manager of the Whiting 
plant of Federated Metals Division, 
American Smelting & Refining Co. 

Mr. Baumann, associated with Fed- 
erated since 1936, has for the past 
three years been assistant to the gen- 
eral manager of scrap purchases at the 
company’s headquarters in New York. 


Henderson In New Post 


At Poe Hardware Co. 


W. T. Henderson, Jr., formerly tex- 
tile design engineer with J. E. Sir- 
rine Co., has been placed in charge of 
the warehouse division of Poe Hard- 
ware Co., Greenville, S. C. 

Mr. Henderson is a graduate of 
Clemson College in textile engineer- 
ing. His previous associations include 
the Universal Winding Co. 








EADABLE 
ELIABLE 
UGGED 


WESTON 


All-Metal Thermometers 





Rugged, all-metal construction . . . stainless steel 
stems... bold, readable dials... accuracy within 1% 
over the entire scale—all add up to the answer to in- 
dustry’s toughest temperature measurement require- 
ments. Choose a dependable WESTON thermometer 
from a variety of types, stem lengths and scale ranges. 
Call your jobber, your WESTON representative, or 
write for Thermometer Bulletin ... WESTON Elec- 
trical Instrument Corporation, 617 Frelinghuysen 
Avenue, Newark 5, New Jersey. 


CONTACT MAKING models for alarm or control purposes. 
MAX-MIN models to indicate highest or lowest temperature reached. 
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EXCLUSIVE FEATURES 


1. Saves time —one hand operation—"‘lift, slide, lock!"’ 


2. Saves tooling expense —smaller, simpler jigs. 


3. Saves space in tool crib. 


4. Indispensable for toolroom work in addition 


to production. 


“SPEESIFSE- SOLD ONLY THROUGH RECOGNIZED DISTRIBUTORS. 


new literature available 


i 
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CARDINAL MACHINE COMPANY 


GLENDALE, CALIFORNIA 











THE MOST COMPLETE SOURCE 


t ,SCREWS -. 
* WASHERS ” 


STAINLESS sreei 
O° NAVAL BRONZE STEEL 


NICKEL Mie STEEL 


guts! pew dH ERY 


Py] 
R 


— 


ae _# 
amen | 


127 CHURCH ST NEW YORK 7. NY 
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FEATURE and SELL 


Rubyfluid 


Liquid and Paste 
Soldering Flux 


Customers prefer Rubyfluid 
because it’s fast acting, eco- 
nomical and so easy to use. 
Rubyfluid thoroughly conditions 
metal for a smooth, strong 
union—produces no harmful or 
objectionable odors. 

Sell this “tested by use” 
soldering flux for customer sat- 
isfaction and more profits to 
you. 

For stainless steel — Sell 
Ruby’s Stainless Steel Flux — 
perfected for that metal. 

FOR INFORMATION 
WRITE 

RUBY CHEMICAL CO. 

76 McDowell St., Columbus, Ohio 

















\ Rubyfluid/ 
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ORDER WRITING is one of the 
tasks performed by W. A. Wachter, 
store manager of M. F. Holland Co., 
Baltimore, Md. 


| Warehouse Association 
Elects Chapter Officers 


The following officers recently were 


| elected by chapters of the American 
| Steel 


Warehouse Association, Inc., to 
serve for the year 1949-50: 
Northwest Chapter: President, Ros- 


| well H. Hobbs, W. H. Hobbs Supply 


Co., Eau Claire, Wis.; vice-president, 


| Paul G. Rast, Mill City Steel Corp., 


Minneapolis, Minn.; secretary-treas- 
urer, John Swift, United States Steel 
Supply Co., St. Paul, Minn.; and na- 
tional director L. H. Williams, Wil- 
liams Hardware Co., Minneapolis. 

Omaha Chapter: President, Fred 
T. Bucholz, Omaha Steel Works, 
Omaha; vice-president, F. L. Northup, 
Des Moines Steel Co., Iowa; secretary- 
treasurer, Leland Brown, Gate City 
Steel Works, Inc., Omaha; and na- 
tional director, B. R. Kenworthy, Des 
Moines Steel Co., Des Moines. 

Pacific Northwest Chapter: Presi- 
dent, Norton Peck, Pacific Metal Co., 
Portland, Ore.; vice-president, John 
Gruley, Gilmore Steel & Supply Co., 
Inc., Portland; secretary-treasurer, H. 
S. Barde, Pacific Stee] Warehouse Co., 
Portland; and national director, Henry 
L. Ermstrom, J. E. Haseltine & Co., 
Portland, Ore. 

Philadelphia Chapter: President, 
Wallace D. Hall, L. Norris Hall, Inc., 
vice-president, A. W. Ainsworth and 
A. L. Collins of Horace T. Potts Co., 
Philip P. Mannion, Mannion Steel 
Co., Clyde Markland, Athos Steel 


| Service, Thomas L. Parker, Edgar T. 


Ward’s Sons Co., and William A. 
Redpath, Joseph rT. Ryerson & Soa, 
Inc.; secretary- treasurer, John D. 
Drummond, Peter A. Frasse & Co., 
Inc., and national director, William H. 
Franklin, Edgcomb Steel Co., all of 
Philadelphia. 











Pittsburgh Chapter: President H. C. 
Armstrong, Williams & Co. Inc., vice- 
presidents, Charles Potter, Jones & 
Laughlin Steel Corp. and D. M. Stem- 
bel, Lockhart Iron & Steel Co., secre- 
tary, M. C. Craven, Follansbee Metal 
Warehouses; treasurer, A. P. Levinson, 
Levinson Steel Sales Co. and national 
director, Donald C. Lott, Fort Du- 
quesne Steel Co., all of Pittsburgh. 

St. Louis Chapter: President, S. D. 
Conant, Sligo, Inc.; vice-president, H. 
H. Hubbell, Brass & Copper Sales Co.; 
secretary, L. J. Haines, E. E. Southern 
Iron Co.; treasurer, H. A. Williams, 
Berger Mfg. Division, Republic Steel 
Corp; and national director, S. D. 
Conant of Sligo, Inc., all of St. Louis. 

Southern Chapter: 
George W. Smith, O’Neal Steel Co., 
Birmingham, Ala.; vice-presidents, L. 
H. Krieger, Jones & Laughlin Steel 
Corp., New Orleans, La.; Frank Pid- 
geon, Pidgeon-Thomas Iron Co., 


Memphis, Tenn.; and J. P. Burnett, 


J. M. Tull Metal & Supply Co., Inc., 
Atlanta, Ga.; secretary-treasurer, D. E. 
Day, The Ingalls Iron Works Co., 
Birmingham, and national director, 


Frank Pidgeon of Pidgeon-Thomas | 


Iron Co. 

Southern California Chapter: Presi- 
dent J. Thomas Mahl, Mahl Steel & 
Supply Co., Huntington Park, Calif.; 
vice-presidents, T. L. Kishbaugh, 
Joseph T. Ryerson & Son, Inc., Los 
Angeles and G. C. Holly, Service Steel 
Co., Los Angeles; secretary, W. H. 
Lindberg, Earle M. Jorgensen Co., 
treasurer, William L. Rawn, Jr., The 
R-J-M Co., and national director, 
Wayne Rising, Ducommun Metals & 
Supply Co., all of Los Angeles. 

Texas Chapter: President, Ben H. 
Knipe, Markle Steel Co., Houston; 
vice-presidents, Jack Cown, Alma Iron 
Works, San Antonio, M. S. Dar- 
byshire, Darbyshire Steel Co., El Paso; 
S. A. Moncrief, Moncrief-Lenoir Mfg. 
Co., Houston and M. E. Robertson, 
Briggs-Weaver Machinery Co., Dal- 
las; treasurer R. E. Elam, Jr., Markle 
Steel Co., Houston; and national di- 
rector, J. L. Peebles, Peden Iron & 
Steel Co. Houston. 

Washington Chapter: President, 
Clyde W. Summerville, Seattle Steel 
Co.; vice-president, Arnold S. Allen, 
Jr.; secretary-treasurer. R. N. Van Der 
Vart, A. M. Castle & Co.; and national 
director, Jesse R. Schoenfeld, Schwa- 
bacher Hardware Co., Seattle. 

Wisconsin Chapter: President, H. 
R. Wegner, Worden-Allen Co., Mil- 
waukee, Wis.; vice-president, Roy C. 
Harris, Joseph T. Ryerson & Son, 
Inc., Milwaukee; secretary-treasurer, J. 
W. Ingwersen, A. M. Castle & Co., 
Milwaukee and national director, A. S. 
Fredricksen, Lakeside Bridge & Steel 
Co., Milwaukee. 


Cif METEOR 


Fast, low headroom electric wire 
rope hoist. Specially designed 
for heavy service applications. 
Many exclusive design features. 
Single and two speed models. 


President, | 


Capacities: 4 to 5 tons. 














CM Hoists because they recognize a service-proven line manufactured 


| Industrial buyers and production executives listen when you talk 


problems and answers. Product acceptance is the first step to profitable 
orders. Here are four “stock” items that move. 











Cif CYCLONE 


Model M high speed chain 
hoist. Light, easy to handle. 
1 ton model weighs only 35 





workers. Herc-Alloy steel load 


chain. Capacities: % to 10 tons. 


you are not selling a satisfactory volume of chain and electric W; t - 
hoists, get posted on CM and open up some new business. ° 


CHISHOLM-MOORE 





Ibs. Popular with maintenance 


CH COMET 


Portable, speedy, low-cost elec- 
tric chain hoist. Favored for 
production line applications. 
Sturdy and compact. Plug in 
on single or 3 phase power 
line. Capacities: % to 1 tn. 
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| by an experienced company that knows overhead materials handling 
| 
| 





Cif PULLER 


Lifts and pulls at any angle. A 
safe, easy-operating, low-cost 
general utility tool that saves 
time on countless jobs. % ton 
model weighs 13 Ibs. Capac- 
ities: %, 1%, 3 and 6 tons. 


Affiliated with Col McKinnon Ch ° 


mbus 


nain Corporation 


GENERAL OFFICES AND FACTORIES: TONAWANDA, N. Y. 


SALES OFFICES: New York, Chicago and Cleveland ¢ Distributors Everywhere 
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NOW...DRILL MASONRY 
UP TO 4 TIMES FASTER! 


® Two styles (fluted or round shank) for 
deep or shallow holes 


e Wide range of sizes 


e Carboloy Cemented Carbide tips drill 
any masonry 


@ Drills stay sharp up to 50 times longer 


e Fit any standard rotary drill press, or 
hand brace 

® Drill clean, accurate holes . . . quietly 

e Available singly or in 3 handy kits of 
six assorted drill sizes each 


These advantages mean 


HIGH SALES 


(and CARBOLOY 
MASONRY DRILLS 
are an open line!) 


ES, they drill such accurate holes, so 
quickly and easily, and they last so 
long—that Carboloy Masonry Drills almost 
sell themselves! 
If you're interested in customer-satisfac- 
tion, and a steady flow of profits, you're 
eligible to sell these drills. 


Don’t wait. Send us the coupon today, 
and we'll give you the full story on this 
profitable opportunity . . . no cost or obli- 
gation. 


CARBOLOY: 


MASONRY DRILLS 


SEND COUPON TODAY TO FIND OUT MORE 
ABOUT THIS PROFIT OPPORTUNITY 

















ee - | 
1 CARBOLOY COMPANY, INC., | 
11131 E. 8 Mile St., Detroit 32, Mich. 
| Gentlemen: | 
| Please tell me about your resale proposi- | 
| tion on Carboloy Masonry Drills. 
| 

1 NAME | 
i ! 
I TITLE. COMPANY. I 
| | 
| ADDRESS | 
| | 
CITY. ZONE STATE. 
cca ths pile ei re saan af 
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INSIDE sales room at Carey Machinery 
& Supply Co., Baltimore, Md., is active 
with Robert Morgan and J. W. Coster, 
telephone salesmen; Mrs. Oral White, 
secretary to D. M. Munroe, vice-presi- 
dent; and George Freeberger, tele- 
phone salesman, while. . . 





sab 


. THE OTHER HALF of the 
force includes Paul Geiman, in back- 
ground; ‘Thomas Riordan, talking 
through the intercom with the stock 
room, and Lew Bullock, foreground. 
Salesmen all agree that . working in 
separate room helps creative selling on 
the phone. 





Sales Executives 





Average $20,575 in Income 


The average New York City sales 
executive averaged $20,575 income 


in 1948, and had to travel approxi- | 


mately one mile for every dollar he 
made. These and other facts were 


learned through a recently completed | 


survey of 1800 members of the Sales | 


Executives Club of New York. 

The national average for sales execu- 
tives is $15,000 a year, or 25 percent 
below the New York City average. A 
sales executive is defined as one in a 
managerial position who has salesmen 
under his supervision and a hand in 
the direction of sales policies. 

Mileage traveled by the sales execu- 
tives questioned averaged 19,199 each 
or approximately a mile for each dollar 
earned. This parallel between mile- 
age and income held true in the ma- 
jority of cases—indicating the truth in 
the old notion that the most successful 
sales manager is ‘the one who spends 
the most time in the field with his 
men and his markets. 
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Cleanliness 
* 
Sturdy 

BUFFALO 
Solid-Woven 
Carcass 
Underneath 








iti) 


DURABLE ¢g 
WEAR 


.-that’s the 
trouble-free 
combination you offer 


with BUFFALO 


PlasJex * 
BELTING! 


lasTex Belting is ideal for conveying 

in the food industries because it 

combines the easy-to-clean feature 
of a plastic coating with the sturdy 
wearing quality of BUFFALO solid-woven 
cotton belting. 





Introduced recently, BUFFALO PlasTex 
Belting won instant approval of food- 
plant buyers and maintenance men, and 
today it is being used and enthusi- 
astically praised by hundreds of food 
processors all over the country. 


Join the growing list of those who 
sell PlasTex—specify BUFFALO PlasTex 
Belting for food-conveying needs. 


*PlasTex is the registered trade 
name for Buffalo Weaving & Belt- 
ing Company’s plastic-covered belt- 
ing. Makers also of RF Cc 
(rubber covered), latex, solid-woven 
cotton, and glazed (nitro-cellulose 
coated) beltings. 


Get the whole PlasTex story, and a 
free sample. Write today ! 


<) BUFFALO 


WEAVING & BELTING CO. 


209 Chandler Street 
¢ Buffalo 7, N.Y. * New York 


NYola Mam aaclalal tae) 


e Philadelphia .« 











Richards Marks 47 Years 
With White Tool & Supply 


May 1 was a big day in the life of 
Charles Emmett Richards—it marked 
the end of 47 years association with 
The White Tool & Supply Co., where 
he has been a salesman for the last 39 
years. 

Mr. Richards started with the firm 
as a bookkeeper and worked at that 
job for eight years. In 1910, business 
got bad, and he asked his boss, Frank 
C. White, to let him go out and sell 
—with the stipulation that he could 
come back inside if he didn’t prove a 
success as a vendor. He’s been out- 
doors ever since. He was able to build 
up a good sales territory, mostly on 
the south and east side of Cleveland. 
For the past 39 years he has been 
calling on the purchasing agents and 
has written reams of orders for his 
company. 

Mr. Richards advises the young man 
just starting on a career in salesman- 
ship to take care he doesn’t try to 
sell until he knows the product or 
products his company has for sale. 
If he is assured the products are okay, 
and he knows the line, he is bound to 
make a success—provided he sticks 
at it. 


National Supply 
Names Jordan 


Howard W. Jordan has been elected 
a director of the National Supply Co. 
to succeed J. H. Hillman, Jr., who re- 
signed. Mr. Jordan is chairman of the 
Metropolitan Sand & Gravel Corp. and 
recon was president of the Pennsyl- 
vania Rubber Co. and chairman of the 
Pittsburgh branch of the Federal Re- 
serve Band of Cleveland. 








THE NEW assistant to the president 
of The Kennedy Valve Mfg. Co. is 
J. Lawrence Kennedy. He also will 
direct the firm’s advertising and sales 
promotion activities. 








“Make a better mousetrap 
and the world will beat 





a path to your door.” 


EMERSON 


The world of catalog users has just about beaten that kind of path to the 
door of the Donnelley Catalog Department. 

This, as you well know, is something that does not come about by acci- 
dent. Catalog buyers have come to us for common-sense, hard-cash 
reasons. They come to us because they want the best catalogs that human 
skill and experience can put together. They want catalogs that will not 


merely represent so much ink and paper 





they want selling tools that have 
edge and heft to them. They want catalogs that will do for them one of 
the most important jobs that is to be done in their business. 

Another thing—they have the very human hope that it will be possible 
to get out the kind of catalog they want without working and worrying 
themselves to a frazzle. 

If the foregoing describes roughly what you are looking for, why not 


call us in? Consulting us, remember, never obliges you in any way. 


350 East Twenty-second Street, Chicago 16 


PRINTERS * BINDERS x* ENGRAVERS *®© LITHOGRAPHERS 


TWO RECENT CATALOG COMPLETIONS 








for two leaders in the mill supply distribution 


industry. These catalog orders came to us 





46, 
Step, Mes “iM “4 


on a “repeat-order” basis, bringing the total 
up to 9 editions which have been prepared 


by us for these two firms. 


INDUSTRIAL DISTRIBUTION * AUGUST, 1949 173 






























* NATIONALLY-USED 
* INDUSTRY-PROVED 
* A COMPLETE LINE 





YOUR MEN CAN SELL 


tis "PROFIT LINE” 


Gasweld Equipment 
conforms fully with 
standards of Under- 
writers’ Laboratories. 


Choice dealer 
territories still 
open. Write 
for details. 


Build extra sales volume with Gasweld equipment 
... It’s a fast-selling, good-profit line. Increasing 
use of welding and cutting tools opens many 
new markets. 

All operations are simplified by Gasweld’s 
exclusive FREE-FLOW jet mixer. It assures superior 
performance. Forged headsand rearends of torches 
stand more hard use—/onger—with less maintenance. 

Distributors get maximum results and profits 
through our tested plan of sales co-operation. 
Give your men another good line fo sell. 


Wall Chemicals Division of 
THE LIQUID CARBONIC CORPORATION 
3110 South Kedzie Avenue 


Write today for free copy of 

the new Gasweld Catalog and 

full information on prices and 
ounts. 


Chicago 23, Illinois 





that’s why it’s 
easy to sell the Calder line of 
dressers and tool steel cutters. 
They are available in the right 
size for every job. Dressers have 
Right and Left hand Threaded 
Bushings for automatic tighten- 
ing—feature extra weight for 
easy use. 


oe eee we we www ene 


We also feature a fine line of 
diamond dressing tools. 


Sold Only Through Distributors 


CALDER MANUFACTURING CO, 


Lancaster, Penna. 
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DELIVERIES twice daily give added 
service to customers of Wiley-Hughes 
Supply Co. in Trenton, N. J., says 
Sales Manager Cliff Coleman to a cus- 
tomer at the other end of the line, 





Mangan To Represent 
J. C. Whitlam Mfg. Ce. 


Charles W. Mangan of 1259 Gran- 
ger Avenue, Lakewood, Ohio, has been 
appointed factory sales representative 
for central and northern Ohio by the 
J. C. Whitlam Mfg. Co., chemical 
specialty manufacturers of Wadsworth, 
Ohio. 

Mr. Mangan’s territory includes 
northern and central Ohio, including 
the cities ot Cleveland, Akron, Toledo, 
Columbus, Marion, Warren and 
Youngstown. 

The southern Ohio territory is cov- 
ered by R. J. Maggi of Erie, Pa. 

Mr. Mangan replaces Whitlam’s 


| former representative, W. H. Halde- 


man of Cleveland, who died recently. 
M. Haldeman had represented Whit- 
lam for 15 years. 








“Yes sir—I like to get right out and meet 
the men who work on the machines | sell, 
especially when they're pretty young gals.” 










































I. C. Maust 


Foote Bros. Names Maust 
Division Sales Manager 


I. C. Maust has been appointed 
sales manager of the Precision Gear 
Division of Foote Bros. Gear & 
Machine Corp., Chicago. In his new 
position, Mr. Maust will have charge 
of the sales of high precision gears, 
actuators and power units produced by 
Foote Bros. 

He joined the company in 1946, 
after several years in the procurement 
department of the Lockheed Aircraft 
Corp. At Foote Bros. he held the po- 
sition of sales administrator until his 
appointment as sales manager. 


Brink and Cobb 
Form New N. Y. Firm 


After a period of service with Ellis 
W. Morse Co., extending over a quar- 
ter of a century, John C. Cobb and 
Victor H. Brink have founded a new 
enterprise, the Binghamton Industrial 
Supply Co., located at 205-207 State 
Street in Binghamton. 

Associated with Mr. Cobb and Mr. 
Brink in the new undertaking are 
Harold L. Newman, Stanley M. Ed- 
wards, Anna Delaney and Agnes 
Counihan, all with long records of 
service in the industrial supply field. 

The new company has leased 9,000 
ft. of floor space at their new address, 
and intends to handle a general line 
of supplies suited to the needs of the 
industries in the area. 


Building For Firm In West 


The Washington Hardware Co. of 
Tacoma, Wash., has awarded a con- 
tract for construction of a $179,000 
warehouse and office building. The 
masonry structure will have 46,631 sq. 
ft. of floor space on one floor. 
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R & M HOIST 


with the 
| DOWN-TO-EARTH PRICE 
your customers demand 








ADJUSTABLE TROLLEY- 
MOUNTING AND 
ADAPTERS FOR ALL 
MONORAILS (HOOK OR 
STATIONARY MOUNTING 
ALSO AVAILABLE) 











SPECIAL 
HIGH-TORQUE 
HOIST MOTOR 


SINGLE-UNIT 
HOUSING 


WIRE-ROPE CABLE 


WESTON-TYPE 
LOAD BRAKE 


ROPE OR 
PUSH-BUTTON 
CONTROL 





vy J-1 
1000 LB. CAPACITY 


‘240 


HOOK SUSPENSION, 
ROPE CONTROL 
10 FT. LIFT 


ENCLOSED BLOCK 
WITH SWIVEL HOOK 


You know today’s story: your customers 
want plus-value. R & M has the answer 
in the new wire-rope “J” hoist. You can 
sell it profitably as low as $240. And you 
don’t have to rebuild it because it is 
plenty versatile . . . lug, hook or trolley 
mounting . . . adaptable to 7 different 
beam sizes. It has adequate lift for prac- 
tically all applications. Motor is especially built for hoist use 
by Robbins & Myers. The “J” has the rugged construction for 
long service with little maintenance. Skilled, experienced hoist 
builders have incorporated every technical advance and quan- 
tity-production economy into this value-packed package. 
Requires little headroom. Easy to install. Push-button control 
for easy, fast spotting. Single-unit housing for positive align- 
ment. Sizes—!/,, 14 and 1 ton. Write for bulletin 451-ID. 
SOME TERRITORIES STILL AVAILABLE. 


ROBBINS & MYERS- INC. 


SPRINGFIELD 99, OHIO * BRANTFORD, ONTARIO 
MOTORS » HOISTS + CRANES » FANS + MOYNO PUMPS 











sturdy, metal-edged carton. 


LARGER PROFITS—torger units of sale for you. 


You sell the rack and four cartons of shim stock at one time. 


@ SELL PACKAGES INSTEAD OF INCHES! 


No waste in stocking or using. 


Here's the easiest to use, highest quality shim stock line 
on the market. The kind of product that brings in those 
automatic repeat orders. And we're doing everything 
we can to make our line just as perfect as possible from 
the distributor's viewpoint as well as the customer's. 


FREE ADVERTISING FOR YOU —Your firm 
name is imprinted on each rack when they're ordered 
in quantities of 25 or more. It gets your name into the 
shop on an every-day basis—helps your other lines, too. 


FLEXIBILITY OF ASSORTMENTS — You fill 
the rack with any four gauges of brass or steel—the 
customer gets exactly what he wants. Eleven gauges, 
from .001" to .010", are available, each packed in 


Dp SHIM COMPANY Inc 




















LAMINATED SHIM COMPANY 





INCORPORATED 


SHIM STOCK ° GLENBROOK 











CAR 












MOVERS 


Help to relieve 
freight car 
tie-ups 


POWER KING 
NEVERSLIP 
SLIP-PROOF 
ADVANCE 
SAFETY 

CAR 
WRENCH 


Your customers 
can select the 
type of car mover 
to give them the 
utmost efficiency. 
Sell this equip- 
ment for safety 
and speed in all 
railyard jobs. We 
give prompt serv- 
ice on orders and 
sell only thru dis- 
tributors. 


ADVANCE CAR MOVER CO. 


APPLETON, WISCONSIN 






CONN * AN-COR LOX NUT: 
CAN WAX 





GOOD 
MONEY- 
MAKER 


e We urge 
users to buy 
thru thelr 
local distrib- 
utor. 

. 


Sell CANTOL 
WAX to your 
customers who 
use flat belt 
drives, for bet- 
ter traction 
and longer 
belt life. 





CANTOL WAX 
PRODUCTS CO. 
Bloomington, Indiana 
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PRESIDENT William D. Anderson 
of Gastonia Mill Supply Co., Gastonia, 
N. C. briefs his youngest son, George 
W., on company affairs. 


Gastonia Mill Supply Co. 
Remodels Its Facilities 


The Gastonia Mill Supply Co., 
Gastonia, N. C. has remodelled its 
sales and display area, installing a new 
counter and new steel stock shelves. 
More space also has been set aside for 
display of heavy equipment for demon- 
stration purposes. 

George W. Anderson, youngest son 


| of President William D. Anderson, 


has joined the company as an indus- 
trial engineer. 


American Hoist Names Car- 


| roll General Sales Manager 


John E. Carroll has been appointed 
general sales manager of the American 


| Hoist & Derrick Co., St. Paul, Minn. 


Mr. Carroll, a graduate engineer 
from the University of Minnesota, 
originally started to work for American 
Hoist in 1937 as a district sales repre- 
sentative in Texas, then Chicago, and 
later West Coast Territory. He re- 
signed his sales position to become a 
partner in the firm of Harron, Rickard 
& McCone Co. of Southern California, 
heading the construction equipment 
division. 











John E. Carroll 











FOR DISPLAY on the sales floor, 
Ralph Griffin, Jr. and Vance Falls of 
Griffin Supply Co., Gastonia, N. C. 
complete assembly of a grinder. 


Facilities Are Expanded 
By Griffin Supply Co. 


Griffin Supply Co., Gastonia, N. C., 
has expanded its facilities and is in- 
stalling steel display shelves in its new 
display area. The company has ac- 
quired the building next door and has 
constructed a one-story brick building 
adjoining for heavy machinery and 
display. 

The firm has opened a new lighting 
center on Main Street, with Miss Erla 
Grifhn and William Stutz, Jr. in 
charge. Mr. Stutz is a graduate of Vir- 
ginia Polytechnic Institute in electrical 
engineering. 

Doyt Griffin has been placed in 
charge of the new industrial heating 
and air conditioning department re- 
cently opened. 

Ralph Griffin, Jr., and Bruce Snyder 
now are covering the two Carolinas 
while Vance Falls handles retail store 
sales. 


Cutting Tools A Specialty 
At Coats-Moore Supply Co. 


Probably the most complete line of 
metal cutting tools in the Memphis 
territory is carried by Coats-Moore 
Supply Co. of 804 South Main, a dis- 
tributor firm established nearly five 
years ago. Presently the firm is headed 
by W. H. (Bill) Coats and John T. 
Moore. 

Another department of the fast 
growing firm that bids to be of equal 
importance with its cutting tool sec- 
tion is material handling equipment, 
under the direction of Dick Holley; 
along with the new industrial coatings 
department headed by V. B. Cam- 
mack. Products in that division are 
used on some of the largest com- 
presscs and warehouses in the mid- 
south. 





AMERICAN SASH GHAIN 


..-the 





















Chain 








This AMERICAN chain is known—and 
widely used—as Sash Chain. But in the many 
| sizes now available, it has hundreds of uses. 


| AMERICAN CHAIN distributors offer 
Sash Chain made of Solid Bronze and of 
Carbon Steel in a selection of finishes. 
It can also be made of Stainless Steel, 
of Monel Metal and of Brass. Tensile 
strengths range from 350 Ibs. to 900 
lbs. High quality is assured by uni- 
formity of material and precision 

in fabrication. 


American Chain is a re- 
sponsible source for weldless 
chain made of wire or stamp- 
ings, electric welded or forge 
welded chain, a complete 
line of fittings, attachments 
and assemblies, cotter pins, 
hooks, repair links. 


York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, 
co Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 





- AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 
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IT’S EASY TO SELL Ouality and Performance 


The Central line also includes 


G 


FLEXIBLE COUPLINGS 


rc 


PILLOW BLOCKS 





2933 WEST 47th STREET © CHICAGO 32, ILL. 





%* Diamond bored to + .0005” 
* Perfectly balanced 


%* Finished in silver aluminum 


You’re assured of product acceptability when you 
stock the Central line. Central Standardized Drives, 





flexible couplings, pillow blocks, and mandrels are 
backed by thirty years manufacturing experience 
5. —known and accepted in plants everywhere. 


Write for the Catalog and price list. 














BALL 
BEARING 
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VALLEY 





BENCH 
TYPE 











GRINDERS 


Accuracy and Performance 
Records already established 


In the more than 30 years that Valley Grinders have been 
used by many of the country’s largest industrials, they 
have established fine records where accuracy and per- 
formance count. These grinders are all powered by 
Valley Motors and every unit is built to a single high 
standard of quality. This means complete satisfaction in 
service which builds profitable demand for these efficient, 
low-cost tools. 





Valley Electric Corp. 


4221 FOREST PARK BLYD. e ST. LOUIS 8, MO. 
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Allan F. Hardy, Jr. 


Hardy Succeeds Daniels 
As Norton Plants Engineer 


Allan F. Hardy, Jr. has been named 
plants engineer and a director of the 
Norton Co., succeeding Clarence W. 
Daniels, who retires after 36 years of 
service. Mr. Daniels will continue to 
participate in the management of the 
company as a member of the board 


| of directors to which he first was elec- 


| ted in 1925. 








Mr. Hardy, until his recent appoint- 
ment, was assistant plants engincer. 
He was in charge of building and 
equipping the company’s recently com- 
pleted Plant #7. 

Mr. Daniels entered the employ of 
Norton Co. in 1913 as a draftsman. 
He was appointed plants engincer in 
1915. He is the son of Fred H. 


Daniels, one of the original founders 
of the company in 1885. 


Clarence W. Daniels 
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Frank 
Dixon, outside salesman for Georgia- 
Alabama Supply Co., West Point, Ga., 
as a result of study and experiment 
with cquipment on the stockroom 
shelves. 


SALES ARE MADE, says 





Kirkpatrick To Represent 
Kieley & Mueller 


John G. Kirkpatrick, Pittsburgh 13, 
Pa. has been appointed exclusive sales 
representative in the tri-state area of 
Pennsylvania, New Jersey and New 
York by Kieley & Mueller Inc., North 
Bergen, N. J., manufacturers of in- 
dustrial control equipment. 

Mr. Kirkpatrick’s industrial back- 
ground includes four years as sales 
engineer for the Bristol Co.; one year 
with the Fischer & Porter Co. of Hat- 
boro, Pa., four years in full charge of 
the instrument department of the 
Kopper Co.’s Kobuta plant; and three 
years as instrument engineer in the 
latter firm’s main engineering depart- 
ment. 


G. E. Names Personnel 
And Opens New Plant 


A new plant has opened at Logan, 
Ohio, by the General Electric Co.'s 
Lamp Department for the production 
of glass tubing used in the manufac- 
turing of incandescent lamps, the fac- 
tory cost approximately $2,000,000. 

Nela Park also has announced five 
appointments to top positions in the 
Lamp Department's sales organiza- 
tion. O. H. Young was advanced to 
the position of assistant manager of 
the General Sales Division. Managers 
for the sales division’s four major 
functional operations also were named. 
They included E. D. Stryker, utility 
and fixture promotion; R. E. Worstell, 
quantity consumer sales; T. C. Ohart, 
retail sales; and W. E. Davidson, orig- 
inal installation sales. 

Plans for the new Logan factory call 
for the manufacture of small-diameter 











Deming Deep Well Turbine 
Pump showing vertical, 
multi-stage construction, 


BECAUSE 
IT SAVES 


DEMING TURBINE PUMPS 


It takes equipment that SAVES MONEY to sell a 
tight-fisted “Buyers’ Market”. That’s why smart 
industrial salesmen are pushing Deming Deep Well 
Turbine Pumps. In the cities or beyond the city 
water mains, in all kinds of plants from dairies 
to giant manufacturing plants, Deming Turbine 


Pumps are keeping water costs at minimum levels. 


Those are the facts to tell your customers and 
prospective customers who are in a “cost-cutting 
mood". Deming Turbines cut water costs... often 
as much as 60%! Some owners of these modern 
pumpers have paid for the entire cost of the 


equipment in less than a year. 


Facts you need to know to sell Deming Deep 
Well Turbine Pumps are readily available. ..in 
“BULLETIN 4700-8". NOW, while it’s fresh in your 
mind, write for a copy. Then STUDY it for real 
sales ammunition ! 


THE DEMING COMPANY 


511 BROADWAY e e e SALEM, OHIO 


a 1 aN joann Poe 
PUMPS AND WATER SYSTEMS 
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PRONOUNCED 
“MACK-IT” 


Mac-it 544” x 214” 
Hollow Set 
Screws have grip 
of more than 
17,000 pounds. 


5 REASONS 
FOR HANDLING THE 
COMPLETE MAC-IT LINE! 


1. The complete, well- 
stocked Mac-it line enables 
you to meet a wide variety of 
your customers’ needs. 


2. A definite distributor 
sales policy. 


3. We invite orders for 
specials in alloy steel, made 
to customers’ specifications. 


4. Advertising and mer- 
chandising help to support 
your selling job. 


5. An established quality 
line recognized for depend- 
ability for over 35 years. 


Mac-its are sold through 
leading industrial dis- 
tributors everywhere. Let 
the complete Mac-it line 
help you give better, faster 
service to all your custom- 
ers. Write today for com- 
plete information. 


Marketed Nationally Since 1913 by 


STRONG, CARLISLE & HAMMOND COMPANY 
Cleveland 13, Ohio 


Monufactured by MAC-IT PARTS COMPANY, Lancaster, Pa 
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| glass parts for incandescent lamps. It 
| is expected that eventually the Rao 
| will produce tubes for regular and 
| slimline fluorescent lamps. 

The plant consists of a one-story 
| factory building with approximately 
210,000 sq. ft. of floor space. It is 
situated on a 15-acre site north of 
Logan, a city of about 6,000 popula- 
tion. 

Manager of the new glass works is 
B. G. Greenman, Jr. He has been 
identified with glass manufacturing 
since 1937, and since early 1946 he | 
has been manager of the Bridgeville, 
| Pa. glass works. | 





Union Twist Division 
Names McKenzie to Sales 





R. Bruce McKenzie was appointed 
sales engineer by the Butterfield Di- 
vision, Union ‘Twist Drill Co., Derby 
Line, Vt. manufacturers of taps, dies, 
reamers and other cutting tools. He 
will cover the state of California for 
the Butterfield Division, making his 
headquarters in Los Angeles. 

Mr. McKenzie served in the South 
Pacific with the 8th Service Regiment 
of the Marine Corps. and after the 
war, was employed by the H. R. L. 
Machine Works, Seattle, and the 
U. S. Naval shipyard, Bremerton, 
Washington. 





Meyer of Bassick Co. 
Named To Company Board 


George L. Meyer, president of the 
Bassick Co., Bridgeport, Conn., sub- 
sidiary of Stewart-Warner, and head 

| of the Bassick-Sack division at Win- 
ston-Salem, N. C. recently was elected 
to the board of directors of Stewart- 
Warner Corp. He has been a vice 
president of the latter firm since 1941, 
_and an employee since, 1907. 
| <A native of Chicago, he began with 
Stewart-Warner as an office boy and 
messenger. He was made head of the 
Stewart Die Casting division of the 
Corporation in 1939, subsequent to 
several years as director of purchasing. 








< 


SPECIFICATIONS on products are 
checked in the catalog by Ed. Griffin 
and Cecil Jones of Allison-Erwin Co., 
Charlotte, N. C. 








INDUSTRIAL DISTRIBUTION ¢ AUGUST, 1949 





LPHVR 
hg 
PORTABLE 
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ZEPHYR 500 SERIES 
Yo-Inch Electric Drills 


5 ee eee $29.65 
(With Jacobs Hex Chuck) 
Se eee $34.65 


(With Jacobs Gear Chuck) 


ZEPHYR 1950 SERIES 
Ya-Inch Electric Drills 


De, SRP 6 6 cavecas $19.95 
(With Jacobs Gear Chuck) 

i See $17.95 

(With Jacobs Hand-Tite Chuck) 


EVERY WAY... 
IN A CLASS BY THEMSELVES 


These drills are the latest in proved, stream- 
line design. In its capacity range, each 
represents a big advancement in the. com- 
bination of high power, quality and refine- 
ment in construction, and long-life perform- 
ance. Due to the shape, size, and light 
weight, each offers a new handling ease 
and convenience that readily appeal to 
the user. They are your best bet for main- 
tenance, production, and utility drilling 
operations. 

Backed by a consistent adver- 


tising program in leading indus- 
trial and consumer publications. 


POWER reoLs 


Write for new Booklet on Port- 
able Power Tools and ask for 
Portable’s Complete Sales Plan 
and Discounts. 













PET 


Fractional HP Motors « Electric Drills * Polishers 
Sows + Sanders « Spin-A-Brush * Spraymaster 


267 W. 79th Street, Chicago 20, Ill. 
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“Joe Zilch” Outing ee N 
Held By W. S. Wilson eae, ee con 
The W. S. Wilson Corp. of New \ * 


York City recently held its annual 
“Joe Zilch” outing at Roselle Golf 


“Qt Reiicel denon ae =: AT A NEW HIGH 


day, followed by dinner in the evening. 


The climax of the event was a sur- \ 
prise for Ernest Dunlap of Manning, \ 
Maxwell & Moore, who was presented \ i N Ww i T H 





with a watch by Hugh Hirshon, presi- 
dent of W. S. Wilson, honoring the | 
fact he had reached 50 years. 


Batchelder Advanced 
By. American Brake Shoe 


Roger W. Batchelder has been ap- 
pointed vice-president in charge of 
sales of the National Bearing Division 
of American Brake Shoe Co. He will 
continue to be located at division 











, headquarters in St. Louis, Mo. 
5 Formerly assistant to the president 
k) of National Bearing, Mr. Batchelder | 
has been with Brake Shoe since 1933. | 
: Rathbun, Tyson, Brown | 
Advanced by Roebling’s \ 
| Herbert D. Rathbun has been ap- —_ 


pointed secretary and treasurer of John | 
A. Roebling’s Sons Co., Trenton, N. J. | 
He succeeds Archibald W. Brown, | 
who recently retired after 47 years | 
service but continues as a member of 
the board of directors. 

Clarence W. Snyder has been 


GORHAM STANDARD 
_ for the Commercial 
‘ Field 
\ 


5 named comptroller and assistant secre- | 
; tary, and H. Russell Brown as assistant | 
. treasurer and assistant secretary. 


GORHAM M-40-B for 
Heavy Cuts in Hard 
Material 


Mr. Rathbun, a native of Rochester, | 
N. Y., has been associated with the 
Roebling company since 1938. Mr. 
Snyder has been with the firm since 
' 1940 and Mr. Brown, the newly- 
named assistant treasurer, since 1935. 


/ = no time like RIGHT 
V NOW for GORHAM Tool Bit sales 
+++ new manufacturing methods 
and processes—new shops opening 
| up—enlarging of present plant facili- 
| ties and always the constant need in 
| those plants who know the high quality 
| and dependability of GORHAM Cutting 
Tools will boost your sales to a new high. 
Selling the right line is very important and the 
GORHAM line is right—for you and for your custom- 
ers. You can always find new markets for GORHAM 
High Speed Steel Tool Bits—we'd like to help you. 


GORHAM GORMET 
for more Abrasive 
Materials 





GORHAM TOOL COMPANY 


14400 WOODROW WILSON AVENUE, DETROIT 3, ‘MICH. 








Herbert D. Rathbun 
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52 COMMERCIAL ST. 








LOWELL WRENCH CO. 


WORCESTER 8, MASS. 


IMPACT WRENCHES 


WITHOUT AIR OR JUICE! °* 


LOWELL HAVE BEEN MAKING 


‘EM FOR 70 ODD YEARS! 


ul 


HEAVY, RUGGED 
REVERSIBLE RATCHETS 


With Plenty of 
GUTS 


WHY DON’T 
YOU TOO 
SELL ‘EM 

























ALL 
POSITION 









a 
CHECK 
VALVES 


Con be placed in any position. 
Flexible Monel Metal Poppet cannot 
leak. For cold or hot water or steam. 
150 Ibs. pressure. Noiseless. Ask 
for bulletin 402. 


_- 
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“Instant” — Permanent 


Just what you've been waiting for—an 
entering wedge into a lot of profitable 
business. Amazing. Pack-Patch repairs 
cracks and holes in wood, concrete and 
masonry floors and sidewalks. Packed 
in air-tight containers, ready for use; 
weather-proof, freeze-proof; truck over 
the patch immediately; very low in cost. 
Exclusive protection—a high-profit deal 
for wholesalers only. Sells to industry, 
cities, shippers; for platforms and docks, 
everybody having a surface for foot or 
vehicular traffic. 


For Use On 
Factory floors © Traffic aisles 


Ramps @ Stairs ©@ Sidewalks 
Parking courts @ Loading docks 


Ready for use indoors or out 
Permanent © Inexpensive 
No re-routing of traffic 


Oe 


Get discounts and literature. 


EUCLID-URBANA CO., INC. 


Euclid Ave. at Urbana, Cleveland 12, 0. 
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F. K. Krell 


Globe Steel Tubes Co. 


Promotes Sales Personnel 


The following promotions and ap- 
pointments have been made by the 
Globe Steel ‘Tubes Co.: 

Il’. K. Krell has been promoted to 
the position of manager of sales, weld- 
ing fittings. Mr. Krell joined the gen- 
eral sales staff of the company in 1942 
and was appointed advertising man- 
ager in 1944 and sales service super- 
visor in 1946. In 1947, he was ap- 
pointed Chicago district sales repre- 
sentative, which position he held until 
his recent appointment. 

John F. Scott, with Globe since 
1940 when he served as metallurgist, 
has been promoted to the position 
of manager of sales, stainless and alloy 
tubing. Early in 1947 he was ap- 
pointed sales representative for the 
New York district before being pro- 
moted to his present position. 

John Koss has been made sales rep- 
resentative, Chicago district. He joined 
the general staff of the company in 
1946 and receives special training in 
tubular sales work and served as assist- 
ant chief sales clerk. Prior to his 





John F. Scott 
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appointment as sales representative he a 
was in charge of export sales. | , I } < H E 

J. J. Lukens has been appointed e DON Line 
a Sales representative in the New York | 


a He started to work in the | e ’ 
aboratories of the company in 1938. l { | d | 
Transferred to the general sales de- | 1 S S C O r nh u S C r 1 a 
partment in 1948, he worked as a sales 

lg apa and prior to his promo- 


ton he was head of the preg Se | TT Stributors 


| 
McKay Moves Sales Office 
To Pittsburgh 

| 


To further improve its services to 
shielded arc-welding electrode users, 
the McKay Co. has moved its elec- 
trode sales department to the company 
executive offices in the McKay Build- | 
ing, Pittsburgh, Pa. 

Fred A, Kaufman, electrode sales 
manager, and his entire staff formerly 
at York, Pa., will make their head- 
quarters at 1005 Libertv Avenue, Pitts- 
burgh 22, Pa. 


prygrteqnne 


Boice-Crane Appoints Eckert 
District Representative 

P. H. (Phil) Eckert of Detroit, | 
Mich., has been named factory repre- 
sentative for the Boice-Crane Co. of 
Toledo, Ohio, acting in Michigan to “ 
succeed W. E. Mettler, who is retir- | * © ¢ easiest to sell and 
ing. 

From 1934, to 1938, Mr. Eckert | ft b | b 
worked at Briggs Mfg. Co. both in the Move pre tla e CCA USEC: 
shop and in the purchasing depart- 


ment. From 1938 to 1941, he worked 
in the sales department of the North- They are better machine tools of the 


ern Indiana Supply Co. in Kokomo, right sizes and types for volume sales— 
Ind. From 1941 until he entered the more quality per dollar; more actual tool 
Navy in June, 1943, he worked in the per dollar. 

sales department at Boyer Campbell 
Co. In June, 1946, he became asso- 
ciated with W. E. Mettler, a manu- 
facturers representative, with an office 
in Detroit. TU1248P 3. The Sheldon Catalog—large full color 
| — oe illustrations tied to individual sales fea- 
tures and specifications. The Sheldon 
Price List is complete—is arranged for 
fast and accurate reading and so worded 
that anyone can easily make a “profes- 
sional quotation.” 


EEA OR SAE 


fic: 





TS56B 
114%" Swing 


2. They come fully assembled—ready to 
uncrate and operate. 





4. Sheldon gives better factory co-operation 
and effective sales helps and supports 
you with continuous advertising. 





L44 
10-Y" Swing Keep pushing SHELDON Tools, they are 
clean profitable units to sell. 


SHELDON MACHINE CO. Inc. 


Manufacturers of Sheldon Precision Lathes * Milling Machines * Shapers 
4232N, KNOX AVENUE * CHICAGO 41, ILLINOIS, “US. & 











P. H. Eckert 
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Filo 


BELT FASTENERS 
anD\RIP PLATES 






FOR HEAVY CONVEYOR 
AND ELEVATOR BELTS OF 
ANY WIDTH 


Flexco HD Fasteners make a tight, butt joint of great strength and 
durability . . . distribute the strain uniformly. Operate smoothly over 
flat, crowned or take-up pulleys. Made of steel, Monel, Everdur and 
Promal. 

Flexco Rip Plates are for repairing and patching damaged belts. 


Ask for Bulletin F-100 
FLEXIBLE STEEL LACING COMPANY © 4633 Lexington St., Chicago 44, Illinois 
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Strong, Smooth, Readily Troughing 
Order From Your Supply House 

















THE UNIVERSAL 
WORM-DRIVE CLAMP 
_ “No holds barred” with Aero-Seal. Clamp odd-shaped 
connections, join multiple pipes or ducts together firmly, 
permanently, with these durable steel clamps that con- 
form easily to any shape. Worm drive prevents distortion 
at point of clamping; use again and again. 

Vibration will not loosen. Integral construction — no 
parts to lose. Corrosion resistant — cadmium plated or 
stainless steel. Available for screw driver or thumb grip. 


ANOTHER | BREEZE} propuct 


WRITE TODAY FOR FREE SAMPLE! 


% HOSE 
@ CLAMPS 


BREEZE CORPORATIONS, INC. 
Aircraft Standard Parts Division 
33 South Sixth Street, Newark 7, N. J. 


AERO-SEAL 
Worm Drive 
Never Works Loose 
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Bristol Appoints Ferguson 
Akron District Manager 


J. H. Ferguson has been named dis- 
trict manager of the Akron, Ohio 
branch office of The Bristol Co. His 
new headquarters will be at the com- 
pany’s Akron office, located at 727 
Grant Street, Akron 11, Ohio. 

Since 1940, Mr. Ferguson has been 
connected with Bristol’s Washington, 
D. C. office. He joined the company’s 
sales organization in 1923 as sales engi- 
neer, following a year and a half with 
the Western Electric Corp. in Phila- 
delphia. 


New Pump Test Floor 
Operates At Allis-Chalmers 


A new centrifugal pump test floor, 
containing what are reported to be the 
most efficient and accurate commercial 
pump test facilities ever developed, 
recently was put into service at the 
West Allis works of the Allis-Chalmers 
Mfg. Co. 

The installation is designed to pro- 
vide for both the maximum testing 
accuracy and minimum testing time 
and expense. Reduction in test time, 
it is anticipated, will aid in improving 
shipment time on pump orders, while 
the obtaining of materially more accu- 
rate data is expected to prove of great 
value both to pump designers and 
pump users. 

The material reduction in the time 
and labor required to make tests is 
obtained by means of greatly simpli- 
fied setup procedure. Though the pri- 
mary use of the new facilities will be 
for commercial pump tests, the data 
taken will be of value in improving 
pump design. It is planned that some 
research work also will be done on 
the new test floor. 
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“It's to keep you calm and collected during 
your conference with ‘explosive’ in there.” 
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SALESMAN Bernard L. Sam, on the 
outside for Textile Mill Supply Co., of 
Charlotte, N. C. checks over the cata- 
log with Tom Bigham on_ products 
listed. 


Salesman Tommy Bigham 
Joins Textile Mill Supply 


Tommy Bigham, son of vice-presi- 
dent R. S. Bigham and a graduate of 
Purdue in mechanical engineering in 
1940, has joined the Textile Mill Sup- 
ply Co., of Charlotte, N. C. as in- 
side salesman. Following his gradua- 
tion, he was with Manning, Maxwell 
& Moore, am later with the Crane Co. 

Some shitts have been made at the 
firm in territory coverage. Jack Swin- 
ney now covers the two Carolinas 
from the Charlotte headquarters. Bill 
Freeman covers both inside and out- 
side sales in the Charlotte area, and 
Tom Sanford works his territory from 
his home in Laurinburg. 


How Are You Affected 
By New Thread Standard? 


Now that the American Standard 
for Screw Threads has been adopted, 
producers of screw products, distribu- 
tors and users, all want to know how 
they will be affected under the new 
“regulations”. 

First of all, the principal reason for 
a new standard is that it unifies thread 
practice. Secondly, the new standard 
does not make your present stocks of 
fasteners obsolete. The limits of the 
old and the new are such that assem- 
blies can be made with either without 
interference. But it is absolutely essen- 
tial in the transition period that the 
inspection of the product, both by the 
producer and the user, should be to 
determine its “usability”, rather than 
its nicety of dimension. 

Briefly, the “faults’’ overcome by 
the new standard are these: The old 
trouble of matching a nut thread made 
to the minimum allowed limit, and a 
thread of a bolt made to the maximum 
limit has been corrected by introduc- 
ing a minimum clearance between 
mating parts, and at the same time pro- 
vides for international interchange- 


Q. “MR. DISTRIBUTOR: 
... WHAT DOES 


Kot 


MEAN TO YOU?” 


A. "...A LINE OF AUTOMATIC 
REGULATING VALVES that’s 
been profitable to distributors 
for over 40 years!” 





Distributors can’t be expected to know the many 
technical reasons for the dependability and superiority 


of KLIPFEL Valves. They can, however, and do 





know why they prefer to stock and sell this quality line. 
Most of them sum it all up by saying KLIPFEL 
Valves rate high with their customers and fill a large 


part of the demand for automatic regulating 


| No. 1 Weight and 
| Lever Type 

Reducing Valve 
| 


valves without excessive inventory. 


We'll be glad to give you additional information on 
the desirability of the KLIPFEL Franchise. Today, 
while you think of it, write Dept. CK-8. 


Float Valves, Reducing Valves, Tank Thermostats, Back 
Pressure Valves. 


Sold through wholesalers everywhere. 


@ 


VALVES, INC. 


Division of Hamilton-Thomas Corp. 
Hamilton, Ohio 








No. 431 Ball Type 
Reducing Valve 





No. 77 Single Seated 
Float Valve 


No. 27 Globe Type 
Float Valve 


No. 649 Spring Loaded 
Thermostat 
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multiply 
socket 
screw 
sales... 


B-RIGHT-ON 


Quality and Service 


“THEY SELL FOR YOU" 


When you fill socket screw orders with 
B-Right-On products, you're building repeat 
business. Unvarying top quality makes Brighton 
Screws tops with buyers . . . brings buyers back 
for more. Brighton service backs you up... 
helps you keep these contented customers. 





Some territories open to qualified repre- 
sentatives. 


Write for full details. 


The Brighton Screw & Mfg. Co. 


1827 Reading Rd. Cincinnati 2, Ohio 


‘re 


They TON / 


pricl 


\a\ 
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| tool and gage tolerances, leaving little 


| ability. Under the old system, also, | 


the tolerances of the product were 
practically absorbed by the combined 


for a working tolerance in manufac- 
ture. Somewhat greater tolerance now | 
is provided for nut threads, which 
heretofore have been penalized. Rela- 
tively more tolerance is provided for | 
fine threads, more difficult to hold to 
size than coarse threads of the same 
pitch because of their larger diameter 
and greater length of thread engage- 
ment. 

Under the new system, it is hoped, 
one class of limits eventually may re- 
place all the classes existing under the 
old system—at least in a great majority 
of cases. The new thread class for fas- 
teners is designated Class 2A for bolts 
and Class 2B for nuts. 

The faults mentioned are corrected 





_under the new system by providing for 






a minimum clearance between mating 
threads. The new standards prevent 
tight fits during wrenching and seizure 
at high temperatures, and allow room 


| for plating. The high precision quality | 


of threads is retained, and the change 
does not affect the strength of the 
fastener one way or the other in hold- 
ing power. 


Farquhar Machinery Co. 
Intensifies Sales Coverage 


The Farquhar Machinery Co., of 
Jacksonville, Fla. currently has under- 
way a sales program that is expected 
to produce better coverage in its terri- 
tory. 

John M. Parshall has been added to 
the staff to cover the Fort Myers terri- 
tory. Formerly, Mr. Parshall owned a 
machine shop, sold it and retired, but 
decided to become active in business 
again. 

Jerome Bruck, formerly assigned to 
cover Fort Myers in addition to Polk 
County, will give closer coverage to 


Polk County. 








TEAMWORK is cooked up by Hugo | 
Coclius, outside salesman, and John | 


H. White, inside man, at The W. L. 
Reynolds Co., Baltimore, Md. 
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FLUX for 


SODERING .. . WELDING 
BRAZING 


Our 55 years of accumulated experienc is at your 
disposal to help your customers solve their sodering 
problems. Send for free sodering chart which 
shows melting points of all soders. 


© sodering paste 
¢ sodering sticks 
© sodering oil 

© sodering flux 


© sodering liquid 

* sodering syrup 

© sodering acid 

© stainlocs steel polish 
* solid sal ammonia 


L. B. ALLEN CO., Inc. 


6731 BRYN MAWR AVE. CHICAGO 31, ILL. 
* ~¢2 Nee, ° 
e . o> 
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@ floats @ tanks @ coils © bends 
® expansion joints @ kettles 

© dippers @ evcporators @ heaters 
@ coolers @ chemical apparatus 
American Industry has been buying HARRIS 
Products for about 65 years . . . and is still 
doing it. Today’s manufacturing demands are 
growing steadily and this creates and sustains 
a need that is profitable for distributors. Our 
engineering staff is capable and ready to give 


any assistance necessary. We would like you 
to get more complete facts—send for them. 


ARTHUR HARRIS CO. 
210-218 N. Aberdeen St. Chicago 7, lll. 
EERE OR eS 














Paul W. Erickson 


Sylvania Names Erickson 
Manufacturing Head 


Paul W. Erickson has been ap- 
pointed manufacturing superintendent 
for the Electronics Division of Syl- 
vania Electric Products Inc. Formerly, 
he was supervisor of production engi- 
neering and then general foreman in 
charge of microwave tubes. 

He joined the staff of Sylvania Elec- 
tric in 1933 as a product engineer on 
radio receiving tubes at Emporium, 
Pa. In 1939 he was transferred to the 
company’s radio tube plant at Salem, 
Mass. During 1941 and 1942 he re- 
turned to the Emporium plant as an 
engineer on power tubes and during 
the rest of the war period served as a 
section engineer on power tubes at 
Montoursville, Pa. 


Population Figures 
Studied By Businessmen 


The population in 1975 will be be- 
tween 151 million and 185 million, 
compared with the present popula- 
tion in this country of 143 million, 
and thereby hang many facts of inter- 
est to businessmen who are responsible 
for the long-range expansion and sell- 
ing programs of their companics. 

Some of these “facts” are outlined 
in the Bureau of Census publication, 
“Forecasts of the Population of the 
United States, 1945-1975,” now in 
its third printing and available from 
the Superintendent of Documents, 
U. S. Government Printing Office, 
Washington 25, D. C. for 45¢. 

One such fact is the experts’ opin- 
ion that the population in 1975 will 
be older—with more grandparents 
than babies and more social security, 
old peoples homes, and hospitals. The 





CampBELL offers you a one 
source supply for every type of 
industrial chain — superior chain 
specifically designed for each 
particular job. For chain that will 
stand the most rugged industrial 
use— Specify Campbell. 


Every piece of Campbell welded 
chain is thoroughly tested before 
leaving the factory—all chain is 
carefully inspected. 


Campbell offers superior prod- 
ucts, completeness of the Camp- 
bell line, plus nation-wide adver- 
tising and merchandising. 


There ts uo weak link in the Campbell tine. 
A product of CAMPBELL CHAIN COMPANY 


(International Chain & Mfg. Co.) 
York, Penna. 
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We have a 


copy for you- 





.. « facts about industry's 
rating of gauges that you 


will want to know... 


You may well have read some of the 
Marsh advertisements contained in 
this folder. Brought together they 
tell a story about gauge preference 
in field after field of industry that is 
important to you. Everyone who 
handles pressure gauges will find 
this presentation profitable reading. 

Your copy, sent on request, will 
demonstrate two things: (1) that 
Marsh Gauges are the right gauges 
for you to handle, and (2) that 
Marsh, through such advertisements 
as these, drives home to your cus- 
tomers unremittingly the story of 
Marsh acceptability 


JAS. P. MARSH CORP. 
Dept. C, Skokie, Ill. 





the gauge 
with the 
uRECALIBRATOR 


' librator”’ - 
rsh “Reco = 
oo ponte to oy ~~ 

of aay 
knockne — erlative govge- 


touch to SUP 


GAUGES © VALVES © TRAPS 
DIAL THERMOMETERS 


HEATING SPECIALTIES 
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| total population of working age (work- 
ers spell purchasing power) will 
change very little, although we'll have 
fewer people in the best working ages 
(20 to 44), and more in the less-efh- 
cient group (+5 to 64). 

The birth rate, which will be 
higher, most experts agrec, will mean 
more taxes must be alloted for schools, 
colleges, hospitals and similar public, 
educational, housing and health insti- 
tutions. On the other hand, the new- 
comers will swell the labor force, 
eventually, as workers or professionals, 
and the coffers of purchasing power as 
consumers. 

The number of marriages will de- 
cline, then rise again, and affect the 
demand for rings, wedding presents, 
household furniture and appliances 
and of course, the demand for hous- 
ing. 
One conclusion seems obvious; any 
slowup in population growth will 
mean lower economic activity—and 
may bring on important shifts in 
| types of markets. 


Capewell Mfg. Promotes 
Grace and Clark 


P. W. Grace has been named as- 
sistant to the president of ‘The Cape- 
well Mfg. Co. of Hartford, Conn., in 
charge of overall customer relations 
(domestic), development and_ super- 
vision of special accounts and govern- 
ment business. 

John W. Clark has been appointed 
director of sales and executive assist- 
ant to the president. In his new ca- 
pacity, Mr. Clark will supervise both 
the Capewell domestic sales and ex- 
| port sales organizations. 

He has been assistant to the presi- 
dent and, prior to his affiliation with 
Capewell, was connected with West- 
inghouse Electric International Corp. 
and for a period of time was an inde- 
pendent merchandising consultant. 








John W. Clark 
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POTENTIAL PROFI 


60% Savings in Space 


PAT. PEND 


MANUFACTURING cor” 
2909 S. Wabash Ave.,Chicago 16 


‘z= 
s 
4 


YORE CAlumet 5-6269 


‘ 


“MAUREY :manuracturine corp. 
E 2909 S$. Wabash Ave.,Chicago 16, fil. 


Please send us further information 
~ regarding Maurey-Made Interchange- 
able V Pulleys and Bushings. 


























THE OFFICE MANAGER at Colum- 
bus Iron Works, Columbus, Ga., 
Frank Smith, goes over details of plans 
with Glen Nesmith, manager of the 
plumbing supplies department. 





Allis-Chalmers In Norwood 


Names Greensward Manager 


J. D. Greensward has been ap- 
pointed general manager of the Nor- 
wood, Ohio works of Allis-Chalmers 
Mfg. Co. to succeed Frank H. Stohr 
who died last March. Mr. Greensward 
had served as assistant to W. C. John- 
son, executive vice-president in 
charge of the firm’s general machinery 
division. 

Robert S. Fleshiem has been pro- 
moted to succeed Mr. Greensward as 
assistant to Mr. Johnson. He had been 
manager of Allis-Chalmers electrical 
department. 

Roy M. Casper, who had been man- 
ager of Allis‘Chalmers motor and 
generator section, has been made man- 
ager of the company’s electrical de- 
partment, succeeding Mr. Fleshiem. 

Ora F. Metz, district manager of 
Allis-Chalmers El Paso and Phoenix 
offices, has retired after nearly 43 years 
with the company. With his retire- 
ment, El Paso becomes a branch of- 
fice under Phoenix, with John E. 
Despins as manager. 

W. C. Kinnon, who was manager 
of the Phoenix branch office, contin- 
ucs as manager of the new district 
office. 








SALES SUPPORT at Casanave Supply 
Co., Philadelphia, is provided on the 
inside by Jim Delaney; Connie Mad- 


den; Frank McKenna, head of the 
automotive department; Walter Bech- 
tel; Tom Murray and Joe Boggs, head 
of the industrial division. 


















All-Female 
90° Union Elbow. 


the UNION 
of air-refined 
malleable iron 


with the RECESSED BRASS SEAT 








Available in a full range of 
sizes and types for all the 
needs of your industrial customers 


The fact that your industrial customers are big volume potential 
buyers of Jefferson Unions makes it important to beor in mind that 
it will be to your advantage to make Jefferson your source of supply. 
From Jefferson you can satisfy all requirements for straight through 
unions, flange unions and specialty unions including 90° and 45° 
union elbows as well as union tees. A few typical unions in the Jeffer- 
son line are shown here. 


Male-Femate 
99? Union 
Fibow. 


Every Jefferson Union features the exclusive Recessed Brass Seat 
which assures leakproof tightness with minimum wrench pressure and 
which imposes no restriction to free flow through the fitting. 


FULL DETAILS ARE AVAILABLE ON REQUEST 





tyle “‘E’ 2-part Flange 


Style “‘B’’ 3-part Flange 5) 
Union for test pressures up 
to 6000 Ibs. 


Union for test fgeroures up 
to 2000 Ibs. 


Style “‘D” 2-part Flango 
Union for test pressures up 
to 4000 Ibs. 





JEFFERSON UNION CO. 


671 W. 26th St., New York 1, N. Y. 
WY. 


9 Green St., Lockport, 
49 Fletcher Ave., Lexington 73, Mass. 
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MELTS FASTER, BONDS 





hat 
ustomers demand the solder t 

ccomten _.. Federated Gardiner brane solder. Stock it = 
you'll sell it. Comes in attractively colored —— . 
sizes, compositions. Acid Core, Solid Wire, Rosin Core. 

































Viking Rotary pumps are no side-line business. They are no fill-in. 
Making Viking Rotary Pumps is our one and only job. That is why 
you get so much from a Viking Pump. 


It's an exclusive Viking product . .. in design... in production ... 
in service. Every effort is extended toward the betterment of this 
one product. Every design is based on a “gear-within-a-gear—2 
moving parts” principle. All production is concentrated on this one 
style pump. Service is simplified by the same means. 






Discover for yourself this outstanding rotary 
pump. Write today for free folder Bulletin 
Series 49SMM. It will be sent to you by 
return mail, 





G 
AN HONORED NAME 
IN PUMPING 












Pump Company 


Cedar Falls, lowa 
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THE NEW SECRETARY of Worth- 
ington Pump & Machinery Corp. is 
Robert E. Marshall, succeeding the 
late C. Neal Barney. 





American Steel & Wire Co. 
Advances Two Executives 


Harry H. Lumley, Chicago district 
manager of operations for American 
Steel & Wire Co. and a veteran of the 
steel industry associated with United 
States Steel Corp since the year it was 
organized, has been appointed assis- 
tant to the vice president of operations 
of the wire company. 

John R. Gaut, presently assistant 
manager of operations, will succeed 
him as Chicago district manager of 
operations for the U. S. Steel subsid- 
iary. Mr. Lumley will continue to 
maintain his headquarters in Chicago. 


Hare Named Store Manager 
At Sullivan Hardware Co. 


Carl Hare, who has been with the 
Sullivan Hardware Co. of Anderson, 
S. C., for the past 12 years, has been 
made store manager to succeed the 
late Elbert Sullivan who had been 
with the company for 35 years. 

Alvin Rainey has been appointed 
counter salesman and Fred Dunlap, 
who had been in the retail department, 
has been shifted to outside salesman 
in counties adjacent to Anderson. 








THE ONCE-OVER is given a recent 
arrival at Casanave Supply Co., Phila- 
delphia, by Rod Snow, Tom Walsh 
and Ed Scheu, salesmen. 








“UNBRAKO" 
SOCKET SET SCREW 
WITH KNURLED CUP POINT 
PAT'D & PATS. PEND'G 





“UNBRAKO" 
KNURLED SOCKET 
HEAD CAP SCREW 
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EARN MORE PROFITS BY 
STOCKING aud SELLING 


UNBRAKO) socKET SCREW PRODUCTS 


HALLOWELL) STEEL SHOP EQUIPMENT 


















“UNBRAKO" 

SOCKET HEAD 
STRIPPER BOLT 
WITH KNURLED 


“"UNBRAKO" 
PRECISION- 
GROUND 
DOWEL 






“UNBRAKO" 


SOCKET SET SCREW “UNBRAKO" HEAD PINS 
WITH KNURLED SQUARE HEAD 
THREADS SET SCREW 
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“Unbrako” 
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Knurling of Socket 
Screws originated with 
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. FIG. 2197 FIG. 732 
FIG, 1855 ““HALLOWELL” PAT'D & PATS. PEND'G 
“FLEXLOC" “HALLO WELL” FOREMAN'S DESK DRAWER IS EXTRA 
SELF-LOCKING NUT TOOL STAND “HALLOWELL"” 





























STEEL WORK BENCH 


Quality Products—widely recognized and accepted by industry—produced in a fully equipped, 
modern plant; effective sales promotion; consistent business paper advertising; and, prompt, courteous 
service to you and your customers are reasons why these SPS Products are profitable and easy to sell. 


“UNBRAKO” Socket Screw Products—manufactured from high-grade alloy steel, to close tolerances— 
have these outstanding advantages: INTERNAL WRENCHING... promotes compact designs... saves 
space, weight, materials and costs; KNURLING...an exclusive “UNBRAKO” feature—which on the 
head of the "UNBRAKO” Cap Screw speeds assembly—and on the points or threads of the “UNBRAKO” 
Set Screw assures positive Self-Locking. All of our patented “UNBRAKO” Set Screws, regardless of 
point, are excellent SELF-LOCKERS...sizes available in a full range of diameters, lengths, thread 
series and types of points. "HALLOWELL” Shop Equipment of Steel—welded or hydraulically riveted 
—and this fine, neat, ready-made line wears and lasts as only steel can. Many styles make it possible 
to meet the most varied needs of your customers. 


STANDARD PRESSED STEEL CO. 


ee ahaa 


“BOX519 JENKINTOWN, PENNSYLVANIA 


“Serving Industry continuously since 1903 through Industrial Distributors” 
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There’s a 
big, new 
market! 


There's a tig, nibw market waiting for 
you — a Prarklet where sales grow! 
The Produet or new ‘Tugit’ Hoist — 
a portable! took built like a hoist — 
that lifts, Suits tightens. 
wy IM 
mm 

‘Tugit’ Hoist are ideal for install- 
ing machinery and equipment in mills 
and factories. Perfect for contracting 
jobs. A necessity for pulling power, 
telephone, and guy wires tout; for 
laying underground conduit, water 
mains, cables. it will lift coupling into 
place on (gandola cars, journal boxes 
into frames; handy for other railroad 
repair shop jobs. Road crews need 
it for pulling road guard cables taut. 
Farmers for stretching fence, repair- 
ing farm equipment. Truck body manu- 


facturers for squaring door frames. 


Where could you find a market 
promising greater profit from sales 


than this market for ‘Tugit’ Hoists? 


Write us fora supply of 
Bulletin No. 388. It helps you 
sell ‘Tugit’s. 


MAXWELL 


Ml rogir’ 


2 
= 
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MANNING,MAXWELL & MOORE, INC. 


MUSKEGON, MICHIGAN 
Builders of ‘Shaw-Box' Cranes, ‘Budgit' and 
‘Load Lifter’ Hoists and other lifting specialties. 
Makers of Ashcroft Gauges, Hancock Valves. 
Consolidated Safety and Relief Valves and 
‘American’ industrial instruments. 
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HIGH 
CARBON 
STEEL 


Smooth Black 
Finish 


COSTS MORE - 
WORTH MORE 


ADDED 
GRIPPING 
POWER 


Up to 1% Tons 
Better Leverage 


DIFFERENT 
6743) 


Right Size and Pressure 
for Every Job 


CALIBRATED 
SCALE 


Shows Jaw 
Opening Size 


ONE 
HAND 
OPERATION 


Opens with a Flick 
of the Thumb 


ALWAYS 
PARALLEL 


For Better 
Work-Holding 





adjustable pliers, pipe wrench, locking 
clamp, gripping tool, monkey wrench, 
and hand vise .. . No. 7 — %4” Jaw, 
$2.29; No. 9 — 1” Jaw, $2.59; No. 11 
— 1%” Jaw, $4.89 Retail. Fair Traded. 
Red plastic or steel handle grips. Free 
sales helps. 

Write for name of nearest BMC Distributor. 


BNC MANUFACTURING CORPORATION, BINGHAMTON, N. Y. 


Today, your customers want their © 
money’s worth before they buy. You can 
give them full value with BMC Pressure 
Lock Wrenches. Costs only a few cents 
more for this plier-wrench with all the 
extra values . .. it’s six tools in one... 


JOHNSON 

XLO Music 
Spring Wire 
Uniform cast 
Uniform tensile 
Uniform size 
Self lubricating 

surface 
Warehouse stocks 


JOHNSON 


STEEL AND WIRE COMPANY, INC 
ee eon ee ee ee, 


Philadelphia Detroit Akron Chicago 
Houston Los Angeles Toronto 


Cleveland 
Tulsa 


New York 
Atlanta 
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KENNEDY'S sales policy 


HELPS YOU... 





HELPS YOUR CUSTOMERS! 




















| | FROM MANUFACTURE to the final inspection nothing 
is spared to insure the quality and dependability of 
) Kennedy Valves and Fittings. 

The same care and thought is extended to sales! 
That is why Kennedy Valves and Fittings for domestic 
and industrial use are sold only through a local distrib- 
utor. The prompt, informed service which the distributor 
offers, the knowledge of local conditions and local markets 
which he has, all add up to better service for users of 
Kennedy Valves and Fittings . . . and the establishment 
of a relationship that is profitable for everyone. 


* That is why Kennedy advertisements, making 
more than 2,600,000 “sales calls” per year, 
all say, “Buy from your local distributor.” 


THE 


KENNEDY eovecscz 
1040 EAST WATER ST. 
ELMIRA, NEW YORK 





eNO Se oo 2 Ce 0 


OFFICE-WAREHOUSES IN NEW YORK, CHICAGO, SAN FRANCISCO + SALES REPRESENTATIVES IN PRINCIPAL CITIES 
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For those who 
profit by selling 
TOP QUALITY! 
STRANDFLEX f 


4-SPEED GEAR DRIVE 
FLEXIBLE SHAFT 
MACHINE 


High Speed Motor 
Gives You 
1700 RPM. 7200 RPM 
3600 RPM 9000 RPM 


Nirelite (eles Mauteliols 
Gives You 
B50 RPM 3600 RPM 
1800 RPM = 4500 RPM 


In the long run nothing 
beats quality, for it pro- 
vides customer satisfac- 
tion and the good will 
that results in repeat business. 
That’s why distributors are push- 
ing the sale of the new “STRAND- 
“FLEX” 4-Speed Gear Drive Flexible 
Shaft Machine. 

4 different RPM are provided, as 
shown above, by an easy and quick 
shift method. Users get depend- 
able long-lived service . . . find the 
“STRANDFLEX” flexible shaft 
machine versatile and adaptable to 
a wide range of uses. 


Acquaint yourself with all features 
by sending for a descriptive folder. 
Be sure to display “STRAND- 
FLEX” on your sales floor ... it 
will help to sell itself. 

N. A. Strand & Co. 5007 No. 
Wolcott Ave., Chicago 40, Illinois. 
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THE NEW sales manager of Firth 
Sterling Steel & Carbide Corp.’s mid- 
eastern district New York and Phila- 
delphia offices is Howard M. Dawson, 
who succeeds A. E. Barker. Formerly, 
he was president of Jessop Stcel Inter- 
national Co. and vice-president and di- 
rector of the Export Managers Associa- 
tion of N. Y. 





Lyon Metal “Horsetrading”’ 
Pays Off In Scarce Steel 


A little more than two years ago, 
Lyon Metal Inc. of Aurora, IIl., was | 
confronted with a severe shortage of 
sheet steel in the face of a constantly 
increasing demand. Then along came 
the idea of applying the ages-old 
horse-trading technique to the prob- 
lem. The entire program revolved | 
around the proposition, “You furnish | 
the Steel—Lyon Will Make the Prod- 
uct.” 

The company’s salesmen preached 
the idea to their industrial, commer- 
cial and institutional customers and 
prospects. ‘The idea wasn’t easy to 


| sell—at first. But when the program 


was concluded, the results achieved 
were considerable. 

Forty-five million pounds of custo- 
mer-furnished steel were secured dur- 
ing the entire drive. More than 17 | 
million pounds was secured in 1947, 
and very close to another 17 million 
in 1948. 

It provided a full year’s employ- 
ment in 1947 for 322 workers who 
otherwise would have been off pay- | 
roll. It did the same for 308 workers 


| in 1948. 


| net profit dollars in 1947; 52% in | 


Most eye-opening of all the result 
figures is this: Customer-furnished 
steel accounted for 54% of the Lyon | 


1948. | 
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A complete line from a single 
source... easier to sell...greater 
dependability...enables you to 
give better and quicker service 
to your customer. Three reasons 
that add up to more profit for 
you. Medart's outstanding ad- 
vertising campaign in leading 
trade journals means a greater 
Medart market for you! 











No. 56-V 
V-belts and 
V-sheaves 


No. 46-G 
Gears and 
Sprockets 





No. 66 
All Other Power 
Transmission 
Equipment 


Not just catalogs... but informa- 
tive, helpful power transmission 
equipment guides. Minimize 


complicated engineering compu- 
tations... excellent for your refer- 
ence files. Write for yours*today! 














B SELL MORE TOOLS 
«wth LESS EFFORT 


Displays BIG 

VARIETY of 
48° LONG Tate tools in a 
36” WIDE a9 small floor 
35" HIGH 








Robert J. McKenna 


McKenna Joins 
Billings Organization 


Robert J. McKenna, formerly vice- 
president of Storms Drop Forging Co. 
of Springfield, Mass., now is associated 
with The Billings & Spencer Co. of 
Hartford, Conn., as their New Eng- 
land representative. 

Mr. McKenna was associated with 
Storms about 23 vears and prior to 
that time spent 6 vears with Moore 


“SELLS 

Drop Forging Co. He will make his 
ioadenasiinn in the main office in TOOLS SO 
Hartford. FAST WE CAN'T 
é SEEM TO KEEP IT 
Indiana Sales Office FILLED UP." Joseph Wood- 
Opened By Cutler-Hammer i well Co., Pittsburgh, Pa. 


Cutler-Hammer, Inc., — electrical 
manufacturers of Milwaukee, Wis., 
have opened a sales office in Gary, 
Ind. at 504 Broadway. 

F’. J. Burd, will manage the office 
as a branch of the company’s Chi- 


cago district sales office. He is a well- WHAT A SELLING JOB this attractive floor display cabinet is 
doing for OTC Jobbers! And no wonder . . . it compels attention 


SALES STIMULATOR 


with its spectacular array of sparkling OTC TOOLS against the 
rich royal blue cabinet. Each tool position numbered. Smaller tools 
| conveniently arranged in plate glass bins on top. Storage space 

inside, with doors on two sides. 

NOW your customers can see, examine and SELL THEMSELVES 

the time-saving, work-easing OTC TOOLS they have seen adver- 

tised. Saves counter man’s time in selling. 


ATTRACTIVE DEAL—ask OTC Representative or write— 


OWATONNA TOOL COMPANY wal 


| 312 Cedar Street Owatonna, Minn. 
| 


OTC ADVERTISING DIRECTS PROSPECTS TO OTC DISTRIBUTORS 
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NOT WHAT THEY DO.... 
but WHAT THEY Do FOR You! 


@ MORGAN VISES get full approval from plants large * 1 
and small in all lines of manufacture. We don’t have @ machinists’ bench 
to convince you that they DO a good job but we'd like 
to assure you that our distributors make nice profits 
selling MORGAN VISES. Almost every one of your cus- 
tomers needs a vise—it’s up to you to sell a MORGAN. 
We'll back you up with a reliable and dependable tool 


| 

; ® combination pipe 

| 

i 
that will do a good job for the user and for you. Write © quick action 

| 

| 

| 

L 


® woodworking 


®@ sheet metal workers 


for information on our selective distributor policy. 


_MORGAN VISE COMPANY 


© garage vise 


®@ solid nut contin- 
uous screw 





108-112 N. JEFFERSON ST. CHICAGO 6, ILL. 


-—WHEN— 


your customers want “the best” in 











cap screws, set screws, milled studs 


and coupling bolts, remember... 
MAKES THEM 
“WHO is Wu. H. Ottomllen vorx PA. 








Ottemiller products are sold through’ Mill Supply Houses. Write 
for free folder which illustrates and describes the complete line. 
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H. Kolar 


known sales representative in the area 
he will serve. 

H. Kolar, formerly in the electrical 
enginecring department of the Car- 
negie-Illinois Steel Co.’s South Chi- 
cago Works, will assist Mr. Burd in 
handling the sales work in the terri- 
tory. Both men have broad experience 
in steel mill electrical requirements 
and applications. 


Nicholson Made Head 


| Of Disston Export Sales 


Charles V. Nicholson has been ap- 
pointed manager of export sales for 
Henry Disston & Sons, Inc., manu- 
facturers of saws, tools and special 
steels. Mr. Nicholson succeeds A. 
Stewart Hunt, veteran of 38 years with 
the company who has retired. 

Mr. Nicholson joined the Disston 
organization in 1936 and a few months 
later was assigned the New England- 
New York territory for the hardware 
sales division. 

He is a director of the Foreign 
Traders Association of Philadelphia 
and a member of the Export Man- 
agers Club, New York. 








POWER EQUIPMENT is more and 
more to the fore in sales of industrial 
supplies, according to Jack R. An- 
thony and W. Harold Hamrick, man- 
ager of that department of Mont- 
gomery & Crawford, Inc. of Spartan- 
burg, S. C. 











M. F. Huseby 


Huseby To Represent 
Walker-Turner On Coast 


M. F. Huseby has established his 
own sales and merchandising company 
at 1331 So. Santa Fe Avenue in Los 
Angeles after 12 years with Skilsaw, 
Inc. Although he was sales manager 
at the Chicago factory for the last six 
years he spent 13 years in California 
before moving east. 

Among the manufacturers Mr. 
Huseby will represent is the Walker- 
Turner Division of Kearney-Trecker 
Corp. 


Patron Transmission Co. 


Holds Sales Meeting 


Harold Denny and George Behan 
of the American Blower Corp. were 
guest speakers recently at the annual 
sales meeting of the Patron Transmis- 
sion Co., Inc. of New York City. The 
two gentlemen discussed their firm’s 
new gyrol fluid drive, currently being 
sold through power transmission dis- 
tributors. 

The second half of the meeting was 
devoted to a talk by Joe Colton of 
Fiske Bros. Refining Co. 

In attendance at the meeting were 
26 members of the sales organization 
of Patron Co. 


Worthington Officers 
Rise From Ranks 


Hobart C. Ramsey has been elected 
president of the Worthington Pump 
& Machinery Corp of Harrison, N. J., 
succeeding Clarence E. Searle. Mr. 
Searle has been named vice-chairman 
of the board of directors. 

Mr. Ramsey joined Worthington 
in 1920 as a sales engineer in the ex- 
port department, becoming manager 
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fs om ae 
Phd 7 
End mill users everywhere rely on 
Putnam's large selection—over 800 


standard sizes and types—to fill ALL 


their requirements and fill them quickly. 


Push Putnam and watch the results: immediate delivery— 


superior cutting — customer satisfaction — more profits! 


2981 











CHARLEVOIX “VEN WE DETROIT 7, MICHIGAN 





GREATER PROFITS 
CLIPPER 


v Constant Consumer Demand 
¥Y No Factory Sales to Users 
NO) W Nationally Advertised 
Firm Resale Price Policy 
Highest Uniform Quality 


NN 
ZENS 


\ 


ine 


¥ 
¥ 





Peent LAT 14-2 












SHEETS 
6" x12" 








we" FPR stock _ 


For years, machinists and mechanics 
have specified De-Sta-Co Shim Stock, 
by name. You can profit from this 
ready acceptance of a fine product 
by carrying a good stock of these 
convenient packages. Twelve sheets, 
assorted thicknesses from .001 to .015, 
each identified, or the handy 10 foot 
roll with thickness indicated every 
6”. Rolled to precision limits in steel 
or brass. Write for price sheet and 
stocking distributor's discount plan. 


DETROIT STAMPING COMPANY 
332 Midland Avenue ‘Detroit 3, Mich. 





Sturdy packages are popular in shop and 
supply house. Prevent waste and damage 
to stock, easily mailed. 
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of that department in 1922. From 
1925 to 1937, he served successively 
as assistant general sales manager, 
vice-president in charge of interna- 
tional business, and vice-president in 


| charge of engineering and manufac- 


turing operations, including seven 
years in Europe with Worthington’s 


| foreign operations. In 1945, he was 


elected executive vice-president and 
now succeeds to the presidency of 
the company. 

Mr. Ramsey is succeeded in his old 
position by Edwin J. Schwanhausser, 
vice-president in charge of sales since 


| 1945, when he was transferred from 
| the Buffalo Works. 


John J. Summersby has been elected 
vice-president in charge of sales. He 
joined Worthington in 1916 and has 


| been connected with the sales depart- 
| ment ever since. In 1937, he was ap- 
| pointed assistant vice-president and 


general sales manager, 


Balmar Corp. of Baltimore 
Acquires N. A. Strand 


The business of N. A. Strand & Co., 
5001 North Wolcott Avenue, Chi- 
cago, has been acquired by The Bal- 
mar Corp. of Baltimore, a_wholly- 
owned subsidiary of Franklin Railway 
Supply Co., 60 East 42nd Street, New 
York City. 

The business has begun operation as 
the N. A. Strand Co. Division of The 
Balmar Corp. and will continue to 


| manufacture, as it has the past 46 


years, the Strandflex line of flexible 
shaft machine tools. 


Buckley Retires 
From Oliver Abrasive 


Art Buckley, co-founder with Carter 
Oliver nearly 29 vears ago of the Oliver 


| Abrasive & Tool Co., Inc., has retired 


from active participation in the com- 


| pany’s business affairs. 


Don Johnson and Jim Temple have 
taken over Mr. Buckley’s holdings in 


| the company. Mr. Johnson organized 


a supply house under his own name in 
1928 and operated it with success until 
he sold his interest in the company 
two-and-a-half vears ago. Subsequently 
he established the Ajax Co. The latter 
company is being merged with Oliver 
Abrasive. Mr. Johnson will serve as 
vice-president in charge of sales. 

Jim Temple, who has been head 
man on the inside with Oliver Abra- 
sive over the years will continue in 
that capacity. He will be secretary 


| and treasurer. 


| 


Carter Oliver remains as president 
and general manager. 








Michigan Abrasive Co. 
Streamlines Prices 


The Michigan Abrasive Co. has 
abandoned the series of chain dis- 
counts typical of abrasive pricing and 
announces a new method which calls 
for a single discount, making the figur- 
ing of costs and xesale prices much 
easier. 

Unit quantities have also been sim- 
plified to two, so that all quantities up 
to 25 units carry one discount, all 
quantities of 25 units or over carry a 
larger discount. 

The change was introduced to co- 
operate fully with the trade in an ef- 
fort to simplify pricing. 


Earl S. Osburn Will Head 
Marquette Mfg. Export 


Earl S$. Osburn recently was ap- 
pointed to expedite the world-wide 
sales and distributor program of the 
Marquette Mfg. Co., Inc. of Minne- 
apolis, Minn. He succeeds Arvid E. 
Hedlund, who was promoted to west- 
ern sales manager. 

Mr. Osburn now is busy receiving 
extensive factory training in gas and 
electric welding, electrodes, battery 
charging and automotive equipment. 
His selling experience began as a trav- 
cling salesman in Canada. 

He is a graduate of the American 
Institute for Foreign Trade and at- 
tended the University of Washington 
and Great Falls College of Education. 


Tube Turns, Ine. 
Moves Los Angeles Branch 


The Los Angeles branch office of 
Tube Turns, Inc., manufacturers of 
welding fittings and flanges, has been 
moved to Suite 447 in the General 
Petroleum Building, 612 South Flower 





Norton P. Bosemer 





ee 
THREE BASIC: 
ASSEMBLIES PROVIDE 
VERSATILITY 






PUMP 
DESIGN 


At its Best ASSEMBLY 


The “Pump Only” assembly is an 
adaptation designed to readily use 
existing power or operating facilities. 


PUMP ONLY 





FLEXIBLE COUPLED 
ASSEMBLY 


Greater flexibility and utility is made pos- 
sible when CMC DUAL PRIME Pumps are 


assembled in a flexible coupled manner. 


CLOSE COUPLED 
ASSEMBLY 
Close coupled construction assures perfect 


pump and motor alignment necessary for 
peak performance under given conditions: 





CMC innovations, such as improved open thrash type impellers, double 
shaft seals, and the exclusive double jet method of priming guaran- a a 
tee faster priming and greater capacities. Models range in size from 112” to 10°— 
capacities up to 240,000 G.P.H. Write today for latest catalog. 


ONSTRUCTION Mone ( ‘os. = 
WATERLOO, 1OWA, U.S.A. 














Night or Day... 
RED. MEANS DANGER! 






PULLED 
Gs 


a Sep, 
LULL &. 
ar 2 


4 


BOLTS 

NUTS 
RIVETS 

and SCREWS 


Uniformity of Quality 
. . « Accuracy of 
finish — explains why 
those who want the 
BEST say CLARK. 


They Guard 
and Guide 
Where 
Dangers Hide 


* 





Lark Bros Bort (h 


CONN. Order through distributors 


EMBURY MFG. CO., WARSAW, N. Y. 


MILLDALE 
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Constant demand... 


Wherever men !ift you'll find a ready 


market for ‘Budgit’ Electric Hoists. 
That is why, a few years ago, when 
we pioneered the market in load- 
handling equipment for small business 
with the ‘Budgit’ Electric Hoist, we 
found a market waiting them in heavy 


industry. It was a natural! 


News of the easy, quick, effortless 
lifting; economy of operation, and 
safety features of ‘Budgit' Electric 
Hoists spread among owners of 
garages, service stations, repair shops, 
boatyards, farms; among poultrymen, 
dairymen, hospitals, stores. All who 
had loads to lift found a solution to 


their problems. 


Thousands of spots still exist in 
heavy industry where you can sell 
‘Budgit’ Hoists and new markets are 
constantly developing. Look into some 
of these markets—old and new! We'll 
wager your sales will increase beyond 


your belief! 


Carry a supply of Bulletin 
No. 391 with you when 
calling on prospects. It 


will help you sell them. 


BUDGIT 


Hotsts 


MANNING,MAX WELL & MOORE, INC. 
MUSKEGON, MICHIGAN 


Builders of ‘Shaw-Box' Cranes, ‘Budgit' and 
‘Load Lifter’ Hoists and other lifting specialties. 
Makers of Ashcroft Gauges, Hancock Valves. 
Consolidated Safety and Relief Valves and 
‘American’ industrial instruments. 





200 











Street. The new telephone number 
is Madison 6-3219. The office was 
formerly at 1489 West Washington 
Boulevard. 

Manager of the Los Angeles branch 
is Norton P. Bosemer, who joined the 
sales staff of Tube Turns, in 1937. He 
was assigned to the San Francisco 
office in 1944, and transferred to Los 
Angeles in 1947. 





H. G. Wild 


Porter-Cable Appoints Wild 
Eastern Zone Manager 


H. G. Wild has been appointed 
castern zone manager for the Porter- 
Cable Machine Co., Syracuse, N. Y. 
Mr. Wild formerly was the central 
New York District sales representative 
of the company. He will be under 
the direction of J. A. Proven, general 
sales manager. 

A native of Syracuse and associated 
with the company since 1939, Mr. 
Wild will have charge of sales poli- 
cies governing the distribution of 
Porter-Cable products on the eastern 
seaboard including New York state, 
the New England states, Pennsyl- 
vania, and the Cleveland area. 


Standard Oil of California 
Has “Buy At Home’”’ Policy 


Instead of centralizing buying in a 
confined area, the Standard Oil Co. of 
California has adopted a “buy at 
home” policy. In 1948, more than 
10,000 businesses n the west received 
orders for over $100 million worth of 
equipment. Industrial distributors in 
the area get their share of the business. 


Sylvania Names Burton 
To Head Product Sales 


Charles A. Burton, formerly assist- 
ant general saleggmanager of the Lamp 
Division of Sylvania Electric Products 
Inc. has been appointed product sales 
manager, lamp division. He will make 
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STANDARD TYPE 





—SLEEVES— 





SOCKETS 


ANDA 
complete line of COLLETS 


e COLLIS Taper Tools are made by men 
skilled in this type of manufacture. Users 
get long satisfactory service from COLLIS 
Equipment and find the answer to all drill- 
ing, reaming, and tapping needs in the 
COLLIS line. We can give prompt service 
on orders for Lathe Centers, Arbors, Drill 
Drifts, and Magic Type Chucks as well as 
on Sleeves and Sockets and Collets. 


THE COLLIS CO. 


CLINTON, IOWA 











One Man: Can Handle 
Up to 1500 Lbs. Easily 
WITH 


Gufpato 





HEAVY-DUTY 
BARREL TRUCK 





SAVES TIME AND MONEY 
MAKES BIG JOBS EASY 


ENDS BACK-BREAKING 
LABOR 


Wrestling heavy drums and barrels takes 
lots of time ... requires 2 men. Eliminate 
these costly methods with the Buffalo One- 
Man Barrel Truck. Truck does the work 
-.. not the trucker. Set sliding hook in rim 
of barrel, pull back on handle while hold- 
ing with foot. Loads, up to 1500 lbs., 
balance perfectly with no arm str 
Molded-on rubber tired wheels 10” x 3”, 








BUFFALO CASTER & WHEEL CORP 


187 Breckenridge, Buffalo 13, New York 











Cc. A. Burton 


his headquarters at 60 Boston Street, 
Salem, Mass. 

He joined the staff of the lamp di- 
vision of Sylvania in 1938 as a sales 
representative in the Milwaukee terri- 
tory and was appointed district man- 
ager in 1940. In 1942, he was trans- 
ferred to the company’s Chicago office 
as central division sales manager, and 
in 1947 he was appointed assistant 
general sales manager with headquar- 
ters in New York. 








IK 


No. 4-B Punch 











Nenana 


HITNEY— 


LEVER PUNCHES 


@ The No. 2 Punch shown has 
been a leader for 25 years. The 
No. 4-B Tinner’s punch shown is 
built along the same lines as our 
well-known No. 2 with a capacity 
of }” hole thru 16 gauge iron. 
All WHITNEY Punches are 
guaranteed to give satisfactory 
service according to their rated 
capacities. Immediate attention 
to orders. 


W. A. Whitney Mfg. Co. 


636 Race St. Rockford, III. 























Socket Cap Screws 
Sturdy, cold formed 
head continuous 
fibre structure. 

Flat Head 

Socket Cap Screws 
New flush type sock- 
et cap screws — fit 
standard counter- 
sink. 















Socket Set Screws 


New precision- 
ground threads on 
“Blue Devil’ socket 
set screws assure fin- 
est, super-smooth 
finish. Safer because 
they’re recessed—es- 
pecially when used on 
collars, hubs, pulleys. 


Set Screw Point Styles 
e Cup Point 

e Oval Point 

e Flat Point 

e Cone Point 

e Half Dog Point 
Full Dog Point avail- 
able on special order 


WN he 















Socket Stripper Bolts 


—also used for cam 
motions, link attach- 
ments, and other ap- 
plications which re- 
quire a long-wearing 
stud. 


Socket Screw Keys 
In all sizes—short or 
long arm series. 


Socket Pipe Plugs 


Safer and stronger 
than common malle- 
able iron pipe plugs. 
Heads don’t pro- 
trude. Made of high 
grade alloy steel. Pre- 
cision-cut threads 
provide an excellent 
seal. 


NEW 1949 catalog of ‘‘Blue Devil’ 
socket screw products—lists prices, 
styles and sizes. Well illustrated, thumb 
indexed. 


1g Devil 


SUUht\ ELH WOE 


SAFETY SOCKET SCREW COMPANY 


4451 N. KNOX AVENUE . CHICAGO 30, ILLINOIS 
11 Park Place New York 7, N. Y. 
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CETA 
TRUCK 















THE YALE & TOWNE MANUFACTURING COMPANY 


PHILADELPHIA DIVISION 







MATERIAL HANDLING MACHINERY 


PHILADELPHIA I5. PA..USA 







April L, 1949 






Mr. Ernest McCauley 

Factory Management and Maintenance 
UcGraw-Hill Publishing Company 
17th and Sansom Streets 
Philadelphia, Pa. 















Dear Mr, McCauley: 








As you know, we use many industrial publications to carry our 
e advertising message to plant mamgement am production men 

and in this group FACTORY MANAGEMENT AND MAINTENANCE magazine 

is one of our important media. We thought you might like to 

know what we think of the job your publication is accomplishing 

for us. 

















Naturally, our market embraces practically every type of manu- 
facturing company, including many types of production. Certain 
types of business offer a greater potential than others but we 
are definitely interested in practically every type of imustry, 
We selected your publication to cover all manufacturing indus- 
tries and the results obtained have been most gratifying. "e 

e have made several studies of the effectiveness of various pub- 
lications covering the broad market in which we were interested 
ami we find that FACTORY MANAGEMENT AND MAINTENANCE always comes 
out either on top or close to the top. This is also true of the 
direct results we obtain from the many publications that we use. 
























We have found through experience that your publication gives us 
the type of readership coverage that we are interested in reach- 
ing, embracing many types of industry, and the results have been a 
most gratifying. a 


‘ve thought you would like to have this unsolicited expresssion 
from us because we consider our investment in all trade publi- 


cations very seriously. ‘ve are very well satisfied with the 10-FOOT LIFT? 













results you always bring us. 


Very truly yours, Get the telescopic 


7 bee i 


e S,. McCullough, Manager 
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Naturally, the makers of Yale “tools that keep industry on the move” want 
to reach all the important buying influences in all the manufacturing 
industries because ... Every plant, whatever its product— whatever 
its size— must cope with materials handling problems. 


Plant operating men today are vitally aware that better handling is a 
cost-cutting tool every plant can use and they are alert for more informa- 
tion on tools that will do the job effectively. According to Mr. McCullough, 
sales promotion and advertising manager: 


“We have found through experience that your publication gives us 
the type of readership coverage that we are interested in reaching, 
embracing many types of industry, and the results have been most 
gratifying.” 


The story of Yale materials handling equipment in FActory gives effec- 
tive help to their local industrial distributors: 


making contact with plant operating men 
arousing interest among plant operating men 
creating preference among plant operating men 


Month after month Factory helps to sell the men distributors cannot 
always see personally ...the men behind the orders. Factory reaches 
these powerful buying influences throughout the manufacturing industries 
most effectively because it is specifically edited for the Plant Operating 
Group. This group, the heart of multiple-influence buying, prefers 
Factory because timely reporting and editing make it a highly useful 
guide to action on the many manufacturing problems which demand 
prompt solution. 





Factory’s more than 51,000 paid circulation reaches more members of 
the Plant Operating Group than any other monthly business magazine 
serving the manufacturing industries. And this exclusive readership 
group of cost-conscious men is a significant reason why industrial distribu- 
tors and salesmen welcome product advertising in Factory. 





for 
YALE HOISTS, Ste your LOCAL INDUSTRIAL OlsTRiguTOR R 


If you’d like to see for yourself why so many of your customers look to 
Factory for help on their daily jobs, we'll be glad to send you a compli- 
mentary copy. 


Da\en henner 


MANAGEMENT AND MAINTENANCE 


ABC*ABP A McGraw-Hill Publication, © 330 West 42nd Street, New York 18, N.Y 





INDUSTRIAL DISTRIBUTION ©* AUGUST, 1949 203 








ADVERTISERS IN THIS ISSUE 





A 


Advance Car Mover Company... 176 


Air Express Div. of Railway 
es cakch cots atc rear 114 
Albertson & Co., Inc............. 60 
ENO er re aS tek aa ag 39 
Allegheny-Ludlum 1. Corp.. 127 
Allen Co., inc, L. B............. 186 
Allen Manufacturing Sa 99 


— Steel Products Company, 
BRACES  eeneuwnGkSkeiecaysches 
American Chain Division of 
American Chain & Cable Co., 
SO ccc weecavakebobannencseus 177 
American Chain & Cable Co., Inc. 
47, 177, Back Cover 
American Machinist .......... 158-159 
American Pulley Company, The. 53 
American Sanitary Rag Company 205 
American Screw Company....... 144B 
American Steel & Wire Company 8-9 
American Swiss File & Tool Co. 118 
Armstrong-Blum Mfg. Co....... 115 
Armstrong Bros. Tool Co....... 135 
Aro Equipment Corporation, The 161 
Atkins & Company, E. C........ 29 


BMC Manufacturing Corporation 192 
Baldwin-Duckworth Division of 
Chain Belt Company ......... 58 
Bassick Company ............... 120 
Bay State Abrasive Products Co. 21 
Beall Tool Div. (Hubbard & Co.) 27 
Beaver Pipe Tools. Inside Front Cover 
Behr-Manning 48 
Bethlehem Steel Company....... 121 
Billings & Spencer Company.... 107 
Black Manufacturing Company.. 150 
Black & Decker Mfg. Co., The... 101 


Blackhawk Manufacturing Co... .18-19 
Blackmer Pump Company........ 164 
Bond Foundry & Machine Com- 
0 ASS ee eee 149 
Bonney Forge & Tool Works. ..17, 25 


Breeze Corporation, Inc., Aircraft 
Standard Parts Company Div.. 184 


Brighton Screw & Mfg. Co....... 186 
Brown & Sharpe Mfg. Co....... 7 
Buffalo Bolt Company.......... 157 


Buffalo Caster & Wheel Corp.... 200 
Buffalo Weaving & Belting Co... 172 
Bunting Brass & Bronze Co..... 36 


C 


Calder Manufacturing Company.. 174 


Campbell Chain Company........ 187 
Cantol Wax Products Company.. 176 
Carboloy Company, Inc.......... 172 
Cardinal Machine Company..... 170 
Central Die Casting & Mfg. Co., 
Se SS aren eee 178 
Century Electric Company....... 43 
Chain Belt Company............ 58 
Champion De Arment Tool Co... 168 
Chicago Rawhide Mfg. Co....... 122 
Chicago Saw Works, Inc........ 168 
Chicago Screw Co.............. 59 
Chicago Wheel & Mfg. Co....... 140 
— Moore Hoist eins : 
ere eee 171 
Clark a se 199 
Caen Bros. IMC... ....200500. 129 
Cleveland Cap Screw Company.. 116 
Cleveland Chain & Mfg. Co...... 24 
204 


Cleveland Twist Drill Co., The.. 49 
Clipper Belt Lacer Company.... 198 


en a © rr 134 
Collis Company, The............ 200 
Columbia Steel Company........ 8-9 
Columbian Vise & Mfg. Co....... 166 


Columbus McKinnon Chain Corp. 171 
Committee on Steel Pipe Research 
of American Iron and Steel In- 
Ee aera 139 
Construction Machinery Company 199 
Corbin Screw Division of the 
American Hardware Corpora- 


MOM cucu sthasiGa ys a haat cue 137 
Corning Glass Works........... 35 
Cummins Portable Tools........ 109 
Cushman Chuck Company....... 117 
oS eS eee 131 
Deming Company ............... 179 
Desmond-Stephan Mfg. Co., The 152 
Detroit Stamping Company...... 198 - 
OR US Se ere 37 


Dick Company, Inc., ea & Jj.. 151 
Dietz Company, R. 
Dixon Valve & ole OBss<<.0% 146 
Dodge Manufacturing Corporation. 4 
Donnelley & Sons Co., R. R 1 

Du Pont de Nemours & Co., Inc. 14 


E 


eG Ae) EL”, See eer 199 
Equipto Division of Aurora Equip- 
Se reer 208 
Essex Brass Corporation......... 166 
Euclid-Urbana Company, Inc..... 182 


F 


Factory Management & Mainte- 


err rrr rrr 202-203 
Fairbanks-Morse & Co........... 119 
Federated Metals Div. of American 

Smelting & Refining Co....... 190 
Ferry Cap & Set Screw Co., The.. 143 
Flexible Steel Lacing Co......... 184 
Foote Bros. Gear and Machine 

MEMS eG vckenalsiaan's 
General Electric Company....... 15 
dg bce 0 © re 181 
ee ee 38 


Greenfield Tap & Die Corporation 144A 


ee ee 186 
Hein-Werner Corporation ....... 167 
Holo-Krome Screw Corp., The... 2 
BROOR BOT GO... ..n cco cccccesee 160 
Huot Mfg. Company............ 207 
Ilg Electric Ventilating Co....... 125 


Independent Pneumatic Tool Co. .22-23 
Indianapolis Brush & Broom Mfg. mm 
gy entail aA ed ee ao 


INDUSTRIAL DISTRIBUTION © AUGUST, 1949 


J 


Jackson Manufacturing Co....... 142 
jefferson Union Co.............. 189 
a 62-63 
Johnson Gas Appliance Co....... 138 
Johnson Steel & Wire Co., Inc.... 192 
Jones & Laughlin Steel Corp..... 147 


K 


Keasbey & Mattison ew: - 12 
Kennedy Valve Mfg. Co., The.... 193 


Kester Solder Company. pee ansae 154 
Keystone Bolt & Nut Corp...... 170 
Keystone Lubricating Company.. 44 
Klipfel Valves, Inc............... 185 
Koppers Company, ee 123 
Kuhns Brothers Co.............. 162 
Laminated Shim Company....... 176 
Lamson & Sessions Company... 124 
Lincoln Engineering Co.......... 10 
Link-Belt Company ............. 3 
Liquid Carbonic Corporation..... 174 
Lowell Wrench Co.............. 182 
Lunkenheimer Co., The......... 133 
Lyon Metal Products, Inc........ 51 
McKay Company .............. 32 
Manning, Maxwell & Moore, Inc. 
192, 200 
3 Be ap | rr 188 
ES fe ES of, re 188 
PeOGatt TOMPONY 2... cscs cass 194 
Michigan Abrasive Company..... 97 
Millers Falls Company........... 16 
Milwaukee Brush Mfs. Co., The. 42 
ENE WHER ODN 6 50s sicsiccoccas 196 
Mulconroy Company ............ 144 
National Screw & Mfg. Co........ 95 
National Twist Drill & Tool Co. 
110-111 
Nelson Corporation, Herman.... 207 
Nicholson File Company......... 54 
Peorton COMMONY 2. 6.66.06 .6s 32A-B 


Oliver Iron and Steel Corporation 165 
Osborn Manufacturing Co., The.. 89 


Oster Manufacturing Co., The.... 91 
Ottemiller Co., Wm. H.......... 196 
fg kD Cr 195 
Parker-Kalon Corporation ...... 50 
Peoria Malleable Castings Co..... 130 
Permatex Company, Inc.......... 5 
Portable Electric Tools, Inc...... 180 
Porter-Cable Machine Co........ 113 
Powell Co., The Wm............ 26 
Power Tool Division, Rockwell 
Manufacturing Company ...... 
PD CEES: is sas awaven sa dbsaws 
Putnam Tool Company.......... 197 








SS >= 


OOS NS IFAaD7AID 


Keep “AMERICAN BRAND” 


in stock for profitable sales... 




















“Lower Your 
Manufacturing © 
Costs With 


Roteils 


BALL BEARING 
PILLOW BLOCKS 


AND 


‘FLANGE UNITS 








LOWEST COST 
“PER WIPE” 
FOR YOUR 
CUSTOMERS 

means 
BETTER 
BUSINESS 
FOR YOU... 


INDUSTRIAL WIPING COSTS 



































rts Pillow Blocks and 
— Units are designed 
to carry light loads at 
speeds up to 1,000 R. P. M. 
eavy duty cast iron hous- 
ings with grease fitting are 
provided. Felt seals give 
ample protection for the 
bearings. 


Roberts Pillow Blocks and 
Flange Units may provide 
anti-friction bearings suit- 
able for your application at 
lower cost. Ideal for convey- 
ors and farm machinery. 
Write today for catalog, en- 
gineering advice, and prices. 
distributors and 
ey wanted. 


MACHINE WORKS 


A DIVISION OF MINNESOTA BEARING CO. 
1619 Hennepin Avenue 
Minneapolis 3, Minnesota 


SANITARY WIPING CLOTHS — CHEESE CLOTH 
COTTON WASTE . . . . MILL ENDS 


This organization is a member of the Sanitary Institute of 
America. All of our products bear the S. I. A. Label which 
is a guarantee of sterilization—maximum absorbency— 
specification packing—and integrity. 

We have the benefit of Association Research—use the most 


modern laundry equipment and technique to cut production 
costs, yet produce the highest quality. 


“American Brand” has a record of 24 years of excellence 
in service. With “American Brand” to back you, the right 
grade can be supplied for any wiping problem. You can 
build a profitable repeat business. 


Neatly packed bundles make these cloths easy to handle 
and to stock. 


Regardless of your location we will give you full coopera- 
tion and prompt service. Distributors who stock large quan- 
tities get the benefit of special prices. 


Write today for complete details. 


AMERICAN 
SANITARY RAG COMPANY 


1025-1035 WEST NORTH AVE. 
Chicago 22, Illinois 
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illustrated is the Wells 
No. 12 with self-contained 
wet cuffing system. | 


The Wells No. 12 Saw is a sturdy production | 
tool for fast and accurate cutting at a minimum cost. | 
It doesn’t require an expert to operate this machine. 
Just place the stock in the quick-acting vise and push 
the starting buttons—the hydraulic head descends 
automatically, feeding the blade into the stock at a 
uniform rate, governed by electrically controlled, ad- 
justable blade pressure. At the completion of the cut 
the head returns to a predetermined raised position 
and the motors shut off. 


Get full details from your Wells dealer. 





DESIGN DETAILS 


CUT-OFF CAPACITY: 























Rectangular 12” x 16” 

Rounds 12%” O.D. 
DIE BLOCK CAPACITY: | 

NIN ON so castoipncssciccccninshomensaase 12%" deep; 16" wide 

Maximum Clearance, Bed to Blade 18” 
SPEEDS, Selective 50, 90, 150 ft. per min. 
MOTORS Vs HP. & % HP. | 
WEIGHT, Approximate ....1750 Ibs. | 


Wells Metal Cutting Band Saws. 











Write for complete itmanation on | 
| 


METAL CUTTING 
BAND SAWS 


WELLS MANUFACTURING CORPORATION 
606 ADAMS ST., THREE RIVERS, MICH. 





206 INDUSTRIAL DISTRIBUTION © AUGUST, 1949 





Products by Wells are Practical | 


ADVERTISERS IN THIS ISSUE 
R 


R.-P. & C. Div. of American Chain 


& Gable Go., Tnc..... 223.5535. 47 
Raybestos- Manhattan, Inc., Pack- 
ee See ee 30 
Remington-Rand, Inc. .......... 28 
Republic Rubber Div., Lee Rubber 
ae SG OE ee 64 
Ridge Tool Company............ 148 
Robbins & Myers, Inc........... 175 
Roberts Machine Works, Div. of 
Minnesota Bearing Co.......... 205 
Roberts Rubber Co., Weldon..... 155 
Round & Son, David........... 24 
many Chemical Co.............. 170 
Russell, Burdsall & Ward Bolt & 
OE Cg ere 20 
Rust-Oleum Corporation ........ 126 
Safety Socket Screw Co.......... 201 
OS Se 13 
Shaw-Box Crane & Hoist Div. of 
Manning, Maxwell & Moore, 
OS RS RS eee 192, 200 
Sheldon Machine Company, Inc., 
RAE a. Cie hits bong ccipang aia Ti 183 
Simonds Saw & Steel Co......... 45 
0 | a ene 11 
LS Sarr rere 57 
Sprout-Waldron & Co........... 136 
Standard Pressed Steel Co....... 191 
EE a a ee 163 
Starrett Co., L. S...Inside Back Cover 
ee a ee ee 194 
Strataflo Products, Inc........... 182 
Strong, Carlisle & Hammond Com- 
SE een ern eee 180 
Templeton-Kenly & Company.... 55 
Tennessee Coal, Iron & Railroad 
Tre re 8-9 
Thermoid Company ............ 103 


United States Electrical Tool Co.. 52 
United States Guage, Division of 
American Machine and Metals, 


| OGRE Se ere rere re 41 
United States Steel............. 8-9 
United States Steel Export...... 8-9 
Upson-Walton Company, The.... 46 
Vann Preanots G60). oiscrsccses i28 
Valley Electric Corporation...... 178 
— Balata & Textile Belting 

SRE RIOR ie aR a Kom wishasi pie 132 
Victor Saw Works, ee 153 
Viking Pump Company.......... 190 
Vincent Steel Process Company... 141 
Vogt Machine Co., Henry....... 34 
Weinberg & McKee, Inc......... 156 


Wells Manufacturing Corporation 206 
Weston Electrical Instrument 


er rrr 169 
Whitney Mfg. Company, W A... 201 
Wiltams & (o., J. Fl....... .esee0e 33 
Loe SOE CS eer 207 


— Pump & Machinery 
Wright Hoist Div. of American 
Chain & Cable Co., Inc... Back Cover 


Y 


Yale & Towne Manufacturing Co. 105 
Yarnall-Waring Company ....... 93 











E. E. STVAN, Manager, Supply Dept. Strong, 
Carlisle and H d Company, Cleveland, 
Ohio, has joined thousands of wholesalers 
throughout the nation who sell and stock Her- 
man Nelson Unit Heaters. These aggressive 
wholesalers know of the su- 
periority of Herman Nelson 
comfort and health products 
and their wide acceptance 
in the four billion dollars 
industrial, commercial and 
institutional markets. If you 
are interested in the profit- 
able Herman Nelson Fran- 
chise, write now! 








Herman Nelson 
Unit Heaters 


THE HERMAN NELSON CORPORATION 
MOLINE, ILLINOIS 


No More Rummaging 
Through Stacks of Drills 


Sell it to industrial plants, hard- 
ware stores, stock rooms. The en- 
tire stock of drills can be seen at a 
lance. Compartments with rounded 
| reall hold dozens of drills. 
Huot’s built-in inventory system 
does away with cost sheets—speeds 
up sales. 1414” long, 7%" high, 
74%" deep. Hammerlin baked 
enamel finish over rugged steel. 
Made in three models for frac- By th 
tional, number or letter drills. y me 


makers of 


HUOT 


DRILL 
HUOT MANUFACTURING CO. FI°T.Y3"% 





Write for catalog pages. 













551 No. Wheeler St. St. Paul W4, Minn. 


THIS FINE TEAM OF ENGLISH DRILLS 
meets the greatest range of needs 
in the industrial field! 


Their ability is proved in 50 world markets and 
is now winning recognition in American Industry 


Available in N. Y. C. for immediate delivery. 


EG2C 
















This 4" Lightweight All-Ball Bear- 
ing Production Drill Is Amazingly Ver- 
satile and Durable! 


This is a popular drill with aircraft manufac- 
turers, body workers, shop-fitters and main- 
tenance men. The low weight, short overall 
length and offset spindle makes this machine 
particularly suitable for drilling in confined 
spaces and prevents fatigue in the operator. 
The ratio of speed to power makes possible 
a wide variety of operations and uses. 








This General Duty 2” Ball Bearing Drill being light- 
weight, is especially adaptable to many production jobs 
which require continuous operation in close quarters. Spindle 
speed on full load 400 R.P.M. with 34” per minute penetra- 
tion performance in steel. 


Price and Distribution Particulars on request. Ware- 


Ss. WOLF & Co., LTD. house Stocks and Service Depot—New York City 


Address inquiries to:—U. S. Factory Representative 
LONDON Fred L. Stuart, Room 808—I!0 East 42nd Street, New 
York 17, N. Y. LE 2-6176. 
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announces the WORLD’S FINEST 


























AND YOU SELL SATISFACTION, 
REPEAT BUSINESS, MORE PROFITS 


Entirely new design giving the most rigid, your customers and listen to them insist on 
yet most easily adjustable giant strength EQUIPTO GIANT STRENGTH, IRON GRIP 
shelving on the market. SHELVING. 

Order a sample unit; see for yourself; show Priced competitively. 


NO NUTS - NO BOLTS - NO TOOLS 
ONLY A STUD for Speedy Shelf Assembly 


7 HOW 
a e IT GRIPS 


A slope in the 
keyhole joins 
with the taper 
on the stud to 
form the tight- 
est and strong- 
estofgrips. An 
exclusive 
Equipto design. 



























































CLOSED TYPE oe eS 
AS SHOWN | 7 


OR OPEN 
DRAWER TOOL 
Patents Pending UNITS TENDERS INSERTS COUNTERS 


DIVISION OF AURORA EQUIPMENT CO. 












THERE’S 70 YEARS OF CUSTOMER SATISFACTION 
BEHIND THESE TRADEMARKS 
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: Standard of Precision 
Since 1880 


) Today, as always, STARRETT is the big name in the field of 


ts ; i 
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precision tools ...a mame that is known and accepted wher- 





ever men work with skill and accuracy. Now better than ever 


before, with new refinements and new selling features... and 






many new and popular items... Starrett Tools, Dial Indica- 









tors, Steel Tapes, Precision Ground Flat Stock, Precision Hack- 






saws and Band Saws are the fastest selling line in the world. 





MY felslelelac Mela @a-variie)i) 


MECHANICS' HAND MEASURING TOOLS AND PRECISION 
? INSTRUMENTS + DIAL INDICATORS « STEEL TAPES - HACKSAWS 
‘ AND BAND SAWS .« PRECISION GROUND FLAT STOCK 


Buy Through Your Distributor 
THE L. S. STARRETT CO. °- World's Greatest Toolmakers * ATHOL, MASSACHUSETTS, Ws De A, 
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ELECTRIC 
* HOISTS 


UP TO 10-TON CAPACITY... 


in a wide range of speeds, lifts, mountings 
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IMPROVED IN 
Safety 
Efficiency 
Your nearby Ru ggedn ess 
ppt oa ae plete : eJe 
——aae, Adaptability 
Ask for your copy of folder DH-65. ee 


If you prefer, write to 
the factory at York, Penn. 


WRIGHT HOIST DIVISION 
AMERICAN CHAIN & CABLE 











